AIDA Model
Attention

Asking questions is an excellent way to grab the audience's attention in the AIDA model.
Questions make the audience think and engage with the message. For example:

Examples

A skincare brand might ask, “Do you want flawless skin in just 7 days?”

e Reason: Questions tap into the audience's curiosity or desires, making them more likely
to pay attention to the ad.

1. Fitness Brand
e Question: "Tired of workout plans that don’t work?"

e Why it works: It identifies a common frustration and prompts the audience to seek a
solution.

2. Financial Services
e Question: "Are you saving enough for your future?”

e Why it works: It triggers self-reflection and engages the audience by addressing a
concern.

3. Travel Agency

e Question: "Ready for the vacation of your dreams?”
e Why it works: It excites the audience by offering something desirable.

4. Eco-Friendly Products

e Question: "Want to reduce your carbon footprint?"
e Why it works: It appeals to eco-conscious consumers and sparks interest in
sustainability.



5. Online Education Platform

e Question: "What if you could learn a new skill in just 30 minutes a day?"
e Why it works: It suggests a tangible benefit and encourages the audience to imagine the
possibility.

6. Luxury Automobiles

e Question: "Why settle for ordinary when you can have extraordinary?"
e Why it works: It creates intrigue and appeals to those seeking exclusivity.

7. Health and Wellness

e Question: "What’s stopping you from feeling your best?"
e Why it works: It encourages the audience to self-diagnose and consider the product as a
solution.

Interest

1. Fitness Brand

e Statement: "Meet Sarah, a busy mom who lost 20 pounds in 3 months with our
program.”

e Why it works: Sharing relatable success stories keeps the audience intrigued and
motivated.

2. Financial Services

e Statement: "Our clients save an average of $5,000 annually. Want to know how?"
e Why it works: It offers a compelling statistic and invites curiosity about achieving similar
results.



3. Travel Agency

e Statement: "Imagine waking up to the sound of waves on a secluded beach."”
e Why it works: Creates a vivid, aspirational image that draws the audience into the
experience.

4. Eco-Friendly Products

e Statement: "Our reusable bottles have saved over 10 million plastic bottles from
landfills!"
e Why it works: It sparks interest by highlighting a positive impact.

5. Online Education Platform

e Statement: "Over 1 million students have used our platform to advance their
careers. Why not you?"
e Why it works: Uses social proof to create interest in the program.

6. Luxury Automobiles

e Statement: "Feel the thrill of 0 to 60 in just 3.5 seconds. Experience it yourself."
e Why it works: Engages the audience with a sensory and emotional appeal.

7. Health and Wellness

e Statement: "Our all-natural supplement is backed by science and trusted by
doctors worldwide."
e Why it works: Combines credibility and curiosity to maintain interest.



Desire

1. Fitness Brand

e Statement: "Imagine finally fitting into your favorite jeans and feeling confident
every day."
e Why it works: It appeals to the emotional reward of confidence and achievement.

2. Financial Services

e Statement: "With our app, you'll never worry about missing a bill again. Enjoy
peace of mind today!"

e Why it works: It promises a stress-free life and financial control, which are highly
desirable outcomes.

3. Travel Agency

e Statement: "This all-inclusive package lets you explore paradise without breaking
the bank."

e Why it works: It combines the allure of luxury with affordability, making the offer
irresistible.

4. Eco-Friendly Products

e Statement: "Switch to our eco-friendly detergent and protect your family and the
planet—because you care.”

e Why it works: It ties the product to values like family safety and environmental
responsibility.

5. Online Education Platform

e Statement: "Advance your career with skills that top employers are looking
for—start today!"
e Why it works: It connects the audience’s goals with immediate, actionable benefits.



6. Luxury Automobiles
e Statement: "Experience unparalleled comfort, cutting-edge technology, and the

prestige you deserve."”
e Why it works: It taps into aspirations for status, comfort, and exclusivity.

7. Health and Wellness
e Statement: "Feel energized, look younger, and take control of your health with our

proven formula.”
e Why it works: It evokes the emotional appeal of vitality, youth, and empowerment.

Action

1. Fitness Brand
e CTA: "Sign up today and get your first month free—your transformation starts

now!”
e Why it works: Creates urgency and offers a risk-free opportunity to act.

2. Financial Services

e CTA: "Download our app and take control of your finances in minutes!”
e Why it works: Emphasizes simplicity and immediate benefits.

3. Travel Agency

e CTA: "Book your dream vacation today and save 20%—Ilimited time offer!"
e Why it works: Combines urgency with a tangible reward (discount).



4. Eco-Friendly Products

e CTA: "Make the switch to eco-friendly living—shop now and enjoy free shipping!”
e Why it works: Encourages immediate action by offering an added incentive (free

shipping).

5. Online Education Platform

e CTA: "Enroll now and start your first lesson today—no prior experience needed!”
e Why it works: Highlights ease of access and immediate start to remove hesitation.

6. Luxury Automobiles

e CTA: "Visit your nearest showroom for a test drive and experience luxury
firsthand."”
e Why it works: Invites a tangible, low-commitment first step (test drive).

7. Health and Wellness

e CTA: "Order now and join thousands who are living healthier, happier lives!"
e Why it works: Leverages social proof and encourages action with a positive community
vibe.



