How To Create Advertising That Sells
By David Ogilvy

How to create advertising that sells by David Ogilvy David Ogilvy, often hailed as the "Father
of Advertising," revolutionized the way brands communicate with their audiences. His principles
and strategies have stood the test of time, offering invaluable insights into crafting advertising that
not only attracts attention but also drives sales. Understanding how to create advertising that sells
by David Ogilvy involves a blend of research, creativity, psychology, and disciplined execution. In
this comprehensive guide, we delve into Ogilvy’s timeless techniques and practical steps to
develop compelling, effective advertisements that convert viewers into customers. The Philosophy
Behind Ogilvy’s Approach to Advertising The Core Principles of Ogilvy’s Philosophy David Ogilvy
believed that advertising should be honest, research-driven, and customer-centric. His core
principles include: - Focus on the Customer: Understand their needs, desires, and pain points. -
Research Is Key: Base your advertising on solid research and data. - Create a Unique Selling
Proposition (USP): Clearly communicate what makes your product or service unigue. - Use the
Power of Headlines: Capture attention immediately with compelling headlines. - Tell a Story or
Create a Visual Hook: Engage the audience emotionally. - Maintain Simplicity and Clarity: Avoid
clutter and ambiguity. - Test and Refine: Use testing to optimize ad performance continually. The
Role of Research in Effective Advertising Ogilvy was a strong advocate for thorough research
before creating any ad. He believed that understanding the target audience’s demographics,
preferences, and behaviors is essential. This involves: - Conducting surveys and interviews. -
Analyzing competitors’ ads. - Studying customer reviews and feedback. - Gathering data about
product benefits and features. Research provides the foundation upon which persuasive messaging
is built, ensuring that the ad resonates with the audience and addresses their needs. Crafting
Advertising That Sells: Step-by-Step Guide 1. Identify Your Target Audience Understand Your
Customer’s Profile - Demographics: Age, gender, income, education. - Psychographics: Interests,
values, lifestyles. - Buying behavior: Purchase frequency, decision-making process. Create
Customer Personas Develop detailed profiles that embody your ideal customer, making it easier to
craft tailored messages. 2. Develop a Clear Unique Selling Proposition (USP) What Sets Your
Product Apart? - Focus on features or benefits that competitors do not offer. - Highlight specific
advantages that meet customer needs. Communicate Your USP Effectively - Make it prominent in
your headline and throughout the ad. - Use language that emphasizes the benefit to the customer.
3. Write Captivating Headlines The Importance of Headlines According to Ogilvy, five times as
many people read the headline as the body copy. Therefore, crafting a powerful headline is crucial.
Tips for Effective Headlines - Use clear and direct language. - Promise a benefit or spark curiosity. -
Incorporate numbers or specific details. - Address the reader directly (“You” language). 4. Focus on
Benefits Over Features Translate Features into Benefits Features describe the product, but benefits
explain how it improves the customer’s life. Examples - Feature: “Contains 20% more active
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ingredient.” - Benefit: “Get faster, more effective relief from headaches.” 5. Use Persuasive and
Clear Copywriting Principles of Effective Copy - Keep sentences short and straightforward. - Use
active voice. - Incorporate emotional appeals. - Include social proof or testimonials. - Use a strong
call-to-action (CTA). 6. Incorporate Visuals and Layout That Support the Message The Power of
Visuals Ogilvy emphasized that visuals should support the copy and reinforce the message. Tips for
Visuals - Use high-quality, relevant images. - Ensure the visual draws attention to the main
message. - Maintain a clean layout with a clear hierarchy. 7. Build Trust and Credibility Use Social
Proof - Testimonials. - Endorsements. - Case studies. Highlight Guarantees and Certifications These
elements reduce perceived risk and boost confidence. 8. Test, Measure, and Optimize Your Ads
Methods for Testing - A/B testing different headlines, images, or offers. - Tracking response rates
and conversions. Data-Driven Refinement Use the results to refine your messaging, design, and
targeting for better performance. Practical Tips from David Ogilvy’s Campaigns Focus on Brand
Image Ogilvy believed that a strong brand image contributes significantly to sales. Consistency in
messaging and visuals helps build brand recognition and trust. Use the Power of Headlines Ogilvy’s
famous headline formula includes: - Asking a question. - Offering a benefit. - Telling a story. Write
for the Reader, Not the Seller Always prioritize the reader’s interests and needs over promotional
language. Emphasize the Product’s Benefits with Specifics Vague claims are ineffective. Be precise
about what the product does and how it helps. Maintain Simplicity and Clarity Avoid complex
language or cluttered layouts. The message should be immediately understandable. Examples of
Ogilvy’s Successful Advertising Techniques The Rolls-Royce Campaign Ogilvy’s campaign for Rolls-
Royce emphasized quality and prestige. The headline: “At 60 miles an hour, the loudest noise in
this new Rolls-Royce comes from the electric clock.” It highlighted craftsmanship and luxury subtly
but effectively. Hathaway Shirts The famous “Hathaway Man with an Eye Patch” campaign used
storytelling and a distinctive visual to create brand recognition. The ad became iconic and
increased sales dramatically. Dove’s Real Beauty Campaign Although not directly from Ogilvy, this
campaign exemplifies his principles—focusing on benefits, authenticity, and emotional connection.
Common Mistakes to Avoid in Advertising - Overloading ads with information. - Ignoring the target
audience’s needs. - Relying solely on creativity without research. - Failing to include a clear CTA. -
Being too generic or vague. Final Thoughts: The Ogilvy Way to Selling Through Advertising Creating
advertising that sells by David Ogilvy is about understanding the customer deeply, communicating
a clear and compelling message, and continually refining your approach based on data. His
emphasis on research, honesty, and benefit-driven messaging remains relevant today. By applying
these principles, advertisers can craft campaigns that not only attract attention but also persuade
and convert audiences into loyal customers. Remember, successful advertising isn’t about trickery
or gimmicks; it's about truthful storytelling, understanding human psychology, and delivering
value—principles that David Ogilvy championed throughout his legendary career.

How to Create Advertising That Sells by David Ogilvy When it comes to crafting compelling,
effective advertising, few names resonate as powerfully as David Ogilvy. Often hailed as the
"Father of Advertising," Ogilvy's principles and strategies continue to influence marketers and
advertisers worldwide. His emphasis on research, clarity, and consumer-focused messaging laid



the foundation for what makes advertising truly sell. In this comprehensive guide, we will explore
the core concepts from Ogilvy's timeless work, "How to Create Advertising That Sells," breaking
down essential tactics and insights that can elevate your advertising campaigns to new heights.

The Philosophy Behind Effective Advertising

Understanding Ogilvy’s Core Beliefs

David Ogilvy believed that advertising should be honest, research-driven, and customer-centric. He
emphasized that good advertising is based on understanding the consumer's needs, desires, and
perceptions. Ogilvy famously said, "The consumer isn't a moron, she's your wife," underscoring the
importance of respecting the intelligence of your audience. Key Principles: - Focus on the benefits,
not just features. - Use research to understand your target audience deeply. - Be truthful and avoid
exaggeration. - Develop a unique selling proposition (USP). Pros: - Builds trust with consumers. -
Creates more targeted and effective campaigns. - Enhances brand reputation. Cons: - Requires
significant research and effort. - Can be time-consuming to identify true USPs.

Research as the Foundation of Successful Advertising

Why Research Matters

Ogilvy was a strong advocate for thorough research before creating any ad campaign. He believed
that understanding the consumer's mindset, preferences, and behaviors is critical to crafting
persuasive messages. How to Implement Research: - Conduct surveys and interviews. - Analyze
competitors’ advertising. - Study customer feedback and testimonials. - Use data analytics to
identify trends. Features: - Helps identify what appeals most to your target market. - Reveals
misconceptions or gaps in your current messaging. - Guides the development of compelling
headlines and offers. Pros: - Ensures your advertising is relevant. - Reduces guesswork and
increases ROI. - Identifies unique angles for your product. Cons: - Can be resource-intensive. - Data
collection and analysis may require expertise.

Crafting the Perfect Headline

The Power of a Great Headline

Ogilvy famously claimed that "On the average, five times as many people read the headline as
read the body copy." Therefore, the headline is arguably the most crucial component of any ad.
Ogilvy’s Tips for Headlines: - Make it specific and relevant. - Promise a benefit or pique curiosity. -
Use numbers and superlatives when appropriate. - Address the reader directly. Examples of
Effective Headlines: - "At 60 Miles Per Hour, the Loudest Noise in This New Car Is Your Own
Thoughts." - "How to Double Your Income in Six Months." Pros: - Immediately grabs attention. -
Sets the tone for the rest of the ad. - Drives higher engagement. Cons: - Difficult to craft compelling
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headlines consistently. - Overemphasis on headlines can overshadow the body copy.

Focus on Benefits, Not Features

Why Benefits Sell

A cornerstone of Ogilvy's philosophy is that consumers buy solutions to their problems, not just
features. Highlighting benefits makes your product or service more appealing. How to Highlight
Benefits: - Translate features into tangible advantages. - Use storytelling to demonstrate benefits. -
Incorporate testimonials or case studies. Features vs. Benefits: | Features | Benefits | ||| | Made of
stainless steel | Will not rust or tarnish, lasts longer | | 10-year warranty | You're protected against
defects and repairs | Pros: - Connects emotionally with consumers. - Differentiates your product
from competitors. - Increases perceived value. Cons: - May require deep understanding of
customer needs. - Over-promising can harm credibility if not delivered.

The Art of Writing Persuasive Body Copy

Engaging and Clear Language

After capturing attention with your headline, the body copy must maintain interest and persuade
the reader to act. Ogilvy emphasized clarity and simplicity. Tips for Effective Copy: - Use short
sentences and simple words. - Focus on the reader’s needs and desires. - Incorporate storytelling
and vivid imagery. - Use calls-to-action (CTAs) that are specific and compelling. Features of Good
Copy: - Authentic and honest tone. - Emphasizes benefits over features. - Reinforces the USP. Pros:
- Builds trust through transparency. - Encourages immediate response. - Enhances brand voice.
Cons: - Requires skill to balance persuasion and authenticity. - Risk of verbosity if not concise.

Using Visuals Effectively

The Role of Images and Design

While Ogilvy placed great importance on copy, he also recognized the power of visuals in
advertising. A compelling image can reinforce the message and increase memorability. Best
Practices: - Use high-quality, relevant images. - Ensure visuals complement the message. - Use
headlines and visuals cohesively. Features: - Draws attention quickly. - Evokes emotional
responses. - Clarifies complex ideas. Pros: - Increases ad recall. - Enhances aesthetic appeal. -
Supports storytelling. Cons: - Poor visuals can detract from the message. - Additional costs for
quality design.



Testing and Measuring Effectiveness

Iterative Improvement

Ogilvy was a proponent of testing different elements of advertisements to optimize results.
Whether it's headlines, offers, or visuals, continuous testing helps refine campaigns for maximum
effectiveness. Methods of Testing: - A/B testing different headlines or offers. - Tracking response
rates and conversions. - Gathering feedback from the audience. Features: - Data-driven decision-
making. - Enables quick adaptation. - Identifies what resonates best. Pros: - Improves ROl over
time. - Reduces waste on ineffective ads. - Provides valuable insights for future campaigns. Cons: -
Requires tools and expertise. - Can prolong campaign development.

Building the Brand Through Consistent Advertising

Creating a Cohesive Message

Ogilvy believed that consistent branding and messaging across campaigns build recognition and
trust. Every ad should reinforce the brand’s core identity and USP. Strategies: - Use a consistent
tone and style. - Maintain visual identity. - Reinforce key messages regularly. Features: - Enhances
brand recall. - Builds customer loyalty. - Differentiates from competitors. Pros: - Creates a strong
brand personality. - Long-term benefits far outweigh short-term gains. - Facilitates easier campaign
planning. Cons: - May limit creativity if overly rigid. - Needs careful brand management.

Conclusion: Applying Ogilvy’s Principles Today

Creating advertising that sells requires a blend of research, clarity, emotional appeal, and strategic
testing—all principles championed by David Ogilvy. His emphasis on honesty, understanding the
customer, and the power of a great headline remain relevant in today’s cluttered digital landscape.
By integrating these timeless strategies into your campaigns, you can craft advertising that not
only captures attention but also drives meaningful action and builds lasting brand loyalty.
Remember, the key to successful advertising is not just in the creative spark but in understanding
your audience and delivering messages that genuinely resonate. As Ogilvy famously stated, "The
best ideas come as jokes. Make your thinking as funny as possible." Keep experimenting, testing,
and refining, and your advertising efforts will undoubtedly see greater results. In summary: -
Prioritize research to understand your audience. - Craft attention-grabbing headlines. - Focus on
benefits that solve consumer problems. - Write clear, persuasive copy with a strong call-to-action. -
Use visuals strategically to reinforce your message. - Test and measure every element for
continuous improvement. - Maintain consistent branding to build recognition. By adhering to these
principles inspired by David Ogilvy's legendary work, you will create advertising that not only
captures attention but also compels your audience to act—ultimately leading to increased sales
and long-term brand success.
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Questions & Answers About how to create advertising

that sells by david ogilvy

No

Question

Answer

1

What are the key principles from
David Ogilvy on creating
advertising that sells?

David Ogilvy emphasized the importance of research,
understanding your target audience, crafting compelling
headlines, focusing on benefits rather than features, and
maintaining honesty to build trust and drive sales.

effectiveness of advertising
based on Ogilvy's methods?

2 How can | apply Ogilvy's advice | Ogilvy recommended making headlines clear, specific,
to write effective headlines that | and benefit-driven. Use compelling words, include the
sell? product's unique selling proposition, and ensure the

headline promises value to grab attention and encourage
further reading.

3 What role does research play in | Research helps identify your target audience's desires,
creating advertising that sells needs, and behaviors. Ogilvy believed that understanding
according to Ogilvy? your audience's motivations allows you to craft messages

that resonate, increasing the likelihood of sales.

4 How important are visuals in Ogilvy considered visuals crucial for grabbing attention
Ogilvy's approach to advertising | and supporting the message. Effective images should be
that sells? relevant, high-quality, and reinforce the headline and

overall message to persuade viewers.

5 What is Ogilvy's stance on Ogilvy strongly advocated for honesty, believing that
honesty and truthfulness in truthful advertising builds trust with consumers, leads to
advertising? long-term brand loyalty, and ultimately results in better

sales.

6 How can storytelling be While Ogilvy focused on clarity and benefits, storytelling
incorporated into advertising can be used to create emotional connections, making the
following Ogilvy's principles? product memorable. Use relatable stories that highlight

how the product solves problems or enhances lives.

7 What common mistakes should | | Avoid vague headlines, overloading ads with information,
avoid when creating sales-driven | neglecting research, and making false claims. Focus on
advertising based on Ogilvy's clarity, honesty, and understanding your audience to
teachings? craft effective ads.

8 How can | measure the Track key metrics like response rate, conversion rate,

and return on investment (ROI). Testing different
headlines, visuals, and messages helps refine your
approach and improve sales performance.

advertising copywriting, brand positioning, marketing strategies, persuasive advertising,

advertising principles, consumer psychology, advertising techniques, effective messaging,

advertising campaigns, marketing communication
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