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This paper provides an insight from two psycholista studies on persuasion
that aim to supplement the strategic moves in disdogames with effective tools of
expertise, argument strength, message discreparttyféect in the case of bilinguals
speakers. Two dialectical systems by Snaith gP8él18) and Janier et al. (2016) serve
as a motivation for the rules specification that @r co-exist with the subtleties of these
psychological factors in the cases of implicit &xgblicit post-message evaluations. A
Likert scale was applied in both studies to meaguenessage attitudes. LexTALE
and Language History Questionnaire showed thatyspadticipants - native speakers
of Polish, were highly proficient in English. Thesere recruited from the population of
the students at the Faculty of English at Adam hielicz University in Pozma Study
1 used persuasive priming by argument strengtheapértise. A modified version of
the Implicit Association Test (IAT) and the Sindtem Evaluation Technique (SIET)
created in the E-Prime software were used to megsastmessage implicit and explicit
attitudes respectively. Recent experimental refednas demonstrated that the
experimental manipulation of persuasive conditiueh as source expertise and
strength of the message affects explicit evaluatmirthe message (Tormala, Brifiol, &
Petty 2006, Clark et al. 2012, Smith et al. 2018)nith et al. (2013) showed that not
only explicit but also implicit evaluations are edfed more strongly when the message
is presented by a source with high expertise thaanwit is presented by a source with
low expertise (Smith et al. 2013). In the studyf@ened by Smith et al. (2013), high
expertise conditions vs. low expertise conditioresavconsidered while the content of
the message was kept constant. Some earlier stydmsed, however, that the
perceived expertise of the source is not a decigwiable in the explicit evaluation of
the persuasiveness of a message (e.g. Bohner, ,Rulieb 2002). The use of the weak
argument condition (vs. the strong argument comd)jtchanges the effectiveness of the
high expertise condition. Moreover, Clark et al012) shows that the addition of a
message discrepancy variable motivates greateregsory of the proattitudinal
message. Also, the low expertise, strong argumet aproattitudinal message
condition has been found more effective in explarluation studies than the high
expertise, strong argument and proattitudinal ngessandition. Implicit evaluation of
the source expertise, message strength and medisagepancy have not been studied
up to date. Study 1 investigated whether the intgiealuations might be modulated in
the same way as explicit evaluations by sourcectffemessage strength and
discrepancy effects. A junk food scenario usingagmatic argumentation scheme was
applied. 285 participants took part in the stuBlgch person participated in one of
eight experimental conditions. The study showed thaboth counterattitudinal and
proattitudinal conditions persuasion was effecfoweimplicit evaluations. A 8 (group)
x 2 (message compatibility) Repeated Measures Amotta message compatibility as



a within-subject variable, and group as a betwedijest variable was run to analyse
the implicit evaluations in the IAT task. Main effeof message compatibility was
highly significant p=.000, with experimental effesize, 7 =.338. Explicitly participants
sticked to their premessage positions. Study 2k&teanplicit and explicit evaluations
due to message valence priming (cf. Smith & De Hey\2015). 160 participants took
part in the study. Two types of affective primingre used, i.e. priming by negative
message valence and priming by positive messagmaeal In the positive priming
condition, a text about positive effects of junlodoconsumption was used. In the
negative priming condition, a text about negatiffeats of junk food consumption was
applied. A 2 (health) x 4 (group) Repeated Measdmsva with health as a within-
subject variable, and group as a between-subjedébla was run to analyse the
explicit evaluations in the SIET task. A signifitanain effect of group (p=.002) was
revealed in the SIET task but no health effect. Tésult shows that direct affective
priming didn’t influence explicit evaluations. A(dgroup) x 2 (message compatibility)
Repeated Measures Anova with message compatibiditp within-subject variable,
and group as a between-subject variable was ramatyse the implicit evaluations in
the IAT task. A highly significant main effect obmpatibility in the IAT task (p
< .001) indicated that persuasion occurred in thgecof negative message valence
priming but not in the case of positive messagenad priming. The implications of
the findings of study 1 and study 2 will be presenfor application in dialectical
systems for multi-party goal-setting and disputdiation dialogues that could handle
critical, bargaining and therapeutic types of média
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