Expectations from Attitude Change
1. Contrast central and peripheral routes of processing persuasive messages. 
2. List the three components of the “Yale approach” to persuasive messages.
3. List two source characteristics, provide an example of each, and state the route of processing that they use.

4. Define and provide an example of the following peripheral message characteristics.


Length



Scarcity



Foot-in-the-door 


Door-in-the-face

5. State the two components (target characteristics) of McGuire’s model of attitude change. State how self-esteem and intelligence is correlated with these two components. Given these correlations, what recipient levels of self-esteem and intelligence should be associated with the most attitude change following a persuasive message?
6. Use the McGuire model to explain the persuasiveness of fear messages. 
7. Use the McGuire model to explain the persuasiveness of subliminal messages. What does research evidence suggest about if and when subliminal messages generate attitude change?
8. Your supervisor wants you to assist in the design of a new advertising campaign. The supervisor gives you information about either the source, message, OR recipient. You should be able to provide recommendations about the appropriate inclusion/exclusion of remaining two factors to maximize the attitude change of a target audience.
