Propaganda
What is it?

Propaganda designers have been putting hidden messages into television commercials, news programs, magazine ads, and other things we read and see for years. These messages have been carefully designed to influence our opinions, emotions, attitudes, and behavior. Their purpose is to persuade us to believe in something or to do something that we might not normally believe or do. These messages have been designed to benefit someone, and that someone may not be you!

Nothing says that you can't appreciate a good piece of propaganda and still agree with the messages hidden within it. But, you don't want to be fooled into doing something you do not wish to do, or conned into believing something that is not true, simply because you've been the target of an effective propaganda campaign. (This is what happened to thousands of Germans during WWII.)  That's why it's important to understand what propaganda is and how it works.

Is everything we see and hear propaganda? No, it is not. The word propaganda refers to any technique that attempts to influence the opinions, emotions, attitudes, or behavior of a group in order to benefit the sponsor. But, the techniques of propaganda are used every day: in the military, in the media, in advertising, in politics, and in all sorts of human relationships.

To protect yourself against the techniques of propaganda, 3 good questions to ask yourself are: 

· Who does this benefit (financially)? 

· Why did they (do/say/use) that? 

· According to whom?  What research supports this?
Techniques
1]
Opinion as Facts – A sentence or phrase appears in an ad and is made to seem like it’s a fact, but it’s really just an opinion.   
Examples

“You’re in good hands with All State.” 
“Vim Vitamins is the best brand on the market!”  [Says who?  Where’s the research?]

2]
Bandwagon – Trying to make it seem like everyone else has a particular product as a means 
to persuade you to buy the product and become part of the “cool” or trendy group.
Examples
“Don’t be the last person in your neighborhood to own a Happy Face Lawn Mower.”

“It’s what all the hip people are wearing these days.”

3]
False Cause and Effect  – 1] You wrongly (or purposely) assume that because a second


event follows an initial event that the initial event is the cause of the second event.  

Event A happens, then Event B happens; therefore, Event A caused Event B.  (Really?)

Example


Principal Fallacy:
“Drug use has gone up at our school dramatically.  How can this be?”

Mrs. Fallacy:
“Well, you did have the rezoning take effect this year allowing lots of students from the south of the county to attend your school.”

Principal Fallacy:
“That’s it!  Our drug use has rocketed skyward because of all the new students from the south of the county.  The south has lots of poor people, so that has to be the reason.”

Or, 2] you imply (for your benefit) that if event A happens, then event B will follow.


Example


A guy sprays on Axe deodorant and, all of a sudden, women stare at him like he’s all that.

4]
Limiting the Choices (Black or White) – You wrongly assume (or purposely assume 


for your benefit) that there are only two choices or alternatives regarding the issue being


discussed.  In reality, there are several different choices.


Example

President Shrub:
“You are either for us and our plan to defeat the terrorists, or you are for the terrorists.”

Reporter:

“Are these really the only choices?”
5]
Symbolism – Using obvious background scenes that evoke strong and positive feelings in viewers, which causes viewers to connect product with the good feelings they’re having. 

Examples


A beach in the background typically symbolizes rest and relaxation or fun and excitement.


A group of friends laughing together usually symbolizes social acceptance and/or happiness.
6]
False Opposites – This occurs when a statement is made that implies that the opposite of


the statement is true.


Examples


“Youth these days do not have the work ethic!”


“At Auto Works, your car will be worked on by registered and trained mechanics.”

7]
Faulty Analogy – 1] This is when two items or events are similar in just a few ways and you


wrongly conclude, or state, that because of this, the two are similar in ALL ways.  Or, 2] an 

item is compared to something very different from itself (like comparing apples to oranges.)


Examples

Ad Spokesman:  “The new Ford Dorf is just like the Mercedes 500SL.  Just look, 


     they both have turbo-diesel engines, the Addi breaking system, and   



     the same luxurious interior.  Yet, the Dorf is far less expensive.”

An ad compares a Dodge truck to a football player.    

8]
Fear – This is when you say something in an exaggerated or false manner to make people


fearful as a means to get them to take your position on an argument or issue.  It’s one of the


most heavily used techniques. It appeals to your survival instincts.  When someone is using


this technique, ask yourself the following questions:



Is the speaker exaggerating the fear or threat in order to obtain my support?



How legitimate is the fear that the speaker is trying to get me to feel?



Will doing the speaker’s recommended action reduce the supposed threat?



When viewed without emotion, what are the strong points of the proposal?


Example


President Pan:
“If we do not bomb NeverNever Land now, Captain Hook will take over our country and force us all into slavery.”

Reporter:
“Excuse me, Mr. President, but Captain Hook’s army totals only 40 people and their weapons are from the 17th Century.”

President Pan:
“Maybe, but we believe them to be a serious threat to our way of life.”
