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Advertising
529 billion dollars

Video games
115 billion dollars

Film industry
89 billion dollars

Music Industry
18 billion dollars



Marketing - it is not new



Pompeii - 1st century AD 



Communication
is a real job 1



5.000 signals per day
commercial brands are winning











GOOGLE sells for 50 billion dollars of 
advertising space a year.



We cater to the need of 500 million people
for free.



Consumer

Citizen

VS



Consumer

Citizen



People working in advertising are the cleverest, most 
strategic and creative people you might ever meet.  

the competition 



Their job is to influence people’s decisions to 
buy things.
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Communication is the business of 
influencing behaviour

the game 
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Communication

Talk to the general public



Communication

Talk to the general public



need to be pedagogic
to explain more
they don’t get it
they know nothing about Europe
it’s impossible

Talk to the general public



The Customer is not a moron
She is your wife.

David Ogilvy



The rules of the 
game to influence 

behaviour 2













We always design for 
someone and we always 

design for a reason



someone 

reason

target audience
target group

customer segment
tone of voice

message

goal
objective

unique selling proposition
KPIs

metrics



If you know whom you talk to, you will 
always find the best way to do it. 

1



Remember when you explained to your 
mum what you were doing as a job. 



If you know why you are doing 
something, you will always find the 

best way to do it. 

2



Remember why you explained to your 
mum what you are doing in the first place. 



we talk to someone because we want this person to do 
something with us or for us



why do 
organisations 

communicate? 3







How do we talk
to people 

concretely? 4



occipital lobe and extrastriate cortex
2/3rd of brain processing power



System 1
immediate
automatic interpretation
emotion driven
visual

System 2
self-conscious 
rational 
data driven
textual





We always design for 
someone and we always 

design for a reason



micro-exercise (1mn.)
count the “7” in this slide



1629038467098253649201
0928394261827030932143
1425370563933849502156
0989645397261539416273
2543254282629940570321
6547894024352901923465
8906875849302321454379



1425370563933849502156
8906858493702321454332
0987964539261539741623
0928394261827030932143
1629038467098253649201
2543254282629940570321
6543794024352901923468



System 1
immediate
automatic interpretation
emotion driven
visual

System 2
self-conscious 
rational 
data driven
textual



1629038467098253649201
0928394261827030932143
1425370563933849502156
0989645397261539416273
2543254282629940570321
6547894024352901923465
8906875849302321454379

hard - you were not sure
possibly you did not answer



Our job is to understand how 
someone thinks or hire the 

people who do.



Blink - Malcom Gladwell

Thinking Fast & Slow - 
Daniel Kahneman

http://gladwell.com/blink/
https://www.amazon.com/Thinking-Fast-Slow-Daniel-Kahneman/dp/0374533555


micro-exercise (1s.)
what is it about?



in a hundred meters 
important risk of falling 

rocks from the right side 
of the mountain





in a hundred meters 
important risk of falling 

rocks from the right side 
of the mountain



We design for a reason and 
for someone

and we can eventually design visually



Reaching people 
where they are 5



is it possible to use all these channels at once?





How do commercial brands 
communicate? 

MARKETING
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People will forget what you said, 
people will forget what you did, 
but people will never forget how you made them feel.

Maya Angelou



Don’t sell with the first call



INTERREG Possible user



INTERREG

Possible user

hey, look at that ! 

  to go there, follow me 

      so much stuff we can do together! 



Never try to sell with the first call ! 
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Get into 
people’s shoes 6







Arabica

Robusta
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largest producers ?
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Ethiopia

Guatemala

Colombia

Kenya

Costa Rica

Honduras

Indonesia

RwandaPanamaUS Hawaii

Jamaica

Mexico

Tanzania

Yemen

Brazil



Vietnam
Kopi Luwak

Most expensive coffee?



100

50 Brazil 
Mexico

Ethiopia 
Jamaica30

10 Kopi  
Luwak

70 Arabica



Sophistication in a topic









know who you are talking to, so you can talk to 
him in his own words



Exercice Pick-up one specific field where you 
are more sophisticated than average

acting

language

board games

drawing

cooking

computers

computers

writing

dancing

fashion

decoration

DIY

juggling

fishing

gardening

horse riding

playing music

camping

driving

mushrooms

wine tasting

coffee

beer

sport



Exercice

find 6 images on the Internet: 

3 that speak to you as a sophisticated audience 

3 that speak to someone who does not know much 
about the field

Pick-up one specific field where you 
are more sophisticated than average



rough sophisticated



rough sophisticated



rough sophisticated







innovators early
adopters

early
majority

late
majority laggards

market 
share

2.5%
13.5%

34% 34%

16%

law of diffusion of innovation
Everett Rogers

https://en.wikipedia.org/wiki/Diffusion_of_innovations


Marketing

Public Relations

Advertising

Communication

Press
15 - 20%

5-10%

10 -15%

3%



in
conclusion



reason (goal)
target audience
medium & channel
message
way to say it (tone)
measure

freelance

agency



Communication

Advertising

Marketing PR

Press

influence ROI



Great campaigns for our citizen side







the
end

charlelie@old-continent.eu 
www.oldcontinent.eu



large audience

Ultra targeted audience

earned 
media

owned 
media

video

infographics

content marketing

newsletter

events


