And That's the Truth


By Gina LoRusso, Creative Coordinator

Last Monday I went to a Buffalo Bisons game with my boyfriend. The Buffalo Bisons are the local Triple-A baseball team who, during the off-season, became affiliated with the New York Mets. Upon learning of the team’s new affiliation, I immediately lost a little love for the Bisons. You see, as a born, raised, and practicing New York Yankees fan I find all things Mets well, second-rate.

Then I remembered an ad campaign the Mets ran a few years ago featuring their mascot Mr. Met. The premise was that while the team was away, Mr. Met came out to play and caused mischief in the stadium. The ads ended with a reminder of upcoming home games... 
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Mets Commercial #2

Mets Commercial #3
I love those commercials, and yet I wasn’t motivated to buy tickets to the next home game. What caused my non-purchase? To me, the team didn’t support that great ad campaign. In other words, the advertising was great, the product was not.

There is a belief that advertisers would say anything to sell a product and that advertisements are full of half-truths or lies. But that is simply not the case. First of all, the Federal Trade Commission has passed Truth in Advertising laws that ensure statements or claims made in advertisements are accurate and can be supported with factual evidence. 
Even without these laws a great advertising campaign can not make a bad product have record-breaking sales. Consider this: you see a great television ad for new sports product. You run out and buy the sports product and the product falls apart the second time you use it. What do you do? You tell your friends when you meet them out for a drink, you text your friends who live out of town, you change your Facebook status, tweet, and write a blog about how this product did not live up to what you saw the ad. Soon the bad feedback you and other early adopters are putting out about how bad this product is will cause that product to change or die.

You see, we have to tell you exactly how it is about a product, or you’ll be disappointed and will tell the world. In this tech-savvy age you have a lot more ways to get your negative feedback out for other consumers to see than ever before, which makes it all the more important that the information you’re getting from advertisers is the truth.

So the next time somebody tells you that advertising is a bunch of lies, you can tell them if the quality of product doesn’t back the advertising it won’t sell. And Mr. Met if you’re reading this, I hope you’re enjoying Citi Field.

