
m
ore than one strategy for a com

m
ercial.  (If you do not have access to a TV, you m

ay w
atch com

m
ercials on YouTube, or find print 

ads in a new
spaper or m

agazine.)

C
om

m
ercial Product

Strategy U
sed 

(w
rite nam

e)
Logo

D
raw, if used

Slogan
Jingle

(check if
used)
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2.
B

eautiful People – U
sing fam

ous, happy, and/or attractive people to m
ake you feel like the product can m

ake 
you like them

.
3.

C
ard Stacking – M

aking the product look better by com
paring certain facts to the com

petition, but not sharing 
all the facts.

4.
C

om
m

on M
an – A

lso know
n as “ordinary people sell,” this technique uses ordinary people, clothing, language, 

etc., to sell the product, in order to relate to regular people. 
5.

Em
otional A

ppeal -  A
rouse em

otions such as fear, hum
or, love, or desire

6.
G

littering G
eneralities – U

ses em
otionally appealing w

ords but no actual data or concrete argum
ent to prove it. 

B
road statem

ents about audience beliefs.
7.

N
am

e C
alling – Targeting a specific com

petitor and using negative nam
es to create an unfavorable opinion 

about them
.

8.
R

epetition – U
sing a jingle or w

ord this is repeated over and over again, getting stuck in your head. C
an be 

catchy m
usic and jingles as w

ell as slogans or phrases.
9.

Stretch the Truth – Exaggerate a fundam
ental aspect of the product that is true, but only to a certain degree.

10.Statistics - Facts and figures are often used to m
ake a product sound better, healthier, m

ore effective, etc. 
D

em
onstrations of the product vs. a com

petitor are com
m

on.
11.Testim

onial - Popular stars as spokespersons, receiving big contracts to endorse products. Y
O

U
 can resem

ble 
your celebrity idol by using the product.

12.Transfer - A
ssociate the product w

ith som
ething consum

ers love or relate to, so they w
ill transfer the qualities 

of that positive im
age to the product.
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