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The Influence of Advertising
A 22-minute lesson on advertising techniques and the influence advertising may or may not have on teenagers.
In preparation for this lesson, ask the teacher to have students bring in copies of advertisements from magazines, newspapers, or other print sources that appeal to them.  

As backup, gather several forms of advertisements to take with you.  Ads from the Sunday paper are good, as are popular magazines.  
See that you have some ads that could be considered misleading (weight loss ads are a good example.)

Opening discussion: 5 minutes
Today we are going to spend some time talking about advertising.  
Do you think advertising has any effect on you?

Many ads are targeted to teenagers.  Why do you think advertisers would market specifically to teens?

 Answers might include:

· Teenagers are important targets for advertisers since many of them have high disposable incomes (money from allowances or part time jobs that they can spend on things they like or want, but don't necessarily need). 
· Teenagers are important targets for advertisers because companies need to build brand loyalty. They want people to start using their products when they are young and continue using them for the rest of their lives. 
How do marketers reach teens?

· Ask students about some of the places they see ads. Answers might include some of the following: in bathrooms, on the net, bus shelters, bike racks, food packaging (fast food packaging, cereal boxes), matchbooks, billboards, coasters, under the ice at hockey games, on people's clothes, on shopping carts, on busses. 
Which of these locations do you think is best for reaching teens? 
· Do you see ads in school?  Answers may include the following: pop machines, scoreboards, clothes, book covers. 
· Can you think of a place where there are no ads?
Designate one side of the room as “agree” and the other side as “disagree.”  Ask students to get up from their seats and to position themselves along the continuum when you read the following statements.  

After they position themselves, ask them why they stood where they did.  
· "I can ignore most advertising."

· "Songs from commercials stick in my head."

· "I have made a conscious effort to look like someone specific I have seen in an ad."

· "Some ads make me feel bad about myself or inadequate." 

Have students return to their seats and take a few minutes to brainstorm the following questions:
· What factors influence your decision to buy something new?
· Do you feel you have everything you need?  Do you have everything you want?

· Think of the last thing you purchased.  Why exactly did you buy it? If you needed it, why did you need it? If you wanted it, why did you want it?

· What makes you happy?

· How do you picture your life 10 years from now, 20 years from now?

· Can you list the top 5 things you want in life?
Discussion of ads: 8 minutes
Ask students to get out the ads they have collected or to take a few minutes to select, from the ads you have brought, the ads that appeal to them.  Also ask them to take a minute to think of their favorite commercial.

Have students show the class the ads they have chosen and discuss what they like about the ones them. Ask “Do these ads make you want to buy these products?”  Why or why not?  
Ask students to describe their favorite commercials and why they like them.  Not everyone will participate, but allow about 5 minutes for a complete discussion.
Advertising techniques: 5 minutes
Let’s look at some advertising techniques and see if you can identify any of them in the ads you have chosen.
Show PPT slide “Commonly Used Advertising Techniques.”   Discuss.  Ask students to look at the ads they have selected and see if they can identify the technique used in the ad.
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information



Presentation of simple, direct 

information.

status



Associates product use with those 

who have status, who are successful, 

and who enjoy and understand the 

“fine things in life.”

peer approval



Associates product use with 

friendship/acceptance.

hero endorsement



Associates use of product with a well-

known person.

sexual attraction



Associates use of product with 

increased sexual appeal.

entertainment



Associates product with 

entertainment and feelings of 

enjoyment.

intelligence



Associates product with smart people 

who can’t be fooled by gimmicks.

independence



Associates product with people who 

can think and act for themselves.

unfinished comparison



Use of phrases such as, “Works 

better in poor driving 

conditions!”Works better than what?
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Show PPT slide “examples of misleading advertising.”  Discuss.
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health fraud



Promises of overnight medical 

cures and treatments.



Products developed after “years of 

research” and “proven to



provide immediate positive 

results.”



Testimonials from medical experts 

and satisfied customers.

credit repair



Offers, for a fee, to fix a bad 

credit record. (Credit repair is 

impossible!)

“get rich quick” schemes



Ads that offer an opportunity to 

earn a lot of money in a short 

amount of time with very little 

effort.

product misrepresentation



Uses names similar to nationally 

recognized brand.



Merchandise offered at below-

market value for a limited time 

only.



Vague descriptions of product.

travel fraud



Offers accompanied by certificates 

for free or very low-cost travel.



Vague description of services and 

accommodations.

Frequently seen misleading advertisements:
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Ask students to look at the ads again to if any of them could be misleading.  Ask them if they see misleading ads on television.  Discuss. 

Show students PPT slide “sales technique.”  Discuss each point and ask students if they can think of examples of advertisements that use any of these techniques.
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Some commonly used approaches:

guarantees



Abundant use of statements such as “lifetime guarantee” and “satisfaction 

guaranteed, or your money back.”

scarcity



Merchant creates a false sense of urgency by claiming that supply or time is limited.

perceptual contrast



Merchant presents undesirable/inferior option first to make the second option look 

far superior.

scientific or numerical claims



“Nine-out-of-ten” may sound good, but many such claims can prove impossible to 

substantiate.

negative option



Merchandise arrives automatically unless the consumer takes steps to stop 

shipment and billing.



Often used by book and record clubs.
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Sometimes advertisers resort to unethical techniques.   
Show PPT slide “unethical techniques.”

 Here are examples of unethical sales techniques.  Have you ever seen these types of ads?
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Techniques considered deceptive and/or misleading:

bait and switch



Advertisement entices consumers into the store with bargains that are too good to 

be true. Once consumers are in the store, they are told the item is unavailable and 

are shown a similar, but more expensive, item.



Often high-pressure sales tactics are used.



Illegal in most states.

exploitation of fears and misgivings



Ad feeds or plays on consumers’ fears.

supermarket specials



Advertisement of products that are not in stock or that are not readily available to 

consumers at the advertised price.

out-of-context quotations



Comments by a noted person or passages from a story taken out of context to imply 

an endorsement of a product or service.

Teens – Lesson 10 - Slide 10-C


Rules for evaluating advertisements: 2 minutes
Before you hand over your money, here are some rules for evaluating advertisements.  Show PPT slide “Rules for Evaluating Advertisements.”
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ask yourself basic questions



Does the ad appeal to your emotions?



Look beyond the appeal to find out what the ad really says (or doesn’t say) about 

the product or service.



What are the special features of the product?



Are these features necessary?

as you read, listen to, or watch advertisements...



Search for fraud and deception in the ad.



Be alert to ads that are misleading (those that make unreasonable claims about 

the product or service).



Read the fine print, or listen carefully.

Teens – Lesson 10 - Slide 10-F


Concluding activity: 2 minutes
If time permits, write the following statements on the board:
Advertising does not really affect me.

Advertising affects me a great deal.

Ask students to respond to these statements.  Write their answers on the board.
End of Lesson
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The information provided in this lesson may consist of materials from any or all of the following resources: FDIC Money Smart, the National Endowment for Financial Education, and Practical Money Skills for Life.


