Propaganda Notes – Section C
1.
APPEARANCE
The appearance of a thing or person is made the basis of our acceptance or rejection. However, the appearance has nothing to do with the conclusion. If the person’s appearance is significant for the situation being described, answer No Technique. 
Examples
1. In the television commercial, the person shown using the sponsor’s detergent was in great physical shape and wearing well-fitting clothing. The person shown using the competitor’s product was overweight and dressed in floppy clothes.
Comment
The appearance of the person using the product has nothing to do with the quality of the detergent. 
2. Car dealer’s ad: “Our new Buick Regal has sleek but elegant lines. You’ll particularly like the slant of the back window and the cut of the front fenders. Also, the color is our newest metallic combination. You can’t miss with this model.” 
Comment
OK, it looks great, but how does it drive? What about cost? Gas mileage?
Example That Is NOT Appearance
3. When you look at her hair and the way she dresses, how can you even consider her for Best-Dressed Senior?
Comment
This is No Technique since the girl’s appearance is the relevant issue for the Best-Dressed Senior award.
2.
MANNER
A person’s manner of behaving is made the basis of our acceptance or rejection of the person. However, the behavior in question has nothing to do with the issue at hand. (If the person’s manner of behavior is relevant, the answer is No Technique.) You watched the person for at least a few seconds before making a judgment.
Examples
1. Jane is such a darling in the classroom. She couldn’t have been involved in that fight.
Comment
Jane’s past good behavior influences the teacher’s conclusion. The teacher does not even consider any evidence behind the accusation against Jane.
2. When will you come to realize that André cannot be hired as our new data entry clerk? He has a terrible lisp, and it is difficult to understand him when he speaks.
Comment
Why does a lisp prevent André from being excellent at data entry? He “speaks” through his keyboard.
Example That Is NOT Manner
3. Charlie’s a klutz who can hardly take two steps without tripping. I wouldn’t even consider hiring him to work in a laboratory where dangerous chemicals will be used.
Comment
This is No Technique because Charlie’s clumsiness is a relevant consideration in this case.
3.
DEGREES AND TITLES
We buy or believe out of respect for degrees or titles attached to the names of those who persuade us. However, the degree or title has no connection to the product or idea being presented. If the person’s degree or title is significant for the matter at hand, the answer is No Technique.
Examples
1. “I like the perfect fit, luxurious feel, and inner warmth of my Brady’s Leather Jacket,” says Laura Stern, President of the American Dog-Breeders Association.
Comment
She presumably knows a great deal about dogs. But why does that make her an expert on jackets?
2. Dr. Maria Morgan is the chairperson of the prestigious Senate Foreign Relations Com-mittee. Her views tonight on the necessity of man’s flight to Mars will be interesting. You do not want to miss it, at only $30 admission.
Comment
The topic of her talk is close to her field in the Senate because it involves a government program. However, it does not pertain to foreign relations. Therefore, her position on the Foreign Relations Committee does not make her an expert on space flight. Nor does calling her “Doctor” shed any light on why anyone should spend $30 to hear her speech.
4.
NUMBERS
The speaker wants us to buy or believe because of impressive numbers associated with the product or proposition. Or numbers are cited to produce a negative response. Again, the question is whether the numbers apply to the conclusion being drawn.
Examples
1. Ad: “What a Grand Opening, folks! On the very first day of business on Friday, Celestial Cesspools served 6,000 people and turned away 6,000 more!”
Comment
All those people can’t be wrong – or can they? They were probably there out of curiosity or because big discounts and prizes were given, not because the company’s products are good.
2. Ad: “Use Galma-Mudd, the face cream preferred by eight out of ten women in the Cleveland area.”
Comment
Just because 80% of women in the area buy the product, that doesn’t make it best for you.
3. How can you watch that program? Only 2% of the viewing audience tunes in each week.

Comment
The program may still be entertaining for those people who are interested in it.
Example That Is NOT Numbers

4. A score of 1000 on the College Board exams is considered minimum for application to Morrow University. You scored 1004; so you may apply.
Comment
The conclusion is correct based on the university’s rule. Put No Technique.
5.
STATUS
Persons or groups for which we have respect – or which possess some degree of fame or prestige – are used to convince us of something. Some people are so famous among the target audience that you don’t need to explain who they are; for example, sports stars or “hot” actors. Using such a person to sell a product or push a cause without identifying the person with a title constitutes the Status technique.
Examples
1. Ad for milk by the National Dairy Association: “Basketball great LeBron James drinks milk. So should you.”
Comment
Being a basketball star doesn’t make you an expert on milk. “Basketball great” is not a formal title. So the technique is Status.
2. Ad: “Wayland’s Best Eggs were recently judged ‘America’s Best Tasting Egg’ by the American Culinary Institute. Look for the Wayland stamp on every egg.”
Comment
“America’s Best Tasting Egg” is a title but not the title of a person as defined for Degrees and Titles. However, the award was conferred by a (presumably) well-respected professional organization. Even so, the fact that the culinary “experts” liked these eggs best doesn’t mean you will or that you can afford them.
Example That Is NOT Status

5. Item in the newsletter of the Scholarship Foundation: “The featured speaker at next week’s Honors Banquet will be former NBA MVP Shaquille O’Neal.”
Comment
“NBA MVP” is an earned title. This is Degrees and Titles, not Status.
Another Example That Is NOT Status

6. Item in the athletic department’s newsletter: “The featured speaker at next week’s Sports Banquet will be basketball legend Michael Jordan.”

Comment
A basketball legend is an appropriate speaker for a sports banquet. This is No Technique.
6.
REPETITION
We buy or believe because we have heard or seen the idea or product name so often (at least three times).
Examples
1. Wool carpet has everything that a carpet should have. Wool has a natural bounce in every fiber. Wool carpet has lasting beauty. Wool carpet has lasting color. Wool carpet resists flame. Wool carpet cleans easily. The answer is WOOL.
Comment
Although no specific product is mentioned, the ad hammers home the advantages of wool to make you more likely to buy a product made of wool the next time you shop.
2. TV ad: “Don’t talk to me about paint unless you talk about the best. Don’t talk to me about quality unless you talk about the best. Don’t talk to me about cost unless you talk about the best. That’s why I buy only the best, Benjamin Smith paint.”
Comment
OK, I get it. You’re telling me Benjamin Smith is the best paint.
7.
SLOGANS
A slogan is a short, catchy phrase or sentence intended to get in your head and make you remember the object of the slogan when you buy or vote.
Examples
1. Ad: “Winky’s makes you happy to be hungry.”
Comment
The owner hopes you’ll be happy to give his restaurant a try because of its catchy slogan.
2. Political ad: “The people of Jefferson County are just wild about Harry. Vote for Harry Gee for Governor.”
Comment
The candidate summarizes his message in a catchy slogan, “wild about Harry.”
8.
TECHNICAL JARGON
“Jargon” refers to the vocabulary used in a specific field. This technique tries to impress us by using unfamiliar words whose meaning is too technical to be understood by the average person. However, if the audience is knowledgeable about the technical subject being discussed, then the answer is No Technique.
Examples
1. Ad: “This new dress from Janis Kaye’s Originals contains a new fabric, dureneum, which keeps the cloth from shrinking and resists dirt completely.”
Comment
Who knows what dureneum is? However, it sure sounds impressive.
2. Golf club ad: “You can’t argue with physics. The new Jumbo driver puts more of the critical mass in the club head, which boosts the momentum at impact. The results are indisputable.”
Comment
While the language of this ad is not as technical as many others, it still tries to impress with its physics terms.
Example That Is NOT Technical Jargon
3. Ad in a photography magazine: “Kodak EasyShare DX6490 zoom digital camera. It’s the first camera to unite a professional-quality Variogon 10X optical zoom lens with the exclusive Kodak color science image processing chip, for the finest details and richest, most accurate colors.”
Comment
The readers of a photography magazine understand this jargon.
9.
SOPHISTICAL FORMULA
To shut off or close the argument, an old saying is quoted so that the real issue is not settled.
Examples
1. Fund-raiser for a charitable cause: “Let’s not give up. True, we have tried everything. We have telephoned; we have knocked on his door; we have written to him. And we have not yet received a cent from him. But ‘where there’s a will, there’s a way.’”
Comment
Other than quoting the proverb, the speaker gives no reason why further efforts should be made.
2. “Will you kids get out of my kitchen! ‘Too many cooks spoil the broth.’”
“But, Mother, you’ve always said, ‘Many hands make light work.’”

Comment
Dueling proverbs!
SECTION C SUMMARY

1. Appearance – You choose based on how a person or product looks.
2. Manner – You choose based on how a person behaves.
3. Degrees and Titles – You are impressed by the speaker’s degree or title even though it has no bearing on what is being sold.
4. Numbers – You pick something based on large numbers or shun something because of small numbers.
5. Status – A well-known person pushes a product or proposal even though the speaker is not an expert in that field.
6. Repetition – You repeat the name of the product, the phone number to call, or a word or phrase three or more times.
7. Slogans – You quote a catchy phrase without saying anything about the product.
8. Technical Jargon – You impress the listener with words they don’t understand.
9. Sophistical Formula – An old saying ends the discussion.
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