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Media:  Advertising

Conventional Persuasive Strategies for Advertisement
1.  Famous Person Testimonial – a product is endorsed by a well-known person, such as a baseball player or former senator.  

2.  Plain Folks Pitch – associates the product with simplicity over the years (Volkswagen “Think small” or General Electric “We bring Good Things to Life”).  Brands have used slogans that stress how new technologies fit into the lives of ordinary people.  

3.  Snob Appeal – attempts to persuade consumers that using a product will maintain or elevate their social station (advertisers selling jewelry, clothes, and luxury cars).  For example, Infiniti cars associated with elegance are often advertised against the backdrop of high society parties.

4.  Bandwagon Effect – points out in exaggerated claims that everyone is using a particular product.  Brands that refer to themselves as “America’s Favorite” or “The Best” imply that consumers will be left out or that they are not “hip” if the ignore these products.

5.  Hidden Fear Appeal – plays on the consumers’ sense of insecurity.  Deodorant, mouthwash and dandruff shampoo ads frequently invoke anxiety, pointing out that only a specific produced could possibly relieve embarrassing personal hygiene problems.  

6.  Irritation Advertising – creating product name recognition by being annoying or obnoxious.

7.  Avante Garde - The suggestion that using this product puts the user ahead of the times e.g. a toy manufacturer encourages kids to be the first on their block to have a new toy. 

8.  Facts and Figures - Statistics and objective factual information is used to prove the superiority of the product e.g. a car manufacturer quotes the amount of time it takes their car to get from 0 to 100 k.p.h. 

9.  Patriotism - The suggestion that purchasing this product shows your love of your country e.g. a company brags about its product being made in America and employing American workers. 


10.  Transfer - Words and ideas with positive connotations are used to suggest that the positive qualities should be associated with the product and the user e.g. a textile manufacturer wanting people to wear their product to stay cool during the summer shows people wearing fashions made from their cloth at a sunny seaside setting where there is a cool breeze. 

11.  Wit and Humor - Customers are attracted to products that divert the audience by giving viewers a reason to laugh or to be entertained by clever use of visuals or language. 

12.  Simple Solutions - Avoid complexities, and attack many problems to one solutions. e.g. Buy this makeup and you will be attractive, popular, and happy. 



13.  Glittering Generalities - The glittering generalities technique uses appealing words and images to sell the product. The message this commercial gives, through indirectly, is that if you buy the item, you will be using a wonderful product, and it will change your life.

14.  Bandwagon - Bandwagon is a form of propaganda that exploits the desire of most people to join the crowd or be on the winning side, and avoid winding up the losing side. Few of us would want to wear nerdy cloths, smell differently from everyone else, or be unpopular.

Find an example of each technique in EITHER print advertising or television/internet advertising. Briefly describe the ad. 
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