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The Product
"Whether it's a tangible product, a convenient service or some kind of ideology, commercials all sell something. The first step in creating your commercial is to decide what it is that you're selling. Although there are a variety of formats you can use, testimonials, expert witness, etc... most commercials follow the same basic formula. Introduce a problem (create a perceived need), present a solution (the product, naturally), and a call to action (Buy! Buy! Buy!) If this isn't challenging enough, it all has to happen in 30 seconds."*

	The Product:
	

	Describe it in detail:
	


The Problem"Using the classic commercial formula, you'll need to establish how the product will benefit the buyer. An easy way to do this is to begin by defining the problem our product will solve.
As a commercial producer, your first job will be to convince your viewers that they need the product you are selling."*

	Define the problem:
	

	How will you convince viewers that it is a problem?
	



The Solution
"You've established the problem, now you need to show how your product will solve it. The voice-over lists the benefits of the [product], but the audience needs to see your product in action to believe it works. Of course, when your star wears the [product], she is much happier and her life is exciting. The viewer connects her happiness with the use of the product. If she is so happy, they might be too (if only they had [the product])."*

	The Solution:
	

	Describe the solution in detail:
	


Showcase the Product

"Now it's time to show off the product. You can arrange the product and its accessories on a tabletop or counter in an attractive setup."*

	Describe how you will showcase the product:
	


Call to Action

"After you've created the problem and presented the product as the only logical solution, it's time to ask for the sale. This is where you motivate your audience to pick up the phone and buy the [product]."*

	Describe how you will ask for the sale:
	




*quoted material is all taken from "Selling Laughs: How to Create Your Own Commercial Parody" by Bill Davis, Videomaker Magazine, February 2000, http://www.videomaker.com/article/7460/

