persuasion theory of communication

Persuasion Theory of Communication: Unlocking the Art of Influence

persuasion theory of communication is a fascinating area that explores how individuals influence others
through language, messages, and interaction. Whether in advertising, politics, or everyday conversations,
the ability to persuade effectively is a powerful skill. Understanding the underlying theories provides

valuable insights into how communication shapes attitudes, beliefs, and behaviors.

What is the Persuasion Theory of Communication?

At its core, the persuasion theory of communication studies how messages are crafted and delivered to
change or reinforce someone’s thoughts or actions. It goes beyond simply exchanging information; it’s about
strategically influencing an audience. The theory considers various elements such as the communicator’s
credibility, the message content, the audience’s disposition, and the context in which communication

happens.

This theory is widely used in fields like marketing, public relations, health communication, and social
psychology because it helps explain why some messages succeed while others fail. By analyzing persuasive

techniques, communicators can tailor their approach to maximize impact.

Key Components of Persuasion Theory

Understanding persuasion theory involves dissecting several critical components that determine the success

of a persuasive communication effort.

Ethos, Pathos, and Logos: The Rhetorical Triad

These three classical appeals, introduced by Aristotle, remain foundational in persuasion theory.

- Ethos refers to the credibility or character of the speaker. If the audience trusts or respects the
communicator, they are more likely to be persuaded.

- Pathos appeals to the audience’s emotions. Emotional connection can motivate people to take action or
change their views.

- Logos is the logical appeal, relying on facts, statistics, and rational arguments to convince the audience.



A successful persuasive message often balances all three appeals to resonate deeply and convincingly with

its audience.

Source Credibility and Its Influence

Who delivers the message matters just as much as what is said. Persuasion theory emphasizes the

importance of source credibility, which includes:

- Expertise: Is the speaker knowledgeable about the topic?
- Trustworthiness: Does the audience believe the speaker is honest?

- Attractiveness: Sometimes physical or social appeal can enhance persuasion.

For example, a health campaign featuring a reputable doctor is more persuasive than one without credible
backing. This principle is crucial in advertising and political communication, where source credibility can

make or break the campaign.

Models Explaining Persuasion in Communication

Several models within the persuasion theory of communication help explain the mechanisms behind

attitude change and influence.

The Elaboration Likelihood Model (ELM)

One of the most influential frameworks, the Elaboration Likelihood Model, suggests that persuasion occurs

through two main routes:

- Central route: This involves careful and thoughtful consideration of the message content. When the
audience is motivated and able to process information, they engage deeply and are more likely to form
lasting attitude changes.

- Peripheral route: This relies on superficial cues such as the speaker’s attractiveness or the message’s style
rather than the content itself. It’s effective when the audience is less motivated or lacks the capacity to

scrutinize the message.

Understanding which route your audience is likely to take helps in designing persuasive messages that

work for different contexts.



The Cognitive Dissonance Theory

Developed by Leon Festinger, this theory is central to persuasion theory of communication. It explains how
people strive for internal consistency between their beliefs and behaviors. When there is a conflict
(dissonance), individuals feel discomfort and are motivated to reduce it, often by changing attitudes or

justifying behaviors.

Persuasive communication can leverage this by presenting information that challenges existing beliefs,

encouraging the audience to resolve the dissonance by adopting the new perspective.

Practical Applications of Persuasion Theory

The principles of persuasion theory are not just academic; they have real-world applications across various

domains.

Marketing and Advertising

Advertisers frequently use persuasion theory to craft campaigns that influence consumer behavior. They
combine emotional appeals (pathos), credible endorsements (ethos), and logical reasons (logos) to persuade
potential customers. Understanding audience segmentation and which route of persuasion (central or

peripheral) to target can increase conversion rates significantly.

Political Communication

Politicians rely heavily on persuasion theory to connect with voters, shape public opinion, and mobilize
support. Campaign messages are designed carefully to establish credibility, appeal emotionally to concerns
or hopes, and present logical policy arguments. Effective persuasion can shift voter attitudes and affect

election outcomes.

Health Communication

Persuasion theory plays a vital role in promoting healthy behaviors, such as quitting smoking or adopting
vaccinations. Health communicators use credible sources, emotional stories, and clear evidence to motivate
behavior change. Understanding audience readiness and potential resistance is key to crafting effective

health messages.



Tips for Using Persuasion Theory Effectively in Communication

Harnessing the power of persuasion requires more than just knowing the theory; it demands skillful
application. Here are some practical tips:
¢ Know your audience: Tailor your message based on their values, beliefs, and level of knowledge.
e Build credibility: Demonstrate expertise, honesty, and reliability to gain trust.

* Appeal to emotions: Use stories or vivid language to connect on a personal level.

Provide logical evidence: Support your claims with data, examples, and clear reasoning.

Address counterarguments: Acknowledge opposing views to strengthen your position.

Keep it clear and concise: Avoid overwhelming your audience with information.

Use repetition wisely: Repeating key points can reinforce your message but avoid redundancy.

Challenges in Persuasive Communication

Although persuasion theory offers valuable guidance, persuading others is often challenging due to various

factors:

- Pre-existing beliefs can create resistance to new messages.
- Audience skepticism toward sources or motives.
- Cultural differences affecting message interpretation.

- Emotional biases that override logical reasoning.

Effective communicators must be adaptable, patient, and sensitive to these challenges to improve their

persuasive efforts.

The Role of Ethics in Persuasion

An important consideration in persuasion theory of communication is ethics. While persuasion can be a

force for good, it can also be misused to manipulate or deceive. Ethical persuasion respects the audience’s



autonomy and promotes truthful, transparent communication. Balancing persuasive goals with integrity

helps build lasting relationships based on trust.

Exploring persuasion theory of communication provides a window into how language and messages shape
human interaction. By understanding its principles and applying them thoughtfully, communicators can
influence others more effectively while fostering meaningful connections. Whether you’re crafting a
marketing pitch, delivering a speech, or simply trying to convince a friend, the art and science of

persuasion are invaluable tools in everyday life.

Frequently Asked Questions

What is the persuasion theory of communication?

The persuasion theory of communication explores how messages influence individuals' attitudes, beliefs, or

behaviors through various communication strategies and techniques.

Who are the key theorists behind persuasion theory?

Key theorists include Aristotle, who introduced ethos, pathos, and logos; Carl Hovland, known for his work
on attitude change; and Richard Petty and John Cacioppo, developers of the Elaboration Likelihood Model
(ELM).

What are the main components of persuasion theory?

Main components include the source (communicator), message, channel, audience (receiver), and context,

all of which affect the effectiveness of persuasive communication.

How does the Elaboration Likelihood Model relate to persuasion theory?

The Elaboration Likelihood Model (ELM) explains two routes to persuasion: the central route, involving
thoughtful consideration of arguments, and the peripheral route, relying on superficial cues, affecting how

messages influence attitudes.

‘What role does credibility play in persuasion?

Credibility, or ethos, refers to the trustworthiness and expertise of the communicator and is crucial in

persuasion because audiences are more likely to be influenced by credible sources.

How do emotional appeals influence persuasion?

Emotional appeals, or pathos, engage the audience’s feelings and can enhance persuasion by creating a

connection, evoking empathy, or motivating action.



What is the difference between persuasion and manipulation in

communication?

Persuasion aims to influence attitudes or behaviors ethically by providing truthful information and
respecting the audience's autonomy, while manipulation involves deceit or coercion to control or exploit

the audience.

How can persuasion theory be applied in marketing?

In marketing, persuasion theory guides the creation of messages that influence consumer attitudes and
behaviors, using strategies like appealing to emotions, establishing credibility, and tailoring messages to

audience values.

What factors affect the effectiveness of persuasive communication?

Factors include the communicator's credibility, the message’s clarity and emotional appeal, the audience’s

prior attitudes and motivation, the communication channel, and the context or cultural background.

Additional Resources

**Understanding the Persuasion Theory of Communication: Mechanisms and Applications**

persuasion theory of communication stands as a cornerstone in the study of how individuals and groups
influence attitudes, beliefs, and behaviors through messaging. This theory delves into the multifaceted
process by which communicators seek to alter or reinforce the perceptions and decisions of their audiences.
Its relevance spans disciplines—from marketing and political campaigns to interpersonal relationships and

mass media—making it a critical area of inquiry for communication professionals and scholars alike.

At its essence, the persuasion theory of communication explores the strategic aspects of message
construction and delivery, the psychological underpinnings of audience reception, and the contextual
factors that shape the effectiveness of persuasive efforts. This article offers an analytical review of the
theory’s fundamental principles, key models, and practical implications, while integrating relevant concepts

such as attitude change, source credibility, and message framing.

Foundations of the Persuasion Theory of Communication

Persuasion, as a communicative act, transcends mere information exchange; it is an intentional attempt to
influence others’ mental states and subsequent actions. The persuasion theory of communication
systematically investigates this process by identifying variables that affect the success or failure of

persuasive messages.



One primary consideration within the theory is the interaction between the source, the message, and the

audience. These three components form the classic communication triad:

e Source: The credibility, attractiveness, and authority of the communicator significantly impact
persuasion. Research consistently shows that messages delivered by trustworthy and expert sources

yield higher persuasion rates.

e Message: The content, structure, and emotional appeal of the message itself determine how audiences
interpret and respond to it. Strategies such as repetition, logical argumentation, and emotional

triggers are commonly analyzed.

¢ Audience: Characteristics like prior attitudes, cognitive ability, and cultural background influence

how messages are processed and whether persuasion occurs.

This triadic model informs many sub-theories and frameworks that have been developed to unpack the

complexity of persuasion.

Key Models Within the Persuasion Theory

Several influential models have shaped contemporary understandings of the persuasion process:

1. Elaboration Likelihood Model (ELM): Proposed by Petty and Cacioppo, ELM posits two routes to
persuasion—the central route, involving careful and thoughtful consideration of message arguments,
and the peripheral route, relying on superficial cues such as source attractiveness or message length.
The model suggests that motivation and ability to process information determine which route an

individual takes.

2. Heuristic-Systematic Model (HSM): Similar to ELM, HSM differentiates between systematic
processing (deep, analytical thinking) and heuristic processing (mental shortcuts). This model
emphasizes the role of cognitive heuristics in persuasion, especially when individuals face

information overload or low motivation.
3. Cognitive Dissonance Theory: Festinger’s theory highlights how individuals strive for internal

consistency. When confronted with conflicting beliefs or behaviors, people experience discomfort

(dissonance) and are motivated to reduce it, often by changing attitudes to align with their actions.

These models collectively contribute nuanced perspectives about how persuasion is not a one-dimensional



phenomenon but a variable process shaped by psychological and contextual factors.

Applications and Implications in Contemporary Communication

The persuasion theory of communication is not merely academic; its principles find practical application
across diverse fields. In advertising, for example, marketers deploy persuasion techniques to influence
consumer behavior by crafting messages that resonate with target demographics. Source credibility is
leveraged by using celebrity endorsements or expert testimonials, while message framing plays on

emotional appeals such as fear or happiness to drive engagement.

In political communication, campaigns rely heavily on persuasion strategies to sway voter opinions.
Understanding the audience’s pre-existing attitudes and tailoring messages accordingly can maximize

impact. The use of social proof and bandwagon appeals are common tactics rooted in persuasion theory.

Interpersonally, persuasion theory sheds light on negotiation, conflict resolution, and counseling. Effective
communicators utilize insights about resistance, message framing, and audience involvement to foster

constructive dialogue and behavior change.

Challenges and Critiques

While the persuasion theory of communication offers a robust framework, it is not without limitations.
Critics argue that some models oversimplify the persuasion process by dichotomizing routes of processing or
neglecting the social and cultural dimensions that influence communication. Moreover, ethical concerns
arise regarding manipulation and coercion, especially when persuasion tactics exploit cognitive biases or

emotional vulnerabilities.

Another challenge lies in measuring persuasion outcomes accurately. Attitude change does not always
translate into behavioral change, complicating efforts to assess the real-world effectiveness of persuasive

communication.

Emerging Trends and Future Directions

With the advent of digital media, the persuasion theory of communication is evolving to address new
communication landscapes. Social media platforms, influencer marketing, and algorithm-driven content
delivery introduce novel pathways and challenges for persuasion. For instance, echo chambers and filter

bubbles may reinforce pre-existing attitudes, complicating attempts at attitude change.

Researchers are increasingly integrating interdisciplinary approaches combining psychology, neuroscience,



and data analytics to deepen understanding of persuasive communication. Techniques such as
neuromarketing and sentiment analysis provide insights into unconscious processing and emotional

responses.

Moreover, ethical persuasion is gaining attention, emphasizing transparency and respect for audience
autonomy in message design. This shift reflects broader societal concerns about misinformation and

manipulation in the information age.

The persuasion theory of communication thus remains a dynamic and vital field, continually adapting to
technological innovations and cultural shifts. Its core principles continue to illuminate how humans

influence one another through language and symbols, shaping behaviors and societies in profound ways.
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research on persuasion. Written in a clear and accessible style that assumes no special technical
background in research methods, the Third Edition has been thoroughly revised to reflect
developments in persuasion studies. New discussions of subjects such as reactance and the use of
narratives as vehicles for persuasion, revised treatments of the theories of reasoned action and
planned behavior, and two new chapters on social judgment theory and stage models provide your
students with the most current work on persuasion in a clear, straightforward manner. In this
edition, author Daniel J. O'Keefe has given special attention to the importance of adapting (tailoring)
messages to audiences to maximize persuasiveness. Each chapter has a set of review questions to
guide students through the chapter’s material and quickly master the concepts being introduced.

persuasion theory of communication: The Dynamics of Persuasion Richard M. Perloff, 1993
Persuasion is one of the oldest fields of academic study -- it dates back thousands of years. In our
own era, persuasion has been studied primarily by means of the theories and methods of social
science research. Numerous scholars have made contributions to our knowledge of persuasion, and
the field has generated a wealth of intriguing concepts and an impressive body of knowledge on
persuasion processes and effects. Persuasion is not simply a science, however -- it is also an art.
Today there is a burgeoning persuasion industry that includes advertising, sales, public relations,
political consulting firms, and a host of private and public companies that seek to change attitudes
and influence social behaviors. USE SECOND PARAGRAPH ONLY FOR GENERAL CATALOGS...
Written to enhance students' understanding of persuasion theory and its applications to everyday
situations, this book presents an up-to-date review of persuasion theory and research. Attempting to
show students how these theories can deepen our understanding of how persuasion is practiced in a
variety of real-life situations, it is designed as a text for undergraduate students who wish to know
more about concepts of attitude and persuasion, as well as introducing graduate students to theory
and research in the field of persuasion. With a broad look at persuasion research, this volume
examines psychological approaches to persuasion, interpersonal communication theories, and the
interface between persuasion and mass communication, in particular mass media information
campaigns. It examines research on cognitive processing of persuasive messages,
compliance-gaining in interpersonal contexts, and the effects of large-scale health communication
campaigns.

persuasion theory of communication: Applying Communication Theory for Professional Life
Marianne Dainton, Elaine D. Zelley, 2010-04-07 Applying Communication Theory for Professional
Life: A Practical Introduction, Second Edition is the first communication theory textbook to provide
practical material for career-oriented students. The inclusion and analysis of real-world case studies
illustrate the application of theory in a variety of professional settings. Whereas other
communication theory texts have a more academic focus on theory or research methods, this book is
specifically designed to introduce communication theory in a tangible way. The featured theories are
those that have strong pragmatic value and clear applicability to communication and business
practitioners. Particular emphasis is placed on theories of intrapersonal communication,
interpersonal interaction, intercultural encounters, persuasion, leadership, group communication,
organizational behavior, and mass communication.

persuasion theory of communication: Persuasive Communication Skills S. Steinberg,
1999-10-31 This series covers topics in interpersonal, small-group, organizational and mass
communication. Each chapter offers an overview, a list of key terms and learning objectives while
activities reinforce and expand learning through self-evaluation.

persuasion theory of communication: Encyclopedia of Communication Theory Stephen W.
Littlejohn, Karen A. Foss, 2009-08-18 The Encyclopedia of Communication Theory provides students
and researchers with a comprehensive two-volume overview of contemporary communication theory.
Reference librarians report that students frequently approach them seeking a source that will
provide them with a quick overview of a particular theory or theorist - just enough to help them
grasp the general concept or theory and its relation to the discipline as a whole. Communication
scholars and teachers also occasionally need a quick reference for theories. Edited by the co-authors



of the best-selling textbook on communication theory and drawing on the expertise of an advisory
board of 10 international scholars and nearly 200 contributors from 10 countries, this work finally
provides such a resource. More than 300 entries address topics related not only to paradigms,
traditions, and schools, but also metatheory, methodology, inquiry, and applications and contexts.
Entries cover several orientations, including psycho-cognitive; social-interactional; cybernetic and
systems; cultural; critical; feminist; philosophical; rhetorical; semiotic, linguistic, and discursive; and
non-Western. Concepts relate to interpersonal communication, groups and organizations, and media
and mass communication. In sum, this encyclopedia offers the student of communication a sense of
the history, development, and current status of the discipline, with an emphasis on the theories that
comprise it.

persuasion theory of communication: The Power and Paradox of Physical Attractiveness
Gordon L. Patzer, 2006 The Power and Paradox of Physical Attractiveness is a scholarly look into
physical attractiveness. It articulates the great importance placed on this dimension of a person's
appearance. Analysis of the dynamics and consequences reveals a powerful, pervasive, and
frequently unrecognized or denied physical attractiveness phenomenon. This phenomenon
transcends time, geography, and culture, regardless of demographics and socioeconomics of
individuals and populations. With penetrating vision, Dr. Patzer provides evidence that despite
professed ideals, people do judge others by their looks. Physical attractiveness is a more powerful
determinant of a person's fortune and misfortune in life than people admit. No matter the words,
thoughts, and ideals proclaimed by people, these same people judge, assume, infer, believe, act,
treat, decide, accept, reject, and behave toward or against individuals, in patterns consistent with
their own physical attractiveness and that of others. While many dimensions define appearance,
physical attractiveness predominates. The physical attractiveness of a person impacts every
individual throughout every community, across the United States and around the world. All people
inherit and alter their physical attractiveness, which is determined by complex, interdependent,
physical and non-physical factors. Hidden and not-hidden values drive thoughts and actions with
significant effects and realities whereby higher physical attractiveness is beneficial, lower physical
attractiveness is detrimental, and associated pursuits are relentless. Physical attractiveness may
look skin-deep as a surface aspect of appearance, but looks can be deceiving. Researchers
throughout the world collect empirical data complemented with anecdotal data to probe beyond the
surfaces. Through investigations that meet meticulous scientific methodological procedures, acute
observations reveal previously undetected dimensions that advance understanding about physical
attractiveness. The Power and Paradox of Physical Attractiveness explores, discovers, and
documents the theories, evidence, and circumstances in which physical attractiveness is a
remarkable veneer with influences that extend considerably beyond what we call skin-deep. The
author, Dr. Patzer, formally cites more than 750 references as he identifies a complex phenomenon
in which physical attractiveness serves as an informational cue that propels a multiple-stage
process. Through this process, people knowingly and unknowingly infer extensive information based
on this cue, which in-turn triggers assumptions, expectations, attitudes, and behaviors. It ultimately
leads to powerful consequences with significant benefits and detriments for every person,
accompanied by continuous pursuits toward these benefits and away from these detriments, caused
by his or her level of physical attractiveness.

persuasion theory of communication: The Dynamics of Persuasion Richard M. Perloff,
2010-05-26 The Dynamics of Persuasion provides a comprehensive and up-to-date introduction to
persuasive communication and attitude change. Offering a thorough discussion of classic and
contemporary theories of persuasion, this text explores the structure and functions of attitudes,
consistency between attitude and behavior, and issues in attitude measurement.

persuasion theory of communication: Human Communication Theory and Research
Robert L. Heath, Jennings Bryant, 2013-06-17 Human Communication Theory and Research
introduces students to the growing body of theory and research in communication, demonstrating
the integration between the communication efforts of interpersonal, organizational, and mediated



settings. This second edition builds from the foundation of the original volume to demonstrate the
rich array of theories, theoretical connections, and research findings that drive the communication
discipline. Robert L. Heath and Jennings Bryant have added a chapter on new communication
technologies and have increased depth throughout the volume, particularly in the areas of social
meaning, critical theory and cultural studies, and organizational communication. The chapters
herein are arranged to provide insight into the breadth of studies unique to communication,
acknowledging along the way the contributions of researchers from psychology, political science,
and sociology. Heath and Bryant chart developments and linkages within and between ways of
looking at communication. The volume establishes an orientation for the social scientific study of
communication, discussing principles of research, and outlining the requirements for the
development and evaluation of theories. Appropriate for use in communication theory courses at the
advanced undergraduate and graduate level, this text offers students insights to understanding the
issues and possible answers to the question of what communication is in all forms and contexts.

persuasion theory of communication: The Persuasion Handbook James Price Dillard,
Michael Pfau, 2002-07-23 The Persuasion Handbook provides readers with cogent, comprehensive
summaries of research in a wide range of areas related to persuasion. From a topical standpoint,
this handbook takes an interdisciplinary approach, covering issues of interest to interpersonal and
mass communication researchers as well as psychologists and public health practitioners.
Persuasion is presented in this volume on a micro to macro continuum, moving from chapters on
cognitive processes, the individual, and theories of persuasion to chapters highlighting broader
social factors and phenomena related to persuasion, such as social context and larger scale
persuasive campaigns. Each chapter identifies key challenges to the area and lays out research
strategies for addressing those challenges.

persuasion theory of communication: Persuasion Kenneth E. Andersen, 1978

persuasion theory of communication: Essentials of Public Health Communication
Claudia Parvanta, 2011 Health Behavior, Education, & Promotion

persuasion theory of communication: A Cross-Cultural Theory of Voter Behavior
Wojciech Cwalina, Andrzej Falkowski, Bruce I Newman, 2013-01-11 The rapid development of
democracy and political freedoms has created new and sophisticated psychology-based methods of
influencing the way voters choose, as well as political systems based on free market principles. A
Cross-Cultural Theory of Voter Behavior uses advanced empirical testing to determine whether the
behavior of voters in established and emerging democracies around the world is predictable. The
results of the testing suggest the theory is a ground-breaking cross-cultural model with theoretical
and strategic global implications. This unique book examines the many facets of political marketing
and its direct relationship with the voter. A comprehensive theory meticulously tested in the
dynamic political waters of the U.S. and Europe, this text bridges the latest theoretical
developments in the emerging and advanced democracies. A Cross-Cultural Theory of Voter
Behavior offers an innovative and seldom seen international perspective that integrates up-to-date
literature in political science with advanced political marketing to provide readers with useable,
unified information. In addition, the text is replete with detailed references and illustrated with a
wealth of informative tables and graphics to made pertinent data accessible and easily understood.
Some of the topics discussed in A Cross-Cultural Theory of Voter Behavior include politics in an age
of manufactured images, partisanship and party identification, candidate-centered politics, political
cognition, social categorization of politicians, the role of advertising and emotion, among others. An
ideal text for students, academics, and researchers, the information presented in A Cross-Cultural
Theory of Voter Behavior is also a vital resource for political practitioners such as consultants,
candidates, lobbyists, political action committees, fund-raisers, pollsters, government officials, ad
specialists, journalists, public relations executives, and congressional aides.

persuasion theory of communication: The Concise Encyclopedia of Communication
Wolfgang Donsbach, 2015-05-04 This concise volume presents key concepts and entries from the
twelve-volume ICA International Encyclopedia of Communication (2008), condensing leading



scholarship into a practical and valuable single volume. Based on the definitive twelve-volume IEC,
this new concise edition presents key concepts and the most relevant headwords of communication
science in an A-Z format in an up-to-date manner Jointly published with the International
Communication Association (ICA), the leading academic association of the discipline in the world
Represents the best and most up-to-date international research in this dynamic and interdisciplinary
field Contributions come from hundreds of authors who represent excellence in their respective
fields An affordable volume available in print or online

persuasion theory of communication: The Handbook of Crisis Communication W. Timothy
Coombs, Sherry J. Holladay, 2022-10-26 The revised and updated new edition of the comprehensive
guide to crisis communication research and practice The Handbook of Crisis Communication
provides students, researchers, and practitioners with a timely and authoritative overview of the
dynamic field. Contributions by an international team of 50 leading scholars and practitioners
demonstrate various methodological approaches, examine how crisis communication is applied in a
range of specific contexts, discuss the role of culture and technology in crisis communication, and
present original research of relevance to the development and evaluation of crisis communication
theory. Now in its second edition, the Handbook covers the latest advances in global crisis
communication technology, current trends in research and practice, social media in crisis
communication, and more. Each of the 38 chapters incorporate new material offering fresh insights
into existing areas of crisis communication and explore new and emerging lines of research. A
wealth of new case studies, practical scenarios, and in-depth analyses of recent crises are integrated
throughout. Examines traditional applications, recent advances, and emerging areas in crisis
communication Discusses communication approaches for organizational crises, disasters, political
crises, and public health crises Provides up-to-date coverage of the latest terminology, methods, and
research trends in the field Highlights how crisis communication theory and research can inform
real-world practice Features detailed analyses of crisis communication in major events such as
terrorist attacks, natural disasters, industrial accidents, and global pandemics The Handbook of
Crisis Communication, Second Edition is an excellent textbook for advanced students in public
relations and strategic communication programs, and a valuable reference for researchers and
practitioners in fields such as crisis communication, public relations, and corporate communication.

persuasion theory of communication: The SAGE Handbook of Persuasion James Price
Dillard, Lijiang Shen, 2013 The Second Edition of The SAGE Handbook of Persuasion: Developments
in Theory and Practice provides readers with logical, comprehensive summaries of research in a
wide range of areas related to persuasion. From a topical standpoint, this handbook takes an
interdisciplinary approach, covering issues that will be of interest to interpersonal and mass
communication researchers as well as to psychologists and public health practitioners.

persuasion theory of communication: Social Beings Susan T. Fiske, 2009-11-09 Fiske
provides psychologists with a cutting-edge approach on evolutionary and cross-cultural psychology.
The book addresses research on three different levels: brain function and cognition, individual and
situations, and groups and cultures. The second edition has been updated to present contemporary
research in social psychology. It also discusses increasingly important issues in the field. This
includes emotion science and the impact of neuroscience on social and personality psychology.
Psychologists agree that the second edition captures an important movement in social psychology
with the core motives approach.

persuasion theory of communication: Becoming a Public Relations Writer Instructor's
Manual Ronald D. Smith, 2013-10-18 Using no-nonsense language, realistic examples,
easy-to-follow steps and practical exercises, this book guides students through various types of
public relations writing. A focus on ethical and legal issues is woven throughout, with examples and
exercises that deal with public relations as practiced by corporations, non-profit agencies, and other
types of organizations large and small. In addition, the book addresses the most comprehensive list
of public relations writing formats to be found anywhere--from old standbys like news releases to
electronic mail and other opportunities in new technologies. Laying the foundation for an integrated



approach that touches on public relations advertising and direct mail, this second edition is divided
into four parts. Part I deals with principles of effective writing useful in all disciplines. Part II
focuses on news as the bridge an organization can build to its various publics. Part III takes you
through a variety of writing formats and environments that provide an internal or controlled
approach. Part IV is the wrap up that pulls together the various writing styles presented in this book
as part of an integrated communication package. Becoming a Public Relations Writer is a different
kind of textbook for college and university students. It provides writing instruction for people
preparing to enter the profession and guides students with models and step-by-step patterns
designed to increase competence and build confidence in students on their way to becoming public
relations writers.
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