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ADVERTISING TECHNIQUES

Appeals to emotions: This technique exploits consumers’ fears, misgivings, and parts of
themselves they may be self-conscious about. The message targets vanity and creates
doubt. The solution offered is, of course, to buy the product advertised.

Bandwagon approach: This technique tells people to do what everyone else is doing. It
takes advantage of people’s desire to conform. The bandwagon approach often exploits
one’s fear of missing out (or FOMO). Consumers don’t want to be the odd one out by
not buying the product.

Testimonials: This form of advertising uses well-known people, such as athletes, actors,
and musicians, or even ordinary folks to endorse products. The concept is that if these
people like the product or service, the average consumer will like it, too. These ads also
imply that some of the fame of the celebrity might just “rub off” on the user.

Retargeting Ads: These ads use information collected about consumers online based on
their interests, search habits, and products they have viewed. This technique is used to
create an algorithm that repeatedly displays online ads of products that the consumer
is more likely to buy, as opposed to static ads found in television commercials, on bill-
boards, and in print media.

Superiority appeal: This technique implies that it would be flattering or prestigious to
be like the rich person in the ad. It suggests that the consumer can become superior to
friends and neighbors by purchasing the product. Many luxury car advertisements use
this technique.

Brand names: A brand name is a word or logo for a product or service. Many companies
know how powerful brand-name identification is, so they spend a lot of money adver-
tising and building consumer awareness of their product. Consumers are influenced by
names they see frequently in newspapers and magazines or on television.
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