
  
 

 
 

 
 

ORIGINAL RESEARCH ARTICLE 
 

ANALYSIS OF THE CONCEPT OF PERSUASIVE COMMUNICATION IN 
THE LIGHT OF THE THEORETICAL-METHODOLOGICAL 

REFERENCE OF MELEIS 
 

*1Smalyanna Sgren da Costa Andrade, 2Karen Krystine Gonçalves de Brito,  
3Maria Júlia Guimarães Oliveira Soares, 3Maria das Graças Melo Fernandes, 4Maria Miriam Lima 

de Nóbrega and 5Simone Helena dos Santos Oliveira 
 

1Docotorate student of the Nursing Postgraduate Program (CAPES Scholar). Federal University of Paraíba. 
 João Pessoa, Paraíba. Brazil.  

2Docotorate student of the Nursing Postgraduate Program (CAPES Scholar). Federal University of Paraíba.  
João Pessoa, Paraíba. Brazil 

3Professor, PhD, Department of Clinical Nursing and Nursing Postgraduate Program.  
Federal University of Paraíba. João Pessoa, Paraíba. Brazil 

4Professor, PhD, Department of Collective Health Nursing and Nursing Postgraduate Program.  
Federal University of Paraíba. João Pessoa, Paraíba. Brazil. CNPq Researcher 

5Professor, PhD, Health Technical School and Nursing Postgraduate Program. Federal University of Paraíba. 
 João Pessoa, Paraíba. Brazil 

 
 

ARTICLE INFO                                       ABSTRACT 
 

The purpose of the article was to identify definitions and their attributes, antecedents and 
consequences of the concept of persuasive communication used in health through Meleis' 
theoretical and methodological framework and to establish an expanded definition of persuasive 
communication in relation to health behavioral adoption. This is a theoretical study of concept 
analysis in the light of the Meleis’ Method in national and international studies published online 
in any year. Persuasive communication becomes an intervention option to implement educational, 
motivational, impactful or significant messages to control diseases, influence or modificate 
norms, beliefs, attitudes, behaviors and decision making. 
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INTRODUCTION 
 
The creation of a concept results from the plurality of 
situations or events that reveal interest, relocating the notion of 
truth of a phenomenon for ownership in the philosophical, 
scientific and artistic fields. Thereby, creating concepts and 
using them in a coherent way means exploring experiences and 
producing reality.1 The relevance in analyzing a concept 
consists in the clarification or development of a term, which 

 
 

can be used appropriately in theories or in the evolution of 
scientific research and assistance practices.2In the health area, 
the definition of concepts allows proposing explicit 
terminology to facilitate the understanding of the agents that 
influence the illness process.3-4 In the academic field, several 
methods are capable of providing the analysis of concepts, 
such as Meleis’ Concept Analysis Method5, which becomes 
interesting for the systematization, methodological clarity and 
easy applicability.  
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For this purpose, the term concept is used to describe, 
categorize or characterize a phenomenon or phenomena group, 
providing a name or even a summary of the idea or event.5 

Also according to the theory, there are three strategies to 
develop the meaning of a concept, which are: exploration, 
clarification and analysis of the concept. Meleis5focused on an 
integrated approach to the development of the concept that 
includes definition, differentiation, delineation of antecedents 
and consequences, modeling, analogy and synthesis. In this 
study, the process steps include definition, differentiation and 
delineation of antecedents and consequences, considered 
satisfactory to clarify the concept for later adequate use in the 
theoretical field, in the nursing practice and in scientific 
research. The chosen concept was the persuasive 
communication, for being a convincing feature that facilitates 
behavioral adoption (individual or collective) to a situation. In 
the health area, it sometimes has supportive role in modifying 
unhealthy habits, raising the need for analysis of this concept 
for better appropriation of its meaning and serving as research 
and planned assistance allowance, which contributes to the 
quality of services at the hospital or in public health. In the 
nursing field, the use of theoretical and methodological models 
helps to structure the care, when adapted to Metaparadigm. 
The nurse’s role clings to the specificities of the individual, 
environment and health conditions, requiring the use of 
elaborate arguments in epistemological contributions that help 
the professional knowledge and practice.6 In this context, 
discussing the phenomenon called persuasive communication 
becomes relevant for interventional strategies in the social and 
health field. The World Health Organization stated that 
interventions are important components to aid strategies in 
health programs, because they influence the behavior related to 
people’s health and disease process7. 
 
The Cochrane systematic review on behavioral interventions 
for prevention of cervical cancer concluded that the persuasive 
communication can potentially influence standards, 
knowledge, attitude, individual beliefs and health behaviors. 
The authors also stated that the use of conceptual models or 
behavioral theories elaborated in disciplines such as sociology, 
psychology and education may explain the mechanisms of 
behavioral changes, benefitting the development of effective 
interventions.8 In health promotion and disease prevention, it is 
relevant to search for strategies that contribute to advances in 
research and clinical practice, generating positive 
consequences to scientific development. In this perspective, 
nursing should focus on the references that facilitate actions 
with greater chances of success to healthy behavioral change. 
Therefore, considering the importance of theoretical studies to 
aid science and understanding that the persuasive 
communication can be a strong strategy for behavioral change, 
this research was guided by the following question: what is the 
delineation of the concept of persuasive communication in 
healthcare? The objective was to identify definitions and their 
attributes, background and consequences of the concept of 
persuasive communication used in health through Meleis’ 
theoretical-methodological reference and establish an enlarged 
definition persuasive communication regarding health 
behavioral adoption. 
 

MATERIALS AND METHODS 
 

Theoretical study of concept analysis in the light of 
Meleis’method. The concept analysis structured by Meleis5 
follows several steps that do not have a specific order or need 

to be fully followed.5This study focused only on: semantic 
(language meaning of the concept and its attributes) and 
context definition (conditions under which the concept is 
manifested), background and consequences of the concept.5 
This research intended to evaluate only the studies published 
online and indexed in the Virtual Health Library (VHL) to 
indicate an overview of what this institutional division under 
the coordination of the Latin American Center on Health 
Sciences Information conveys online. The VHL is responsible 
for compiling important science investigations, integrated by 
the Latin American and Caribbean Literature in Health 
Sciences (LILACS), the Spanish Bibliographic Index of 
Health Sciences (IBECS), International Health Sciences 
Literature (MEDLINE), Scientific Electronic Library Online 
(SciELO) and the Cochrane Library. In order to identify the 
original term, the site ‘Health Sciences Descriptors (DeCS)’ of 
the VHL was used.In the icon ‘Consulting the Decs’, in 
Portuguese language, the word or term "persuasion" was 
inserted by 'Permuted Index'. The intention was to know 
exactly whether this descriptor was widespread and recognized 
in the literature. However, only the descriptor "persuasive 
communication" in English, Spanish and Portuguese brought 
results. The category numbered by the system for this 
descriptor was L01.143.762. 
 
The search was separated by language, with the insertion of 
two by three DeCS descriptors followed by the Boolean 
operators AND and OR in Portuguese, English and Spanish. 
As the intention was also to check the relation of the analyzed 
concept with the adoption of health behaviors, there was 
integration between the terms (Comunicação Persuasiva) OR 
(Persuasive Communication) OR (Comunicación Persuasiva) 
AND (Comportamento) OR (Behavior) OR (Conducta) AND 
(Saúde) OR (Health) OR (Salud), which generated 955 results. 
Given the range of studies, the publications were selected by 
using the ‘Filter’ tool, restricting the results to full text and 
main topic. This strategy has favoured a concept assessment 
more specific to the proposal of this study. The subjects were 
restricted to persuasive communication, healthy behaviors and 
risk-reduction behavior, resulting in 235 productions. Of these 
studies, there were full papers without site access (13) and 
unavailable electronically for free by the journals (157). There 
was full reading of 65 complete works available. The inclusion 
criteria were national and international productions with 
complete texts, published in any year. Exclusion criteria were 
worksthat did not address persuasive communication (11), 
duplicate productions (4) and those whose contents included 
the study of persuasive communication, but was related to 
other areas of knowledge other than health, such as politics, 
economics and marketing (6). Therefore, 44 online complete 
studies composed the analysis universe, characterizing and 
supporting definitions and their attributes, background and 
consequences of the concept of persuasive communication. 
 
For organization of findings, each article was numbered in 
sequential order and characterized regarding the knowledge 
sub-area, year, definition and its attributes, background and 
consequences of the concept. While reading the studies, the 
analyzed items were identified and recorded in collection 
sheets, containing the paginated text for future reference. All 
articles were published in journals associated with the health 
field and the subares were identified from the maximum 
degree of the corresponding author explained in the 
manuscript, reflecting the context of the concept definition. 
There were degrees related to other areas such as Humanities 
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and Applied Social Sciences, although the investigation 
belonged to the health field. Some productions d
the authors’ degree, hindering the classification.
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

In order to facilitate the data analysis, the meanings well 
prepared and without ambiguity were considered concept 
definitions. The backgrounds are contextual conditions that 
precede the concept, i.e., events necessary for the phenomenon 
to occur. Consequences are the resulting events, that is, the 
effects caused or conditions resulting from the phenomenon
The analysis allowed observing that only five out of the 44 
online studies presented the definitions and their attributes. 
There were also 348 situations preceding and 538 events 
arising from the phenomenon of persuasive communication in 
all studies, also considering the repetitions in the same 
study.The phenomena that appeared at least twice in the 
analysis were included as background and consequences. The 
synonyms were eliminated, avoiding repetitions, leaving 
lighter and less redundant data. In this study, message and 
communication were words used with similar meanings, 
denoting information (between two or more people and/or 
through sound and image), dialogue or conversation. Likewise, 
the strategy and resource terms were expressions that 
symbolized method, mechanism, tool, technique or procedure. 
In the conceptual map, these expressions were used as 
synonyms for clearer and aesthetical view of the results.
table, a graph and conceptual maps show the results. The 
conceptual maps were developed through the freeware Cmap 
Tools, version 6.01.01. The operational steps were carried out 
between June and September 2015 (Figure 1).
 

RESULTS 
 

Persuasive communication concept definitions and 
attributes: Regarding the subareas of the main authors’ 

Figure 1. Synthesis of the methodological path of the persuasive communication concept analysis in the light
 of Meleis’method. 
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and Applied Social Sciences, although the investigation 
belonged to the health field. Some productions did not showed 
the authors’ degree, hindering the classification. 

In order to facilitate the data analysis, the meanings well 
prepared and without ambiguity were considered concept 
definitions. The backgrounds are contextual conditions that 
precede the concept, i.e., events necessary for the phenomenon 
to occur. Consequences are the resulting events, that is, the 
effects caused or conditions resulting from the phenomenon.9 

The analysis allowed observing that only five out of the 44 
online studies presented the definitions and their attributes. 

also 348 situations preceding and 538 events 
arising from the phenomenon of persuasive communication in 
all studies, also considering the repetitions in the same 
study.The phenomena that appeared at least twice in the 

and consequences. The 
synonyms were eliminated, avoiding repetitions, leaving 

In this study, message and 
communication were words used with similar meanings, 
denoting information (between two or more people and/or 

ound and image), dialogue or conversation. Likewise, 
the strategy and resource terms were expressions that 
symbolized method, mechanism, tool, technique or procedure. 
In the conceptual map, these expressions were used as 

l view of the results. A 
table, a graph and conceptual maps show the results. The 
conceptual maps were developed through the freeware Cmap 
Tools, version 6.01.01. The operational steps were carried out 
between June and September 2015 (Figure 1). 

Persuasive communication concept definitions and 
Regarding the subareas of the main authors’ 

highest degree, there were greater proportions to 
Communication (25%), Medicine (20.4%) and Psychology 
(20.4%), unidentified deegrees 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

proportions to Bio-ethics/Ethics (4.5%) Public health (2.3%), 
Nutrition (2.3%), Nursing (2.3%), Health informatics (2.3%), 
Population health (2.3%), Technology (2.3%), and Information 
and Communication Science (2.3%). All the studies were in 
English, except one, which was published in Spanish.
relation to time, it is possible to observe the linear dispersion 
of articles over the years (Figure 2).
 

Figurea 2. Distribution of the articles according to the year of 
publication. João Pessoa, Paraíba, Brazil, 2015

There were greater proportions of publications in 2012. The 
increasing linear dispersion presented homogeneity of 
distribution between 2008-2011
reference line), and the 2014-2015 ratios decreased (Figure 2).  
Thus, when considering the first year of publication, the 
number of productions on the subject increased, with 
variability in the number of articles published each ye
demonstrating that the persuasive communication is a strategy 

 

Synthesis of the methodological path of the persuasive communication concept analysis in the light
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that earns interest of researchers over the years, confirming its 
strength and importance in the health context. Regarding the 
concept definitions, here are excerpts found in the studies, the 
context (subarea) and semantic analysis (Frame 1). 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The degrees in the field of Health Sciences, Applied Social 
and Humanities show that scholars with diverse backgrounds 
interested in interventions with great possibilities of success in 
the area of health. For both, the authors claim that using the 
knowledge of the field of psychology, as a persuasive 
communication, to persuade patients to take healthy decisions 
that linger for long periods is an ethical and necessary 
attitude14, justifying the employment of this intervention in 
various spheres. Regarding the concept definition, as the 
method chosen, it should be explicit and free of ambiguity. All 
had similar feature being messages in order of modification of 
behavioral patterns or influence on the decision-making of 
individuals submitted to persuasive communication (Table 1). 
It is important to note that persuasion is different from 
coercion, and separate the two concepts for better clarification 
of its meaning. Coercion aims to control the individual, 
through enforcement, threats, constraints, intimidation or 

terrorism, while persuasion means offering reasons for 
acceptance of change, preserving the freedom of individual’s 
choice.15 Although the definitions are peculiar, and suffer 
influence of the purpose of each study, it was deemed that the  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

most complete11was presented by sub-area of communication 
and another13 for synthetic Psychology (Table 1). The 
attributes grouped as the subareas demonstrated that the 
persuasive communication affects subjective peculiarities that 
favour the decision-making process. The strategy runs the 
traditional model of information sharing, making the message 
more attractive and convincing to whom it is given. 
 
Background of the concept of persuasive communication 
 
On the background, you can see the situations that precede the 
phenomenon of persuasive communication, which is necessary 
for the phenomenon happens (Figure 3). As for the concept’s 
background, the persuasive communication is preceded by the 
will of someone trying to employ inductive stamp messages 
for behavioral change16-19 or educational10,20, character12,17-18,20-

29and pre-emptive motivational under  health10,22,25,28-30(Figure 

Frame 1. Characteristic of the persuasive communication identified in the studies. NN, 2015. (n=44) 
 

Authors Year Context Definition Attibutes 

Miller-Day M, Hecht ML10 2013 Communication Engaging messages that share knowledge that results 
in healthy behavioral patterns 

Communication that affects 
knowledge, attitudes, 

behaviors and decision 
making Krieger JL, Coveleski S, Hecht 

ML, Miller-Day M, Graham 
JW, Pettigrew J et al.11 

2013 Communication A social influence strategy directed at people through 
visual or linguistic tools of credibility that suggest 
cultural behaviors for decision making 

Mason AM, Miller CH12 2013 Communication Sensitization of participants, making them aware of 
their vulnerabilities and serving as an inspiration for 
cognitive strengthening of attitudes 

Krawitz A, Fukunaga R, 
Brown JW13 

2010 Psychology Differentiated purpose messages that try to influence 
choices made by individuals 

Communication affecting 
freedom of choice 

Swindell JS, McGuire AL, 
Halpern SD14 

2010 Medicine Technical and ethical messages aimed at 
improvement or motivation directed at the decision of 
patients 

Communication that affects 
motivation and decision 

making for health 

 

 
 

Figure 3. Background to the concept of persuasive communication identified in the studies. 
 João Pessoa, Paraíba, Brazil, 2015. (n = 44) 
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3). Although the present analysis studies citing educational 
nature of persuasive communication, it is this concept of 
decoupling health education, from which the goal is to 
transform existing knowledge of individuals through 
information, improving the understanding of their conditions 
or situations related to health.15 Although educational 
messages act as inflencers of knowledge, attitudes and 
behaviors31 when using call-based resources aimed at 
damaging pipes32 or negative consequences11, persuasive 
communication goes beyond its symbology in addition to 
teaching about health-disease information. Therefore, it should 
not be qualified only as educational, the persuasive 
communication would be more than that, it is in line with the 
education, but overcomes this scope of information and impact 
the receiver, encouraging behavioural change. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The persuasive communication must be applied when the 
researcher aims to end the membership of some action 
suggested19,33and when it wants to execute strategy appealing, 
whether moral or rational11,15. Can also be used when you want 
to emotional involvement of the person subjected to 
intervention or when you intend the success of action10,12,18,34-

37.  Maybe these antecedents are attuned to nature of moving or 
shocking the subject through exaggeration of resources used, 
changing sensations and feelings that lead to acceptance of the 
proposal by the investigator and may culminate in successful 
phenomenon. Moreover, the strategy when fetching 
effectiveness37-40, efficacy10,41, diseases’ control20,22, health 
promotion10,14,17,37-38, behavioral change is consistent14,17-

18,22,27,33, freedom of choice for the behavior that fulfills 
you13,15, acting superstition/inappropriate beliefs in the field of 
health29,32  and risk behaviors.18,20,32,42 Find an efficient strategy 
to serve a specific purpose, to ensure the success of the action 
is yearning to various researchers. In the field of health, this 
aspiration has become increasingly frequent, to consider the 
course of numerous chronic conditions or related problems 
that reach diverse populations. Therefore, promote health, 

manage illness or prevent aggravations are essential points and 
listed in several actions aimed at satisfaction or well-being of 
people, which makes it convenient to proposal of persuasive 
communication. The intent of the strategy would be to achieve 
successful outcomes in reducing vulnerabilities11,14 and risk 
behaviors.10,36,43-45It also serves as resource for action in the 
field of health10,20, used in an attempt to influence 
behavioral11,14-15,18,21,24,27,46-47, health information 
enhancing16,36and for those who want to support during some 
treatment12,41(Figure 3). Brain manipulation10,13configured 
aninteresting history, due to possibility of mental processes to 
be modified during the reception of persuasive 
communication. Research has identified the message promotes 
awareness on brain activity, because during the mapping of 
neural regions in the course of the persuasive communication  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
process there was no activation of brain areas associated with 
the control of attitude, intention, behavior, memory, attention, 
visual imagination, affective experience, motor performance 
and imitation.48 It is noticed that the persuasive communication 
consists of blunt and controversial feature to the influence on 
the decision of the participants, which can share the opinion of 
the scientific community about your ability to determine that 
the individual should or should not do in the face of 
circumstances presented.  
 
In health, these elements can represent positive tactics to adopt 
healthy behaviors, because as the individual shakes on the 
choice of negative habits, it may rethink its manners and 
lifestyle, reflecting on the way to drive your routine or 
standard of conduct. This can improve the quality or 
perspective of the practices aimed at individual or collective 
health. On the other hand, if the persuasive communication is 
used in non-temperate and without proper planning, it could 
generate rebound effect with results harmful to health or 
adoption of unsatisfactory behaviour. 
 

 
 

Figure 4. Consequences of the persuasive communication concept identified in the studies.  
João Pessoa, Paraíba, Brazil, 2015. (n = 44) 
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Consequences of the concept of persuasive communication 
 
Likewise, it is possible to observe the situations arising from 
persuasive communication, the events produced by the 
phenomenon (Figure 4). As for the consequences, which are 
events arising from the phenomenon5, persuasive 
communication increased the chances of success of the 
participant introjecting determined conduct35,44,48-50, as well as 
improved risk perception about a harmful behavior17,25,28,34, 
knowledge10-11,20,33,36 and learning about a particular 
subject10,50employed in the study, and has expanded the ability 
to perform given33,38function and resistance to join unhealthy 
habits11,23(Figure 4). It reaffirms the consistency between the 
use and the effect caused by the persuasive communication, 
which determines the real and functional applicability to reach 
several goals, especially for encouraging the proper health 
habits. It increased the reduction of risk factors associated with 
disease or behavioral choice22,51, satisfying 
lifestyle19,22,35,52reduction of risk behaviour 10,18,22,25,29,53. The 
acquisition of skills11,18,52, increased accession14,39, therapeutic 
advancement in decision-making11,13-14,22,27,33,36,45,51-52and 
health care20,44were other consequences identified in this study 
(Figure 4). It is understandable that encouraging the 
engagement of the individual as responsible for its health, by 
means of stimuli that incites zeal, dedication and consistency 
in therapeutic processes, culminating in care, are reasons for 
the rational use of persuasive communication. 
 
Specific situations, such as abandonment of unhealthy habits, 
were observed.22,47,53 It also caused some subjective situations 
as encouragement to perform a specific behavior30,35-36, 
emotional involvement of participants with the situation 
presented10,36,5, promoting better awareness and positive 
expectations about the future.18,36 There were influence of 
persuasion over people's20,51 lives which could be 
normative33,37,  beliefs17,53, attitude12,17  or behavior. 17-18,45 

When the strategy involves the influence of standards, rules or 
precepts, it probably will interfere in the way people conduct 
your daily life. Therefore, intervening in these regulatory 
issues can be essential to changing some aspect which causes 
behavior similar to that established by the researchers. The 
responses caused by persuasive communication were 
considered suitable or satisfactory to the goal defined by the 
researchers.10,16Respondents seemed to have cognitive control 
on the subject and some15,45 needed reflection about the content 
addressed.10,15,36With it, the use of persuasive communication 
may arouse some interest in people on the argument in 
question. It does not go unnoticed and all information 
produced sensitizes the end somehow. There were also results 
that showed some kind of impact10-11,46or psychological 
beliefs34,41. The persuasive communication caused adoption of 
conduct 29,41, attitude improvement35,40-41or positive health 
behaviors.18,34,37Raised freedom of choice14-15,17, outcome or 
positive result to the study11-12,27,36, preventive effect in many 
fields22,29,43,45and effectiveness of strategy used (Figure 4). 
11,14,18,33,41,53 

 
Efficiency and effectiveness were cited qualities when 
someone wants to apply the persuasive communication as 
intervention (background) and as results (consequences). The 
efficiency occurs when the strategy works in ideal conditions 
or experimental and the effectiveness in real-world 
conditions.54-55So, concept analysis enabled stating that 
persuasive communication proved satisfactory in controlled 
research with specific assessment objects or factual and 

occasions legitimate events of people's lives that occur 
commonplace. Motivation10-11,17,19-20,21,23-24,36, interests of 
people by a particular subject raised after10,52themed approach 
and empathy with the situation presented10-11,14were 
consequences cited by several studies (Figure 4). Get 
motivated or to identify themselves with an event are positive 
traits that favor the reproduction of healthy behavior. These 
particularities reinforces the use of persuasive communication 
in healthcare. It was encouraged in studies aimed at the 
prevention and control of diabetes20, reduction of obesity 
associated with another or metabolic22 disease in HIV39 
treatment programs nd anti-drug49, campaigns, anti-smoking 
and anti-alcohol.45,56 Investigations clarified that persuasive 
communications can benefit by reducing barriers to adherence 
to healthy habits and improving control of chronic diseases.57-

58 It can be effective because it differs from the usual 
interventions, stimulating ability of individuals. The findings 
showed that persuasive communication influence health 
behaviors through messages that target changes in lifestyle and 
positive practices in the context of health. Still on the 
consequences, there was a widespread, positive change33,36,53in 
beliefs10,49,54,attitudes13,16,18-19,24,26,46,48-49,53,56, behavioral 
intention46,48-49and behaviors (Figure 4).10,16,18,21-22,24-

25,27,29,32,34,36-38,45,48-49Thus, it was possible to identify 
statistically significant relationship between still persuasive 
communication and change of attitudes.53,59. Therefore, 
persuasive communication approaches based on cognitive 
neuroscience and behavioral theories can provide interesting 
insights about effective messages and determinants to improve 
clinical care and public health through successful behavioral 
changes.13 

 
Conclusion 
 
Identification of definitions and their attributes, background 
and consequences of the concept of persuasive communication 
and relationship with behavioral health adoption allowed to 
elaborate a comprehensive theoretical definition to the 
analyzed phenomenon, considering the various contexts of the 
publications. To this end, this study establishes that the 
persuasive communication can be defined as a strategy 
designed to influence or ethics awareness using audio-visual 
resources or modifications with the aim of interpersonal 
beliefs, attitudes, behavioural intentions and/or conduct related 
to a situation, suggesting choices or decision-making process 
for adoption of healthy behaviors. Search limitations are the 
lack of national studies on the use of persuasive 
communication as a strategy of intervention in health indexed 
at the VHL, as well as the non-availability of some 
productions on the subject, which could add more information 
to the results. The continuity is encouraged to further analysis 
about the persuasive communication, considering that this is a 
concept relevant to the scientific community and that can 
cooperate with more efficient approaches in health. 
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