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Chapter 7
Purpose of Advertising & The Decision Making Process

Learning Objectives:
• Explain the purpose of advertising.
• Explain how advertising can be judged to be effective.
• Describe how to properly utilize radio advertising.
• Explain how producers use experience to judge advertising.
• Describe testimonials and how they work.

Purpose of Advertising

The purpose of advertising has been debated 
for many years.  However, in the pure form, the 
purpose of advertising is to create a favorable 
awareness for a product or service that stimulates 
or initiates a positive and intended action to 
generate sales for the advertiser’s product or 
service.

Effective advertising intrudes into the mental 
process of the prospect and exerts an influence 
filtered through the prospect’s experience.  The 
desired result of this advertising is a movement 
toward a decision favorable to the advertiser.  
There must be a repetitive intrusion into the 
mind before the prospect will retain the necessary 
information to be convinced the advertised 
product or service fulfills his or her needs and 
then takes action to purchase.  

The primary senses for consuming advertising are 
sight and sound.  Each contributes to the thought 
process with various levels of informational or 
emotional impact, depending upon the creative 
production or concept developed by the advertiser.

The audio sense is very interesting to explore.  
The human voice is perhaps the most powerful 
and multi-dimensional communication vehicle 
for both information and emotional expression.  
Radio, which exists solely as an auditory stimulus, 
is a media that has the capability to extend the 
power of the human voice to wide distribution but 
remain personalized in reception.  A broadcaster 
can be one-on-one to everyone.

Radio advertising can be used to communicate 

urgency and do it with an emotional appeal.  “Sale 
ends next week,” or “Insect alert, buy and apply 
your crop protection product NOW!”

Radio advertising creativity can also appeal to the 
intellectual gathering of data.  Testimonials from 
satisfied customers build the confidence of the 
prospect.  The emotional conductivity of radio 
is very strong and can instill high levels of recall 
when properly executed.  Radio has been called 
“the theater of the mind” as you hear, absorb, 
filter and relate words and sound to create your 
own personal image.  The human imagination 
can be nurtured with the audio presence of radio’s 
intrusive delivery.

Decision Making Process

To effectively influence a prospect to use or 
purchase the agri-marketer’s products or services, 
it is important to understand some of the process 
a prospect goes through in the decision making 
process.

Experience

Most decisions heavily rely upon past experience.  
Experience is a terrific teacher, and the vivid 
memory of past decisions is always in the mix of 
making future choices to stay with a product or 
service that met or exceeded expectations.  There 
is always a reference point for comparison with 
the evaluation of any new product or service.  
This new information is continually being filtered 
through the prospect’s experience in their mind.  
Is the new product really “new and improved”?  
Will a decision to change increase profit potential, 
improve efficiencies of the operation, or improve 
the family’s lifestyle?  These questions should be 
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considered in developing the creative message in 
marketing any agricultural product or service.

Information Gather & Awareness Building

Farm and ranch operators are heavy consumers 
of information from many sources.  They not only 
rely on their own experience, but also seek the 
experience of other influence groups.  Farmers 
hold a sense of pride in their operation and openly 
share their experience with their neighbors.  While 
most spend very little time in a coffee shop or 
lounging around the local co-op, there will rarely 
be a time when there is not an opportunity to learn 
from their neighbors.  “Why did their neighbor’s 
field look so good (or so bad)?” “How do you like 
that new combine or tractor?”  “How did your 
demonstration plot turn out?” In marketing terms 
we would call these testimonials.

Person to person communication is the most 
powerful medium.  Many are eventually influenced 
by positive testimonials, but negative experiences 
travel at the speed of light.  Testimonials can 
be utilized effectively in delivering a marketer’s 
advertising message in print or radio.  Testimonial 
advertising can be very useful to establish 
credibility to the advertiser’s message with the 
target.

The effective communication power and credibility 
of the person-to-person voice can be an effective 
tool in utilizing the sensory system of the audio 
listener.

The voice of the farm broadcaster has won trust 
from the producer who relates to the broadcaster 
on a daily basis.  Often this relationship has 

been solidified over years of acquaintanceship 
and personal contact.  The success and proven 
technique that is employed in good farm 
broadcasting makes farm radio a one-on-
one delivery system for both information and 
entertainment.  Farm radio broadcasting is totally 
different.  The style is personal in delivery and 
reception.  Listeners trust the farm broadcaster.

Suppliers, dealers, and field representatives are 
valuable sources of information for agriculture 
producers and can often influence their buying 
habits.  Dealers and company field representatives 
are a part of the producer’s community and 
consume media in a very similar manner to the 
producer.  Dealers may often hear what another 
competitive dealer is offering as the testimonials 
from producers through radio advertising.

Activities/Discussion Questions
Divide the class into groups.

• Have students create a radio advertisement for an agricultural product in your area.

◊ Consider the following: Who is the target audience, what must be done to appeal to 
this audience, and what testimonials would be most appropriate?

◊ Where does the farm broadcaster fit into the decision making process of a producer 
regarding advertising?

• Present the completed advertisement to the class.

The trust people feel for their farm broadcaster can have a big 
impact in an advertising campaign


