
Propaganda Techniques

The word propaganda refers to any technique that attempts to influence the opinions, emotions, attitudes, or behaviors of a group of people in order to benefit the sponsor.  The main purpose of propaganda is to persuade.
Here are some specific propaganda techniques:
1.
Name calling - Highly connotative (emotional) wording alludes to flaws in others, real or imagined. Sometimes appeals to fear, hatred, or prejudice.

Ex:
“Are you still using that greasy kid stuff on your hair?”

2.
Glittering Generalities — Uses words suggesting virtues to sell the idea of the product. Abstract words such as love, brotherhood, patriotic appeal to emotions.

Ex:
Politician saying, ‘l believe in red, white, and blue values.”

3.
Card-Stacking - Used to cause the audience jump to conclusions based on little evidence or on faulty reasoning.

Ex:
Hair coloring ad suggests, “Blondes have more fun.”

4.
Band Wagon - Appeals to people’s tendency to follow the crowd and accept the idea because “Everyone else is doing it.”

Ex:
“13,000,000 travelers use Holiday Inn.”

5.
Statistical Slant - Often combined with bandwagon technique. Because statistics seem to offer scientific, objective information, people are often fooled into believing misleading statistics. Surveys and graphs may not really prove anything.

Ex:
“9 out of 10 dentists surveyed recommend Colgate toothpaste." (What kind of survey? Recommend it for what exactly? From what other choices did they have to choose?)

6.
Plain Folks Approach - Attempts to win the audience’s confidence by appearing to be just like plain, ordinary folks (just like the audience).

Ex:
Ads for headache powders showing extreme close—ups of “real people” talking about the hard work they do (miner, waitress) and praising the product because it relieves headache caused by the job. Closely related is the Humble Approach--"We try harder” (Implying that they deserve your business).

7.
Happy Family - Used to imply that audience’s family members will be happier if they buy the product.

Ex:
Hamburger Helper claiming it can “Bring back the ‘family dinner’.”
  8.    Testimonial - A prominent person endorses the product. May be someone with whom the audience would like to identify, such as a movie star or a supposed expert in the field of the product. May speak for product (direct) or simply be pictured with it (indirect association).

Ex:
Michael Jordan for Hanes underwear; all of the “Got Milk?” ads.

 9.
Eye Appeal - Using little wording, product is made to seem pleasant by its appearance or associations, not its quality.

Ex:
Close-ups of huge hamburgers loaded with colorful ingredients; a close—up of a model’s long silky hair in a shampoo ad.

10.
Concern for Public Good - Suggests the product or company helps the community/country or individuals out of a spirit of generosity or patriotism. A particularly popular appeal with businesses that are often distrusted by the public, such as oil and chemical companies.

Ex:
“Our company has created a new plastic which saved Joe Jones’ life. He needed an artificial heart and we make the materials.”

Ex:  “Making Tomorrow Better” - ONGC (Oil & Natural Gas Commission, India) or 
11.
New and Different — Implies that the product is better than others because it is new or different (not necessarily better. In actuality it might be of lesser quality now than before.)

Ex:  Pepsi Clear; green ketchup; adding new marshmallow shapes to Lucky Charms cereal
13.
Humor - A “soft sell” approach that the ad maker hopes will associate happy feelings with the product and get the audience to appreciate the ad and buy the product.

Ex:
The “Aflac!" duck or the Cavemen for Geico car insurance
Let’s take a look at some actual examples of propaganda….

cameras, the “Statistical” or “Snob Appeal” might be best

