More on fear/emotion/mood and AC

E and C 431- 453

Hovland’s drive reduct view.  Instru conditioning

If ac reduces Fear it is stamped in. But cog response [AC] must REDUCE the tension. Therefore, ac must involve belief that response works  [response efficacy] and that you can do it [personal efficacy.  Moreover, Tension must be high and drop fast after ac.

Worse, it fear reduct the major goal:  

other means of fear reduction possible. It won’t hit me, its not so bad, I just won’t listen, I hate this speaker or refusing to think about it later [post message = defensive avoidance].

So some aspects up yielding  but others block attention/comprehension. 

Seized on by McGuire , 1968 [Yale] and Janis 67 [yale] who predicted inverted U rel. with ac. At mod levels fear upped yielding but if too high-def avoidance due to either low efficacy or inattention.

Leventhal 1970  parallel processing; you want fear control but also danger control. and behv a function of expected conseq and their value of given acts.  If I brush teeth the prob of no cavities [worth 20 goodness units] is [.6] plus fresh breath [15 units] is 1.00] etc

To Rogers 1975 expicit multiplicative model.  Behav=  Protection Motive= severity X vuln. X efficacy. [later broken down into response and personal efficacy by beck and frankel 1981)   Similar to Health Belief Model  [circa 1950’s] which adds “barriers” –costs, inconvenience etc.   [note fear is ignored in place of real threat reduction]

DATA:  Good main effects for vuln, [often confounded with severity], Severity, Responce and Personal efficacy.

But not good support for interactive predictions of Mcguire or Rogers nor for curvilinear predicitons of  McGuire’s theory [ever the McGuire apologist-E and C point out it is rare to see manips of very high fear] nor support for idea that if efficacy info is soon after fear arousal info = better ac. 

no good data on processes such as better or worse reception, yielding etc. Little work with thought listing [though note think aloud procedure of Janis and Terwilliger1962.

p 446 call for just the type of research covered in class. Using the two process model to assess issues like motive and capacity to process, defensive processing. 

[Good] Mood and Persuasion.

Early work interpreted in terms of Classical Condit.= better mood =more ac.

Janis, Kaye and kirschner  pepsi and popcorn 

But other explanations possible.

Less Systematic More Heuristic processing.[while neg mood seems to increase systematic processing—I feel like crap, so I better think hard to change things].

Manips: find a quarter, here is a cookie, writing about a happy event, you look nice today, watch cosby, .

Worth and Mackie, 1987  less recall of p.a.’s and weaker good/bad split and bigger cred split.  re acid rain.  

several replications: Bless, Schwarz, Isen  = mood dudes. Isen finds on other tasks faster, use less info and more heuristic solutions.  Is it motivation [i want to just keep on thinking happy thoughts] or capacity [I am so busy thinking happy thoughts that I have no capacity left over. [“activating positively valenced material from memory –automatically/uncontrollably??

Mackie & Worth 1989  with limited time to read messages replicate Worth and Mackie 87 but if unlimited time the happy folks take longer to read message [due to their low capacity but equal motivation] but once they do, they respond to message qual diffs. as much as neutral mood folks. e & C 451. 

They cheated using loaded instructions say Schwarz 1991 which unnaturally upped their motivation. Oh yeah.. well we get hueristic happy processing with purposely loaded instructions and a cash payment but limitied processing time.   And the beat goes on.

Petty Cacioppo, Sedikides and Strathman 88 Multiple Role theory

It all depends on Involvement. 

With low involvment mood is a peripheral cue... i feel good so I must like this message.= more ac

With mod involvment [i am not sure it affects me]  happy mood triggers heuristic processing= few thoughts and ac IF the periph cues are positive .

With high involvement :

If the mood is rel to the message use it as a persuasive argument. If he is trying to convince you that was a good restaurant and you feel good you may decide that fact [happy] is an argument supporting his point of view. it just effects one arguement

if irrelevant: it is just a general bias—i am likely to think positive thoughts about the message—lots of arguments [and be easy to persuade] cause I am happy. 

This looks like a post hoc attempt to explain some very wierd data in study 1 where need cog used to establish elab Likelihood. In study 2 they use INvolvment manip.

 e and c p 453.  for data.  P & C et al. support their view but other studies are all over the place.

