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Professor S.J. Grant
 Spring 2007
 Attitude Theory & Persuasion
 BUYER BEHAVIOR, MARKETING 3250

Page 2
                        

What are attitudes? The cognitive, affective, behavioral aspects of
 attitudes• Attitudes and motivation
 Forming and changing attitudes Models of attitudes and measurement
 Instruments to measure attitude
 Outline

Page 3
                        

What are Attitudes?
 Attitude defined Evaluative judgment
 • Valence• Extremity
 Based on beliefs – not necessarily data Characteristics of attitudes
 • Favorability• Accessibility• Confidence or strength• Persistence or duration• Resistance
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Attitudes
 AffectiveAffective
 CognitiveCognitiveBehavioralBehavioral

Page 5
                        

Characteristics of attentionAttention is selectiveAttention can be dividedAttention is limitedAttention (or cognitive resources) is
 affected by motivation (or involvement) Attention facilitates memory, learning,
 and ultimately persuasion
 Attention

Page 6
                        

Methods of Enhancing Attention
 Personal relevance • Relevant problem• Demographic
 Pleasant• Using attractive
 spokespersons or models
 • Using music• Using humor• Aesthetics
 Surprising• Using novelty• Using
 unexpectedness
 Easy to process• Prominent stimuli• Concrete stimuli
 • Contrasting stimuli
 • Amount of competing information
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Attitudes and Motivation
 Low involvement with Low involvement with product, message, or product, message, or decisiondecision
 Limited attention Limited attention focused on peripheral focused on peripheral feelings and featuresfeelings and features
 Low or incidental Low or incidental processing of most processing of most salient aspectssalient aspects
 Persuasion occurs Persuasion occurs through heuristic through heuristic processingprocessing
 High involvement with High involvement with product, message, or product, message, or decisiondecision
 Attention focused on Attention focused on central, product-central, product-related featuresrelated features
 Conscious thoughts Conscious thoughts about attributes and about attributes and benefitsbenefits
 Persuasion occurs Persuasion occurs through systematic through systematic processingprocessing
 HIGH EFFORT HIGH EFFORT ATTITUDESATTITUDES
 LOW EFFORT LOW EFFORT ATTITUDESATTITUDES

Page 8
                        

Perceived
 Risk
 Inconsistency with Attitudes
 Values, Goals,
 Needs
 Personal
 Relevance
 What Affects Motivation?

Page 9
                        

What Affects Motivation?
 Personally relevant
 Affects self concept
 Personal
 Relevance

Page 10
                        

What Affects Motivation?
 Values Goals Needs Types of
 needs
 Values, Goals,
 Needs
 Personal
 Relevance

Page 11
                        

Maslow’s Hierarchy of Needs

Page 12
                        

What Affects Motivation?
 Types of perceived riskPerformanceFinancialPhysical (or
 safety)SocialPsychologicalTime
 Perceived
 Risk
 Values, Goals,
 Needs
 Personal
 Relevance

Page 13
                        

What Affects Motivation?
 When inconsistency with attitudes occurs, we try to remove or at least understand the inconsistency
 Perceived
 Risk
 Inconsistency with Attitudes
 Values, Goals,
 Needs
 Personal
 Relevance

Page 14
                        

Approaches to Attitude Change

Page 15
                        

The foundation of attitudes The role of effort in attitude formation
 and changeCentral-route processing
 • SystematicPeripheral-route processing
 • Heuristic
 Forming and Changing Attitudes

Page 16
                        

Influences on Attitudes
 Source Trustworthiness Expertise Attractiveness Likeability Celebrity vs. anonymous
 Message characteristics Argument quality 1-sided vs. 2-sided Comparisons Category-consistent information Late id (a.k.a. mystery ads) Music, humor Dramas, story grammars Sex Relative complexity Fear and threat

Page 17
                        

Measurement of Attitudes
 Scales can elicit responses about overall attitudes, attribute weights, importance Likert scales (agree-disagree) Semantic differential scales (pretty-ugly) Forced choice
 Response latency can measure attitude accessibility
 Conjoint analysis Perceptual mapping

Page 18
                        

Conjoint Analysis
 By looking at rankings, market researchers can infer the value of an attribute
 Seat Comfort Price Duration1. extra-wide $700 5 hours2. extra-wide $700 3 hours3. extra-wide $400 5 hours4. extra-wide $400 3 hours
 5. regular $700 5 hours 6. regular $700 3 hours7. regular $400 5 hours8. regular $400 3 hours

Page 19
                        

Perceptual Mapping
 Gentle
 Eff
 ecti
 ve
 Ideal Point 1
 Ideal Point 2
 Bayer
 Excedrin
 Tylenol
 Bufferin Private Label
 Anacin
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Professor S.J. Grant
 Spring 2007
 Psychological Foundations for Marketing Applications
 BUYER BEHAVIOR, MARKETING 3250

Page 21
                        

Psychological explanations Judgment
 • Context effects: assimilation and contrast Consumer choice
 • Compromise effect Advertising
 • Negation effect
 • Message fit Pricing strategies
 • Self-perception theory Perceptual fluency
 • Knock-off brands
 Outline

Page 22
                        

Context Effects
 Contrast effectsExposure to a prime shifts judgment
 of a target away from a reference point because of comparison
 • Buy a $90 tie after spending $1000 on a suit
 • Honda Accord feels like a luxury car when compared with a Civic
 • Charlie’s Angels condition (Kenrick and Gutierres, 1980)

Page 23
                        

Context Effects
 Assimilation effectsExposure to a prime shifts judgment of a
 target toward a reference point because prime serves as interpretive frame
 • Clothing in upscale retail store may seem more fashionable
 • Country of origin (Germany vs. Mexico) helps to interpret product attributes, overall evaluation (Hong and Wyer, 1990)

Page 24
                        

Compromise Effect
 Introduction of a 3rd option (decoy) may lead to selection of “compromise” when choice between 2 products is difficult
 Quality
 Convenience Restaurant A
 Restaurant B
 Restaurant A is higher on convenience but lower on quality; restaurant B ishigher on quality but loweron convenience
 Which would you choose?
 Decoy

Page 25
                        

Compromise Effect
 Williams-Sonoma increased sales of its bread machine by adding to its inventory a super premium machine
 Quality
 Economical

Page 26
                        

Compromise Effect
 •58-minute cycle with automatic keep-warm feature •Easy-to-use control panel with 13-hour delay-bake timer •3 crust color settings: light, medium and dark •Makes 2-pound horizontal loaf •Baking cycles include: white, wheat, 58-minute ExpressBake, French, sweet, dough, pasta, quick breads, jelly/jam and cake •Instructions and over 100 recipes included •For household use only •14-1/2"L x 10"W x 13-1/2"H •Model No. 5833
 $44.96
 Was: $49.96
 Sunbeam ExpressBake 2-Pound Bread Maker

Page 27
                        

Compromise Effect
 Owning this machine is like having a custom bakery at your disposal. Its 110 programmable settings allow you to bake breads and cakes, mix pasta and pizza doughs and even cook jams. It makes traditional-shaped loaves in 1, 1 1/2 and 2-lb. sizes. The dispenser automatically adds fruits, nuts and other extras at just the right time in the cycle, and a window lets you monitor the baking progress. You can even set the timer up to 24 hours in advance for baked goods that are ready when you want them. The exterior is brushed stainless steel. Instruction booklet with recipes included. 15" x 13" x 9" high. A Williams-Sonoma exclusive.
 Regular: $199.00Special: $149.00
 Brushed Stainless-Steel Automatic Bread Baker

Page 28
                        

Compromise Effect
 Williams-Sonoma increased sales of its bread machine by adding to its inventory a super premium machine
 Quality
 Economical
 Super premium brand

Page 29
                        

Negation Effects
 Messages that contain negations require extra computational step to process affirmation + negator
 When cognitive resources are low, the negator may not be retrieved “McDonald’s burgers do not contain
 worms” “This is not your father’s Oldsmobile” “It’s not delivery – it’s DiGiorno”

Page 30
                        

Message Fit
 Messages that promise benefits more compelling to people with approach (or promotion) orientation Merrill Lynch promises to
 maximize financial returns
 Milk ads talk about benefits of stronger bones, health
 Messages about safety or security more compelling to people with avoidance (or prevention) orientation Vanguard reassures
 investors that portfolio will be safe
 Milk ads talk about problems associated with calcium deficiency

Page 31
                        

Self-Perception Theory
 Suggests that people infer their own attitudes from their actionsBuying product on sale leads to
 inference that purchase was motivated by low price, not true preference (Dotson, Tybout and Sternthal, 1980)
 • May operate on automatic, subconscious level, e.g. nodding head produces more positive evaluations than shaking head (Bargh, 1985)

Page 32
                        

Perceptual Fluency
 New Entry in Cola Wars Muslims in France who wanted to boycott American brands created Mecca-Cola to protest policies in the Middle East.New York Times, Dec. 30, 2002
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