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Two individuals facing each other pointed out the advantages and
disadvantages of a persuasive topic and the source tried to influence the recipient from a
specific viewpoint. Four experiments revealed that the source could influence the recipient
when the source mirrored the recipient’s bodily movements and facial expressions while
the advantages were presented in their interaction, that the persuasive effectiveness was
high when the source made a point of the benefits of an entire society rather than
individual benefits, and that the persuasive effectiveness was low when the recipients
perceived that they had high persuasive ability.
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