Advertisement Agency ~ Communication Strand

Advertising and Persuasive Techniques 
[bookmark: _GoBack]Directions:  Using what you already know about advertisements, please answer the following questions.  You may bullet ideas or write in complete sentences.


What is advertising?



Why do people advertise?




Is advertising really necessary?  Why?




Where are some places where you see advertisements?




OVERVIEW
This Ad Agency Project asks you to examine different types of communication media such as_____________________, ____________________, and __________________________. First you will learn about the importance of ________________________, __________________________, and _______________________________; next, how to write and recognize such things as slogans and endorsements. You will examine some advertising "secrets" which help sell billions of dollars worth of products: ________________________________ such as giving away free gifts, guarantees, and special sales; less obvious techniques such as sex appeal, endorsements, suggestive language, and the use of children and animals to sell a wide variety of products; unethical and often illegal techniques such as half-true statements, misleading photography, and misleading statistics.

After you examine advertising techniques and analyze several different types of advertisements, you will become members of an advertising agency in our classroom. Each agency must first assign each member to a job in the agency. The agency jobs include agency manager, artist/art supervisor, chief copywriter/writer, actors/speakers (for commercials).

Once agencies have assigned jobs to their members, they receive the specific techniques that the ad agencies may use to sell their products (electronics, shoe, gum, perfume/cologne, toothpaste, drink).  All agencies secretly decide how they are going to market their product.  After this decision has been made, they develop their highly secret advertising campaign, using the knowledge they have acquired concerning audience analysis, language, visual communication, and image and mood creating.

Once the agencies have completed the ad packages, they present them for evaluation. One agency is then awarded as the winning advertisement agency. The money earned from these contracts plus the money the agencies earned for completing assignments during the simulation determines which agency "wins" the simulation.

COMMUNICATION STRAND INFORMATION
STRAND: COMMUNICATION - SPEAKING, LISTENING, MEDIA LITERACY

6.1 The student will participate in and contribute to conversations, group discussions, and oral presentations.
a) Communicate ideas and information orally in an organized and succinct manner.
b) Ask probing questions to seek elaboration and clarification of ideas.
c) Make statements to communicate agreement or tactful disagreement with others’ ideas.
d) Use language and style appropriate to audience, topic, and purpose.
e) Use a variety of strategies to listen actively

6.2 The student will identify and demonstrate the relationship between a speaker’s verbal and nonverbal messages.
a) Use verbal communication skills, such as word choice, pitch, feeling, tone, and voice appropriate for the intended audience.
b) Use nonverbal communication skills, such as eye contact, posture, and gestures to enhance verbal communication skills.
c) Compare/contrast a speaker’s verbal and nonverbal messages

6.3 The student will understand the elements of media literacy.
a) Identify persuasive/informative techniques used in nonprint media including television, radio, video, and Internet.
b) Distinguish between fact and opinion, and between evidence and inference.
c) Describe how word choice and visual images convey a viewpoint.
d) Compare and contrast the techniques in auditory, visual, and written media messages.
e) Craft and publish audience-specific media messages.
PROJECT INFORMATION:
Knowledge-based Skills
Identifying various types of advertising propaganda
Identifying the audience for particular products
Identifying particular advertising techniques that will appeal to various audiences

Critical-Thinking and Hands-on Project Skills
Designing and laying out a magazine advertisement
Developing and producing a television commercial
Writing and recording a radio commercial
Participating in group decision-making
Completing designated role duties

Attitudes Realized
Realizing that one's individuality must be somewhat subordinated while working as a member of a group having group tasks
Appreciating the contributions of others while working on a common task


















Persuasive Techniques:

Name-calling or put downs - The use of derogatory language or words that carry a negative connotation when describing a competitor.  Making the competition look inferior.

Innuendo – A suggestion, hint, allusion, or insinuation.  This is when something is implied or suggested.  An attractive or happy person promoting a product suggests that you could be like this person if you buy the product.  Families in commercials always seem perfect.  The kids are really hip looking, with the hottest fashions and haircuts, and toys.  Ideal families are all attractive and pleasant looking - and everyone seems to get along!  Ideal kids and families represent the types of people that kids watching the ad would like themselves or their families to be.  It might be suggested that you could be like this with the advertised product.

Glittering Generalities - Glittering generalities are words that have different positive meaning for individual subjects, but are linked to highly valued concepts.  When these words are used, they demand approval without thinking, simply because such an important concept is involved.  They do not really focus on specifics, but they use words that “glitter” or “sparkle” and make you feel you have to go along.  Examples: appeal to a sense of pride, patriotism, honor, or freedom.  

Card Stacking or Omissions - It involves only presenting information that is positive to an idea or proposal and omitting information contrary to it.  Card stacking is used in almost all forms of propaganda, and is extremely effective in convincing the public.  Although the majority of information presented by the card stacking approach is true, it is dangerous because it omits important information.

Bandwagon – Everybody’s doing it!  Bandwagon is an appeal to the consumer to follow the crowd, to join in because others are doing so as well.  Bandwagon propaganda is, essentially, trying to convince the consumer that one side is the winning side, because more people have joined it.  Since everyone else is doing it, a person will be left out if he or she does not.  
To go along with this - Are You Cool Enough?  -  This is when advertisers try to convince you that if you don't use their products, you are a nerd.  Usually advertisers do this by showing people that look uncool trying a product and then suddenly becoming hip looking and doing cool things. 

Testimonial or Star Power– A cute celebrity, famous or otherwise respectable person supports the product.  Examples: Jessica Simpson and Puff Daddy promote pro-active face wash.  Queen Latifah promotes cover girl makeup.  Brett Favre sells Wrangler jeans. Sports heroes, movie stars, and teenage heartthrobs tell children what to eat and what to wear.  Children listen, not realizing that the star is paid handsomely for the endorsement.
Testimonials are quotations or endorsements, in or out of context, which attempt to connect a famous, respectable person or average person just like you with a product or item.
To go along with this: Cartoon Characters- Tony the Tiger sells cereal and the Nestlés Quick Bunny sells chocolate milk.  Cartoon like these make kids identify with products.

Appeal to prestige, prominence, or snobbery - When an advertiser implies that the product will make the consumer part of the rich, famous or elite group.

Appeal to plain folks - This technique is used to convince the public that his or her views reflect those of the common person and that they are also working for the benefit of the common person.  Might feature a testimonial from an average person just like you saying that the product is perfect for you.

Appeal to emotions – When an advertiser tries to make you feel something in order to make you want to buy the product.  This could apply to your fear – you are not safe without this product.  You might see excitement on the faces of people in the advertisement – how could you not be excited about this product too?!  Advertisements might tug on your heartstrings.  Commercials often create an emotional atmosphere that draws you into the advertisement and makes you feel good.  The McDonald's commercials featuring father and daughter eating out together or the AT&T Reach Out and Touch Someone ads are good examples.  We are more attracted by products that make us feel good.  You might also see a commercial that makes you feel bad or feel guilt about not doing what the ad asks you to do.  You might also feel like you don’t have enough time! Hurry – Limited time offer!!
Scale – Sometimes products are made to look bigger, or they are zoomed in on for a close up.  This might be done to make the product look more appealing.

Facts and Figures – This is when an advertiser uses facts and statistics to enhance a product's credibility. “3 out of 4 dentists recommend this toothpaste!”

NOTE:
You have to be careful when viewing advertisements.  You have to be able to weigh the pros and cons of a product and tell the difference between facts and opinions.  You need to be aware of the persuasion techniques so that you are not duped or fooled by sneaky advertising methods.
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