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Introduction
The purpose of this paper is to realize the different types of persuasion we encounter in daily situations. In order to notice persuasion in our daily lives we need to know what it means. Persuasion is defined in our book as ‘a communication process in which the communicator seeks to elicit a desired response from his receiver’ (Perloff, 2014, p. 17). We are constantly experiencing persuasive messages through social media, entertainment, and people we meet. Each experience of persuasion includes many techniques and concepts to get the point across. Some techniques and concepts are purposely used, but others just occur naturally. In the paper, a conversation I had with one of my friends is discussed. I noticed the concepts of ethos, pathos and logos, being used as well as the Social Judgement Theory and the Elaboration Likelihood Model. The next section of the paper regards an advertisement I saw on Facebook. The advertisement used the concepts of association, authority, and mere exposure in the persuasive attempt. Persuasion is a useful tool to have because it will allow you to succeed in your attempts in daily life and perform well in the business world of sales.  
Interpersonal Persuasion Assessment 
I recently encountered a use of interpersonal persuasion when I was talking to my friend, Colin. I called him on November 18th around 9:30 P.M. to catch up, and we started talking about our plans over winter break. I mentioned to him that I was thinking about moving back to school on January 10th to work more. I told him I did not want to start a new job for winter break, so it made sense to come back early and continue the jobs I already have. He said that he understood where I was coming from, but thought it was not worth it to work over break. I was taken back by this comment because he is always working and encourages me to do the same. He went on to explain that his birthday is the last week in January and he was planning to have a party. He explained, ‘This is a perfect opportunity for all of our friends to be together! We are never home for my birthday, so you have to be there! Do not go back to school so early! Plus, you always say that if you could be there for my birthday you would be, and you want more time off of work.’ Immediately after he said that I thought about not going back to school as early. 
I noticed ethos, pathos, and logos being used in my recent conversation with Colin. Ethos is defined ‘the nature of the communicator,’ (Perloff, 2014, p. 42) or in simpler terms, as establishing your authority to speak on a certain topic. I believe that Colin showed ethos in our conversation because he was talking about his own birthday. That day is his, and he would like me to be there. Pathos is defined as the ‘emotional state of the audience’ (Perloff, 2014, p. 42) or simply as using emotion to persuade someone. Colin told me I had to be there, and I could tell by the tone in his voice that he would be sad if I missed his big day. I do not want to make him sad on his birthday, so I now feel more persuaded to not leave for work. Logos is defined as the ‘message arguments’ (Perloff, 2014, p. 42) or as having a logical argument for your view. Colin used this when he mentioned I had told him in the past that I would be there for his birthday if I could. Now that I have an option to be present for his birthday, I should uphold my end of the deal. His point was very logical because he explained that it would be perfect for all of our friends to be together. This would be unusual since we are typically back at school by the time his birthday comes around. 
Another concept of persuasion I experienced in this conversation was the Social Judgement Theory. Our book defines this theory as ‘emphasizing that receivers do not evaluate a message purely on the merits of the arguments…people compare the advocated position with their attitude and then determine whether they should accept the position advocated in the message’ (Perloff, 2014, p. 95). I was comparing what Colin said to the position I already chose in my mind. I was concerned with my own attitude toward this subject and did not think about the conversation through Colin’s view. Throughout our conversation all I kept thinking about was the need to work and make money. Prior to this conversation I had told myself that no matter what, I would start working again on January 10th. Although I know it is important to work, Colin’s argument has made me change from a Latitude of Rejection to a Latitude of Acceptance. Now I can see the benefits of either decision I make. I will have to weigh the pros and cons to come to my final decision. 

The third persuasion concept I noticed in our conversation was the use of the Elaboration Likelihood Model. Our book mentions that this model ‘provides a comprehensive framework for understanding the effects of a host of source, message, and receiver factors on persuasion’ (Perloff, 2014, p. 189). I was using the peripheral route when listening to Colin’s argument because I was examining his argument quickly. I was so caught up in my own thoughts that I was picking and choosing parts of Colin’s argument and making my decision off of those few parts. Additionally, I was paying more attention to the tone of Colin’s voice verse the words in the message. By using a peripheral route when interpreting the message, I get a distorted view of the argument. However, if I used the central route, and payed attention to the content of the message, I would interpret the message more accurately. 
Advertising & Marketing Assessment 
On November 14th around 10:00 A.M. I went on my phone to take a break from homework. I was scrolling on Facebook and started to watch Facebook stories. One of the first stories I watched was from a representative of a beauty company called Monat. She was showing Monat’s products, explaining the purpose of the product, how to use it, and how confident it would make me feel. Their mission is to ‘help people everywhere enjoy beautiful, healthy, fulfilling lives through our exceptional, naturally based products.’ Just like the mission, the representative was trying to show viewers that by using Monat’s products, you would feel more beautiful and confident. 
I noticed association being used in this persuasive attempt. The representative of Monat was trying to link their beauty products with the idea of having higher self-esteem, more beauty, and a happier life. I typically fall for association techniques when it comes to beauty products. The reason I fall for association is because I think having the benefits of the beauty product would increase my happiness. I always assume if I had smooth, glowing skin and silky hair I would be more confident. I notice that overall a lot of beauty products use association as an attempt to persuade viewers to buy their product. 

The representative also used the source characteristic, authority, in the message. Since she is an employer of the product and the company is well known, I believe the benefits stated are going to be accurate. The appearance of authority adds to the credibility of a message. The company has to train their representatives in order for them to advertise and sell products, so this contributes to establishing their authority. Authority is a very useful persuasive attempt when it comes to advertising because customers do not want to buy products from companies that look cheap or questionable. 
The third concept used in this persuasive message was mere exposure. Mere exposure states that people tend to prefer certain products when they are exposed to them often. The representative of Monat constantly posts videos about the products, company values, and reviews. Because I am exposed to these messages often, I will be more easily persuaded to buy the product. Additionally, I start to feel familiar with a product once I have been exposed to it which results in me feeling more comfortable to invest in it. 
Conclusion 
Persuasive concepts are used in every persuasion attempt, regardless if it is intentional or not. Personally, I find interpersonal persuasion attempts to be the most effective because they are typically between you and someone you care about. I have noticed that most of my interpersonal persuasion encounters include concepts of ethos logos, pathos, the Social Judgment Theory, and the Elaboration Likelihood Model. The majority of my advertising persuasive attempts include association, authority, and mere exposure. Overall, persuasion serves to be a useful tool in many aspects of life.  
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