






Propaganda, persuasion, argumentation
Name
Institute


Example of propaganda
Commercials advertised on the television specifically during the election period is one of the most evident examples of propaganda that I have recently seen presenting the falsified information against a political party or leader distorting the news about the results based on their assumptions. For instance, recently, I had seen news related to election in Pakistan where statistics shown on most of the channels were favoring the winning of party A, but only one government led channel presenting different statistics and analysis. In my opinion, the reason for this propaganda by the TV channel may be the influence by any political figure or previous government pushing them to present falsified information to influence the feelings, decisions and voting preferences of voters. I describe this situation as a propaganda keeping in view the ideas described by Trimble (2021) who highlighted that the underlying philosophy of propaganda is to advocate for a particular decision or idea by continuously triggering the attention of people towards a distorted piece of information, whether truth or falsified. On the contrary, argument involves debate about the actual information or propositions leading to establishing the truthfulness of a situation (Oswald, et al., 2022). In the afore-mentioned situation, the stated political analysis advertised on the TV channels prior to the election results had an underlying intention to spread the news about winning of a particular party regardless of considering the information on the day of voting demonstrating the control and power over public decisions as conceptually ingrained by propaganda (Trimble, 2021 negating the idea of persuading the audience by informing them about the political situation and advising them to use their voting right correctly (Schachter et al., 2021). 
Example of argumentation
During the Covid19 lockdown, I was unable to visit my sister living in the same community with her 10 years old daughter. Prior to that, I used to visit her every now and then, therefore not seeing them for weeks not only hit me, but also impacted my niece. During a video call, she insisted me visit them where this discussion turned into an argument becoming hard for me to convince her about the social distancing protocols. At the end, I had to convince her using the phenomenon of social consensus asking her to look around where everyone in the community were staying at their places avoiding visiting the relatives and ensuring to maintain social distance. I also gave her an example of how her school had transitioned from physical to online mediums of education. I categorize it as argumentation conforming to the stance of Schachter (2021) who highlighted societal influences as a trigger driving the behavioral patterns of individuals towards a particular action in adherence to social consensus influencing their decision-making. In my case, my niece needed social proof to get convinced after an argument. 
Example of persuasion
In my current workplace, my manager assigned two of the team members to look for task management tools. During the presentation, I was more inclined towards Trello whereas the other team members were convinced by Hubstaff. In such case, I used persuasion as a convincing technique to drive the attention of the other team member towards the diversified features and cost-effectiveness that Trello offered. Although I was a senior HR professional; however, rather than using my control, power and positional authority to develop a situation of propaganda or argumentation (Trimble, 2021; Oswald et al., 2022), I opted for a persuasion approach and compared the features of both options along with presenting evidence consisting of success ratio of Trello, positive testimonials by globally recognized companies and feature diversity which yielded a patten of mutual consensus (Schachter, 2021) and enabled me to convince the team member and the manager by persuasion.
Reflection
I personally like my approach in the third example where I got indulged in a persuasive conversation with my peer for two reasons. First, discussing the potential effectiveness of Trello triggered me to compare and contrast the features, cost effectiveness and other competitive aspects of both platforms, the one suggested by me and the peer. This process added to my knowledge about the industry-relevant practices and task management platforms. Second, I used a rational and logical approach where all the points that I had discussed were backed by statistics and evidence that I had collected through different sources that enhanced my analytical and conversational abilities demonstrating a positive attitude. 
Reflecting back on the first example of propaganda advertised by the TV channels about elections in Pakistan, I would look for the results of a population survey conducted prior to elections. Likewise, I would listen to the view of different local and international analysts about the political parties participating in the elections and look for their past performance to distinguish between facts and propaganda. Likewise, during argumentation with my niece, I would rather prefer to avoid such situation by pre-informing her about the situation and ensure to stay connected with her online on daily basis. 
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