RADIO BROADCASTING – COMMERCIALS
What is the goal?

Selling a product, service or image

What is the mood?
Get a feel of the message; sincerity, energy, tone (be careful of humor)
What is the message?
What action does the advertiser want?

How is it delivered?

Identify and emphasize key words (Jack bought a new car)
Your commercial should 


1. _______________ – Who is your audience?

2. _______________ – Keep in mind the audience is probably doing something else when the commercial comes on.

3. _______________ – Spark the listener’s attention with music, writing, sound effects, voice, etc.

4. _______________ – Transport the listener to where the action takes place.

5. _______________ – The listener really doesn’t have time to absorb more.

6. _______________ – Make sure the listener knows how to act and act quickly.

Commercial Terms

Straight Read
driven by the announcer’s voice; no music or sound effects

Fact Sheet
the announcer uses a list of basic information and product characteristics to ad-lib the commercial

Music Bed

common element in many commercials to jazz it up
Sound Effects
add atmosphere

Donut
recorded commercial plus announcer adds local info in “hole” in the middle

Live Tag

announcer adds local info to end

Spokesperson
well-known figure or business owner/manager do the talking

High Production Value
multiple voices, music, sound effects, singers, etc.

Structure of a Commercial

1. _________________
2. _________________
3. _________________
4. _________________
(GETTING ATTENTION) Does your lawn look like a patch of weeds? (CREATING NEED) Everybody wants a lush, green lawn free of weeds, but few like the work it takes to have one. (SATISFYING NEED) That’s why you need Super Grow – the lawn mixture that does two jobs at once. Super Grow feeds your lawn with a special seed and fertilizer blend at the same time it’s killing all those ugly weeds. You simply spray Super Grow on your lawn using your garden hose and the Super Grow self-dispensing bottle. No hard work required…and your lawn will soon look beautiful! (DEMANDING ACTION) Get easy-to-use Sunny-Grow at your favorite home supply store.
Attention-Getting – hook - question, unusual statement, sound effect, etc.

Problem Solving – product is the solution

Call to Action – Stinger, name and location of sponsor, slogan
****************************************************************************************************

MRS. MULLIGAN’S MUFFIN SHOP

:30

ANNCR:
WHO DOESN’T LIKE FRESH, HOMEMADE BLUEBERRY MUFFINS? BUT THESE DAYS, HOW MANY OF US ACTUALLY HAVE TIME TO BAKE? WELL, MRS. MULLIGAN DOES…AND THAT’S WHY MRS. MULLIGAN’S MUFFIN SHOP IS SO POPULAR. MRS. MULLIGAN’S BAKERS PREPARE DELICIOUS, HOMEMADE MUFFINS FRESH EVERY DAY. BLUEBERRY ROYAL, CINNAMON APPLE CRISP, BANANA NUT, AND MORE THAN TWO-DOZEN OTHER VARIETIES, ALL BAKED TO PERFECTION. TAKE A TASTY TREAT HOME TODAY FROM YOUR NEAREST MRS. MULLIGAN’S MUFFIN SHOP.

1. Divide the above commercial into a beginning, middle, and end.

2. Does this commercial follow a problem-solution format? 

3. Does it have a hook?

4. How would you read it? Put marks in for emphasis and pauses

5. What’s the goal of this commercial?

6. What’s the message?

7. What is the mood?
