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Test Questions

Multiple Choice Questions

1. Pure persuasion means

a. all the ingredients for what most people would consider to be persuasion are present.
b. the source succeeded in persuading the receiver completely.

c. there are underlying motives behind the message.

d. the sender is well-intentioned or has the receiver’s best interests at heart.

Answer: A

Page 32

2. Borderline persuasion refers to

a. influence attempts that are ethically suspect.

b. influence attempts that are only partially successful.
c. less traditional or obvious forms of influence.

d. attempts to influence border patrol agents and immigration officers.
Answer: C

Page 32

3. A litmus test for distinguishing persuasion from social influence is
a. social influence is coercive, persuasion is not

b. social influence requires conscious awareness, persuasion does not
c. persuasion is intentional, social influence is not

d. persuasive is effective, social influence is not

Answer: C

Page 33

4. You see two unsavory-looking characters standing near an ATM machine and decide to go elsewhere to make a

cash withdrawal. Their threatening appearance best represents
a. pure persuasion

b. borderline persuasion

¢. coercion

d. third person effect

Answer: B

Page 32

EED)

5. You advise a friend to enroll in Professor Windplenty’s class because “he’s an easy ‘A.”” A stranger in the
registration line overhears you and decides to sign up for the same professor. This is an example of

a. peripheral persuasion

b. the “grapevine” effect

c. the bystander phenomenon

d. the unintended receiver effect

Answer: D

Page 34

6. A problem with a linear view of persuasion is
a. the role of the source is ignored

b. the effect of the message is ignored

c. the possibility for mutual influence is ignored
d. persuasion as a product or outcome is ignored
Answer: C

Page 34

7. An effects orientation to defining persuasion emphasizes
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a. the receiver
b. the source
c. the message
d. the outcome
Answer: D

Pages 34-35

8. Which two limiting criteria for defining persuasion are primarily receiver-based?
a. intent, effects

b. effects, free choice

c. free choice, symbolic action
d. intent, free choice

Answer: B

Page 34-37

9. “Persuasive communication represents any message that is intended to shape, reinforce, or change the responses
of another, or others” (James Stiff, 2003). The above definition relies on which two limiting criteria?

a. intentionality, interpersonal

b. intrapersonal, symbolic action
c. intentionality, free will

d. effects, conscious awareness
Answer: A

Pages 33, 38

10. Daniel O’Keefe (2002) defines persuasion as “a successful intentional effort at influencing another’s mental
state through communication in a circumstance in which the persuadee has some measure of freedom.” His
definition presumes that:

a. persuasion may be accidental

b. persuasion must be effective

c. persuasion must be ethical

d. self-persuasion is common

Answer: B

Pages 34-35

11. The idea that persuasion requires free choice or free will focuses on
a. the receiver

b. the source

c. the message

d. the outcome

Answer: A

Page 35

12. The unintended receiver effect illustrates one problem with relying on to define persuasion
a. intentionality

b. effects

c. free will

d. symbolic action

Answer: A

Page 34

13. What is the relationship of persuasion and coercion, according to Gass & Seiter?
a. Persuasion is the antithesis of coercion

b. Coercion is a subset of persuasion

c. Persuasion is a subset of coercion

d. Persuasion and coercion are close relatives

Answer: D
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Pages 36-37

14. A definition which limits persuasion to symbolic action

a. would say all persuasion exists in the world of words

b. would say most behavior is persuasive in nature

c. would say protests, marches, demonstrations, and sit-ins were part of persuasion

d. would say physical characteristics such as height or attractiveness are part of persuasion
Answer: C

Page 37

15. Which of the following influence scenarios represents persuasion through symbolic action?
a. Art sees a picture of a malnourished African child in his local newspaper and decides to donate $100 to an
international charity organization.

b. A human resource executive decides not to hire a particular job candidate after learning of her criminal history.
c. Participants in a social scientific study rate a taller speaker as more credible than a shorter speaker even though

the two speakers delivered speeches of the same quality.
d. A passer-by observes a protest march by members of People for the Ethical Treatment of Animals (PETA) and
afterwards decides to volunteer to help at the local animal shelter.

Answer: D

Page 37

16. In the Gass & Seiter model, the outer circle represents persuasion, while the inner circle
represents persuasion.

a. pure, borderline

b. borderline, pure

¢. symbolic, nonsymbolic
d. free choice, free will
Answer: B

Pages 33. 39

17. The Gass & Seiter model maintains that determines the nature of the persuasion process.

a. ethnicity

b. the message
c. the context

d. the source
Answer: C

Pages 39-41

18. Which of the following is the best example of synchronous persuasion?

a. A door-to-door solicitor tries to sell a vacuum cleaner to a resident

b. An email message encourages you to upgrade your software

c. The envelope for a mail-in promotion proclaims, “You may already be a winner”
d. A television commercial says a pick-up truck has the most horsepower in its class
Answer: A

Page 40

19. A preacher reminds his congregation that even though forgiving a sinner may not be easy, it is the Christian

thing to do. This is an example of

a. changing existing attitudes and beliefs
b. creating new attitudes and beliefs

c. reinforcing existing attitudes and beliefs
d. extinguishing existing attitudes and beliefs
Answer: C

Page 41

20. Petty and Cacioppo’s ELM postulates that there are two routes to persuasion:
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a. a pure route, and a borderline route

b. an ethical route, and an unethical route
c. self-persuasion and other persuasion

d. a central route, and a peripheral route
Answer: D

Page 43

21. Which of the following groups of receivers would tend to rely less on credibility as a peripheral cue and more
on the content or substance of a message?

a. alumni of a college where a tuition hike was being considered

b. students at a college where a tuition hike was being considered

c. faculty at a college where a tuition hike was being considered

d. students at a different college than the one considering a tuition hike

Answer: B

Page 43-44

22. Which group of receivers would be most likely to engage in peripheral processing?
a. receivers with high involvement and a high need for cognition

b. receivers with high involvement and a low need for cognition
c. receivers with low involvement and a high need for cognition
d. receivers with low involvement and a low need for cognition
Answer: D

Pages 43-45

23. In the terms used in the Elaboration Likelihood Model, a person low in the need for cognition is more likely to
be persuaded via the route to persuasion.
a. serial

b. parallel
c. central

d. peripheral
Answer: D

Page 44

24. According to the Elaboration Likelihood Model, a person with high involvement in an issue would tend to be

persuaded by

a. credibility
b. the central route

c. peripheral route
d. heuristics cues
Answer: B

Page 43

25. Buying a television based on its brand name, or purchasing a product based on a celebrity endorsement celebrity

endorsement are examples of
a. systematic processing

b. parallel processing
c. heuristic processing
d. central processing
Answer: C

Page 45

26. One way to help ensure a persuasive message will have a lasting effect on receivers is to:
a. increase their intelligence

b. increase their peripheral processing

c. decrease their self-monitoring

d. increase their involvement in the issue
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Answer: D
Pages 43-45

27. is to Chaiken & Eagly’s HSM model what is to Petty & Cacioppo’s
ELM model.

a. heuristic processing, systematic processing

b. systematic processing, central processing

c. central processing, systematic processing

d. heuristic processing, central processing

Answer: B

Page 45

28. Which of the following is the best example of asynchronous persuasion?
a. A teenager asks her parents to purchase concert tickets for her sixteenth birthday

b. A television commercial claims that a juicer is three times more durable than its competitors
c. A salesperson in the fragrance department encourages you to try a new perfume

d. The cashier at a department store asks if you would like to donate to a charity

Answer: B

Page 40

29. Central processing involves all of the following except
a. heuristic cues

b. cognitive elaboration

c. greater motivation

d. ability to process information

Answer: A

Page 43, 45

30. Beverly needs a new surround sound system. She has researched the type of system she wants and is motivated
to find the best system to fit her budget. The suggests that she will strive to find out as much as she can

about surround sound systems, but only as much as she needs to make a decision, no more, no less.
a. processing potential

b. efficiency maxim

c. information effect

d. sufficiency principle

Answer: D

Page 45

31. The Unimodel postulates that there is one route to persuasion whereby
a. systematic processing overrides heuristic processing

b. there is less cognitive elaboration

c. decision rules are the main components

d. there is simply more or less processing

Answer: D

Page 46

32. Parents commonly instill beliefs, impart values, and model behavior for their children, without knowing they are

doing so. This is an example of
a. ulterior motives

b. social modeling
c. relational goals
d. symbolic effects
Answer: B

Page 33
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33. Quincy wants to speak to his professor about his last paper. He intends to challenge the professor about his

grade. Shortly into the conversation, Quincy realizes he misunderstood the assignment. Rather than challenge the

grade, he decides to ask for a chance to rewrite the paper. This best reflects the notion that
a. people’s goals may change during a persuasive encounter

b. a reliance on peripheral processing rarely produces compliance

c. a reliance on central processing rarely produces compliance

d. people’s need for identity management far outweighs other persuasive tactics
Answer: A

Page 40

34. Which of the following is not a contextual factor of persuasion?
a. number of communicators

b. synchronous vs. asynchronous communication

c. degree of success

d. ratio of verbal to nonverbal cues

Answer: C

Pages 34, 39-41

35. Which is an example of a message that would be persuasive if an individual were using central processing?

a. A food label that highlights nutritional benefits
b. A commercial that features a sexy model

c. A commercial with a catchy jingle
d. A print ad that says, “It’s what the cool kids are doing!”
Answer: A

Page 43-44

36. One mother tells another, “I’m not sure what gluten or lactose are, but I’m not going to let Timmy have any just

in case.” The mother is using
a. central processing

b. parallel processing

c. peripheral processing

d. differential processing
Answer: C

Page 43

Essay Questions

1. What is one of the primary weaknesses of relying on intentionality as a defining characteristic of persuasion?
2.What are the limitations of using an “effects” standard as the basis for a definition of persuasion?
3. Do Gass & Seiter believe there is such a thing as self-persuasion? Why or why not?

4. Provide a hypothetical or real-life example of central or systematic processing, and a hypothetical example or
real-life example of peripheral or heuristic processing.

5. Is there such a thing as “accidental” persuasion? Why or why not?

6. Which limiting criterion identified by Gass & Seiter do you think is most important for defining persuasion, and
why?

7. What differences are apparent among the dual-process models and the Unimodel of persuasion?

8. Based on Gass and Seiter’s conceptualization of persuasion, what isn’t persuasion?
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