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Rusynka I. Attitude as a Major Psychological Barrier Preventing a Person to 
Achieve His/Her Goals

The study of social attitudes is one of the major themes in social psychology. This is 
due to its relation to human behavior, but in some situations has a predictive value, allowing 
to predict specific human actions. However, the presence in human mind reproductive 
attitudes can seriously prevent a person in achieving his/her goals.

Changing of personal attitudes can occur due to the circumstances generated by the 
development of the very person or through deliberate influence from outside. Since attitude is 
regarded as a tendency to react in a certain way then it is often understood as a deeply 
personal property rooted in human psyche and has become stable though undergoes 
transformation with difficulty.

One of the promising directions in the study of changing attitudes one may consider a 
method of persuasive influence when perception and processing of information is achieved in 
two ways: by central and peripheral persuasion canal. It has been proven that people change 
their beliefs when they have a motive (personal interest may encourage a person to treat 
seriously information to perceive it efficiently, carefully and deliberately) the availability of 
time, the ability to scrutinize the given arguments and forms of messages. But availability of 
data is extremely rare because persuasion is always accompanied by suggestion when a 
recipient does not have neither time nor skills nor needs to think over information.
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