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内容摘要 

 I

内容摘要 

伴随着人们的消费习惯的不断转变，传统世界的购物模式发生改变，“足不

出户”的消费方式渐渐深入人心。尤其是电视购物的发展，很早在国外就已经流

行。而在中国，电视购物的发展时间不长，但却发展很快。从最开始打开各大卫

视频道就能看到的各种电视购物广告片，主持人以撕心裂肺，夸大其词的方法来

吸引着观众。再到近几年来，如雨后春笋般起来的各大家庭电视购物频道，全天

24 小时的播出，没有任何广告时间，全频道以节目连续的呈现，而主持人也以

更加平实、生活化的方式在介绍产品。 

家庭电视购物模式越来越受欢迎，但是在发展的过程中，总会有一些彷徨期、

瓶颈期，在家庭电视购物这种以主持人介绍产品为主来达成订购的节目形式下，

主持人的逻辑思维跟话术呈现显得尤为重要。本文就是在这样一个背景下，通过

霍夫兰的说服理论，以全心电视购物频道中主持人为主要研究对象，通过对全心

电视购物频道主持人节目中的表现，包括外在形象、节目话术、肢体语言及节目

互动几大方面，细致分析，研究家庭电视购物节目中不同类型主持人如何能够在

节目中发挥作用，例如发挥主持人的语言方法的特色，如何掌控节目节奏，如何

临场应变，如何主攻商品卖点等等，来打动观众达成订购，并且让观众从接受到

爱上电视购物的节目形式，家庭电视购物主持人也可以有自己的个人魅力及粉丝

群。 

 

关 键 词：主持人；说服理论；话术技巧；家庭电视购物频道 
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 II

ABSTRACT 

Along with changing people's consumption habits, the traditional world of shopping 

patterns changed, "homes" of consumption gradually popular. In particular, the 

development of TV shopping, long has been popular in foreign countries. In China, 

the development of TV shopping is not long, but it has developed rapidly. Open the 

major TV channels will be able to see a variety of TV shopping commercials from the 

very beginning, the host with the Heartbreakers, exaggerated way to attract viewers. 

And then the last few years, have sprung up in major home television shopping 

channel, broadcast 24 hours a day, without any advertising time, all channels to show 

continuous presentation, but also to a more normal host, daily life way in the 

introduction of products. 

Home television shopping patterns are becoming more popular, But in the process of 

development, there will always be some hesitation period, the bottleneck in the home 

TV shopping this to the moderator introduced products to reach under the program in 

the form of order, the moderator, then surgery presented with logical thinking is very 

important. This article is in such a context, by Hovland persuasion theory to host 

dedicated TV shopping channel as the main research object, through television 

shopping channel dedicated host program performance, including the external image 

program then surgery, body language and several interactive programs, the detailed 

analysis of the family infomercial host how different types can play a role in the 

program, such as play host language features methods, how to control the rhythm of 

the program, how to spot strain, and how the main selling point of goods, etc., to 

impress the audience reached ordered and received from the audience fall in love with 

the TV shopping program form, home shopping television presenter also can have 

their own personal charm and fan base. 

 

Keywords: Moderator; convince theory; then surgery techniques; TV home 

shopping channel 
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