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COURSE DESCRIPTION: 
 

The study of persuasion is one of the oldest subdisciplines within both social scientific and humanistic approaches 
to speech communication. It has also been of central interest in the fields of advertising and marketing (product promotion, 
public service campaigns), sociology,  political science (voting studies, political campaigns), interpersonal influences, and 
other fields. 

 
SP 364 is an overview of classical and contemporary approaches to persuasion. We will begin by discussing some 

of the fundamental features of persuasion.  Subsequently, we will focus on "theories" of persuasion, or different 
explanations for how and why people process, evaluate, and resist or yield to persuasive appeals, in the context of 
interpersonal, intercultural, organizational, and mass communication.  Special attention will be given to the cultural 
influences on social influence, since the types of social influence situations that occur frequently in our day-to-day life are 
becoming increasingly intercultural. This course will also cover contemporary issues relating to persuasion/social influence 
such as globalization, political tensions, media representations, issues of power, and consumer culture. This course should 
be an eye opener for students who wish to develop expert views of contemporary issues.  The ultimate goal of the course is 
to help students develop critical outlook toward influence attempts (both implicit and explicit) prevalent in contemporary 
society.  

 
The course will be conducted primarily from a lecture-discussion format.  Hopefully, through lecture, class 

participation, and reading assignments, the students will gain solid understanding of the field of persuasion. 
 
TEXTS 
 

1.  Gass, R. H., & Seiter, J. S. (2007). Persuasion, social influence, and compliance gaining (3rd edition). Boston, 
MA: Allyn & Bacon. 
 
2. Cialdini, R. B. (2009). Influence: Science and Practice (5th edition). Glenview, IL: Scott, Forman & Co 
(Available at the UH Bookstore). 

 
The students should find both texts informative and well-written.  The Gass & Seiter text does a relatively good job 

of describing more traditional approaches to persuasion.  The Cialdini book is both entertaining and informative and 
provides a more contemporary and applied approach to persuasion.  It is important that the students keep up with their 
reading. 
 
COURSE REQUIREMENTS 

 
Midterm Exam  35% (70 pts) 
Final Exam  35% (70 pts) 
Class 
Presentations  15% (30 pts) 
Reaction papers  15% (30 pts) 
Attendance  (Can adversely affect the maximum of  
  50% of the total grade) 
Total points  200 pts 

 
Exams: The exams will consist of multiple-choice, true-false items, and short answer questions.  The final exam is not 



cumulative. There may be some questions on the final, however, that require knowledge gained in the first half of the 
course.   
 
Power Point presentations: Throughout the semester, students are encouraged to look for examples (from 
advertising, movie, magazines, billboards, fliers, mails, etc.) which apply the contents to be covered in class and 
prepare a 7-minute presentation.  Students are required to select 2 main areas (one before the midterm, one after 
the midterm) and prepare a Power Point presentation covering the main points of the theory, including at least 5 
different examples for each topic area.    
 
Specifically, this will involve finding examples of persuasive messages presumably demonstrating a particular 
approach to persuasion (e.g., fear appeal, source effect, message effect, cognitive dissonance, attribution, 
subliminal advertising, etc.). You need to first introduce the theory (about 5 slides), then analyze the persuasive 
strategies used in the examples and relate these to relevant theories (about 5 slides).  Another format would be to 
weave the examples into the main points of the theory.  Make sure you attach the actual examples in the 
Power Point slides in electronic format (using a scanner or from a web).  This assignment should be 
submitted via email by 9:00 am on the day of the presentation (kmin@hawaii.edu and 
akuioka@hawaii.edu).  For the presentation, set up the computer beforehand.  
 
We will finalize topic assignments by January 18, 2011. 
 
Reaction Papers:  This course will explore the dynamic and exciting field of persuasion/social influence in various 
applied settings: contemporary U.S. values, clash of civilizations, political communication, consumer culture, 
organizational communication, consumerism, etc.  The goal of the reaction papers is to help students develop 
critical outlook toward influence attempts (both implicit and explicit) prevalent in contemporary society.  
 
I will show you several films before the midterm and four films after the midterm.  Please choose a total of two 
films (1 before the midterm and 1 after the midterm). You should turn in a 4-page discussion (preferably with 
real-life examples and research evidence) of the points the film makes in the previous week (See the Course 
Outline).   This should not be a mere summary, but an exploration of the points in the film.  The summary should 
not be more than a paragraph. You are welcome to include relevant real-life examples (e.g., fliers, newspaper 
articles, advertising, etc.) and related materials from the web.  You should be prepared to participate in the class 
discussion based on the journal.  
 
** All written assignments should be sent to kmin@hawaii.edu and akuioka@hawaii.edu in MS word 
format.  The reaction papers will be due one week after the film is shown in class.  On the days papers are 
due, the papers should be sent as an email attachment before noon.  My comments will be entered on the 
documents (using tracking feature in MS Word) and will be sent back to you with grade.  
 
 
Attendance:  Regular and prompt attendance is expected.  A maximum of three missed classes throughout the 
term will not affect the grade.  Each missed class after that will reduce the total grade by 4 points (2 %). Class 
activities and participation cannot be made up.  Attendance will be taken each class.  My past experience tells me 
that there is a strong positive relationship between class attendance and final course grade. 
The following scale will serve as the basis for assigning grades. 
 

%       Grade* 
---------------------------------------------------------------------------------------------- 

90-100  A-, A, A+ 
80-89  B-, B, B+ 
70-79  C-, C, C+ 
60-69  D-, D, D+ 
Below 59  F 

------------------------------------------------------------------------------------------------ 
* The instructor reserves the right to adjust this scale depending on the distribution of scores. 
COURSE POLICIES: 
 

1.  Exams must be taken on the scheduled day at the scheduled time unless arranged with the instructor PRIOR TO 
THE DAY OF THE EXAM. Make-up exams will not be allowed without a legitimate and verifiable excuse.  I 

mailto:kmin@hawaii.edu�


cannot give an early exam to accommodate your vacation plans, however.  Any grievance regarding exams 
should be made in writing within 7 days after finding out the exam grade. 
 

2.  Cheating on papers or exams (e.g., copying other's answers) constitutes grounds for a failing grade on that 
assignment, and potentially on the entire course. 

 
3.  Extra credit: Students may obtain extra credit (for a maximum of 4 points) from participation in departmental 

research.  If research opportunities are made available, the points for participation will be announced at that time. 
 

4.  All assignments must be typed unless otherwise specified.  All work should be clearly legible and free of 
typographical errors.  Illegible or pencil-written work will be returned ungraded. 
 

5.  Late work is not accepted.  Turning in work late prevents the student from making adequate progress and prevents 
the instructor from giving timely feedback to all the other students.  

 
TENTATIVE COURSE OUTLINE AND SCHEDULE 

 
Dates Topic Readings 
1/11, 1/13 Course introduction  G & S Ch.1 

 Overview of persuasion  
   
1/18, 1/20 Cultural influence  G & S Ch.2 
 Conceptualizing influence  
   
1/25, 1/27 Esoteric persuasion G & S Ch.15 
   
2/1, 2/3 Source effect  G & S Ch.4 

 Receiver effect G & S Ch.5 
   
2/8. 2/10 Similarity & liking  Cialdini Ch. 5 
 Authority Cialdini Ch. 6 
   
2/15, 2/17 Conformity and Independence  G & S Ch.6 
 Message effect  
   
2/22, 2/24 Types of arguments and appeals   
 Conditioning theory   
   
3/1 Exam review  
   
3/3 MIDTERM EXAM  
   
3/8, 3/10 Cognitive consistency theory G & S Ch. 3, Cialdini Ch. 3 
   
3/15, 3/17 Cognitive consistency theory (Continued)  G & S Ch. 10 
 Emotional appeal G & S Ch. 13 
   
3/22, 3/24 SPRING BREAK  
   
3/29, 3/31 ELM Model  G & S Ch. 9 
   
4/5, 4/7 Fear appeal G & S Ch. 13 
   
4/12, 4/14 Social proof  Cialdini Ch. 4 
 Reciprocity Cialdini Ch. 2 



   
4/19, 4/21 Scarcity Cialdini Ch. 7 
   
4/26 Persuasion ethics G & S Ch. 16 
   
4/28 Persuasion ethics (Continued)  
   
5/3 Exam Review  
   
5/12 FINAL EXAM 12:00 -2:00 PM  
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