What makes an idea, a product or a
behavior go viral and spread widely
without any real marketing input or
expenditure?

You might be tempted to think this is just
a matter of random luck but it's usually
not. Products or ideas become contagious
whenever and wherever six key STEPPS
principles come into play:

Social Currency You share those things
which make you look good

You have social currency when you know
about cool things which others are not yet
aware of. To get people talking, you have
to figure out what is truly remarkable
about your product or idea and what you
can do to make people feel like insiders.

Triggers Whatever is top of mind is also
at the tip of your tongue

Triggers prompt people to think about
your product or idea and to talk about it.
Find ways to design products and ideas
which are frequently triggered by cues in
the everyday environment. The more
often people think about you, the more
they will talk about you.

Emotion  When about
something, you share

you Care

If you make people feel something, they
will remember better. You can't help
sharing something which is highly
emotional — it's what humans do. Make
sure you pick the right emotions to evoke
and then build in clues which relate back
to those emotions.

Public If you build to show, you also
build to grow

If people see someone using your product
or idea, they're more likely to want it for
themselves. Find ways to make your idea
observable and you have something

Uro 3acraBiseT HAEI, MNPOAYKT WIH
CTUJIb TIOBEIEHUS MOAOOHO BHpYCY
pacrpocTpaHsiThCsl cpeau Jroae 0e3
KaKMX-TMOO  pEKIaMHBIX  XOJOB U
JIOTIOJIHUTENBHBIX 3aTpaT?

B03MOXHO, BBl CUMTAETE, YTO BCE ITO —
JIeJI0 Cilyyasi, HO, KaK IPaBWIO, 3TO HE
Tak. lIpoAykTbl WM WAECH CTaHOBATCA
«3apa3uTEIbHBIMW» TOTJA, KOIZa B UIPY
BCTYNAIOT IIECTh KJIFOYEBBIX ITPHHIIMIIOB
CTOIIIIN:

ConunajgnHag BagdioTa Brl nenurecs TeM,
YTO BBICTABJISIET BAaC B BBI'OJJHOM CBETEC

Ber oOnamaere commagbHON BaJIFOTOH,
KOTJIa 3HAaeTe O YeM-TO KPyTOM, O 4YeM
JpyTHe TOoKa He OCBeAOMJICHBL. UTOOBI
3aCTaBUTH JIIOJIEH TOBOPUTH 00 3TOM, BaM
HY)KHO TIOHSTh, 4Ye€M JICHCTBHTEIBHO
yHI/IKaJ'IeH Balll HpOI[yKT NI uaecst, 1 4To
BBl MOJKETE CJeJIaTh JIS TOTO, YTOOBI
3acTaBUTh  JIOJEH,  BBIOMpas  €ro,
9yBCTBOBATh CEOSI MOCBANIICHHBIMHU.

Tpurrepsr To, 4yTo Bcerma Ha ycrax —
JIy4Ill€ BCETO 3allOMUHAETCS

Tpurrepsl moOyxaaroT JOAEH TymMaTh O
BallleM IIPOLYKTE WIHM UAEE U TOBOPUTH O
Bac. Pa3paboraiite st CBOMX MPOIYKTOB

WIM UJIeH TakoW JH3aliH, >SJIEMEHTHI
KOTOpOTO Ob1 BCTPEYAIINCh B
IOBCEIHEBHOU peabHOCTH U

accollMUpoBaiUCh ¢ BaMu. Yem wyarie
JIOIA TyMArOT O Bac, TeM OOJIbIIIE OHU O
BaC rOBOPAT.

Imonun Korna Bac 4T0-TO BOJTHYET — BbI
JCIINTECh OTUM

[TpouyBCcTBOBaB 4TO-TO, JIOAM JTYYIIE 3TO
3anoMMHalOT. Bbl  He Moxere He
MOJEJIUTBCS  YEM-TO,  BBI3BIBAIOLIUM
CHJIBHBIE AMOIMM — 3TO CBOHCTBEHHO
BCEM JIIOJAM. YOeauTech, UTO  BbI
BbIOMpaeTe MOJIX OIS HMOIUH,
KOTOpbIE XOTHTE BBI3bIBATH, a 3aTEM
HAaCTPOWTE  MAasuKH, KOTOpble  ObI




which not only advertises itself but also
creates a behavioral residue effect.

Practical Value You like having news
you can use

People like to help others. Therefore, if
you have an idea that is a genuine benefit,
they will spread the word. Highlight the
true value of your product or idea and
then package your knowledge and
expertise so others can pass it on.

Stories Information travels under the
guise of idle chatter

People don't share information — they tell
stories. If you can wrap your idea into the
broader narrative of a story people want
to share, they will spread the word. The
trick is to make your message so integral
people can't tell the story without it.

If you're trying to make a product or an
idea become contagious, find ways to
build these six STEPPS principles into
the design of the product or into the
messaging which arises around your
product or idea. If you can do that, you
can make your product or idea go viral
and get everyone talking about it.

"Follow these six key STEPPS, or even
just a few of them, and you can harness
social influence and word of mouth to get
any product or idea to catch on. The best
part of the STEPPS framework is that
anyone can use it. It doesn’t require a
huge advertising budget, marketing
genius, or some sort of creativity gene. If
you follow these six key STEPPS, you
can make any product or idea
contagious."

Secrets never stay that way for long. If
someone tells you something in
confidence and begs you not to tell
anyone else, then your natural inclination
is to find someone to impress with what
you know. That's what social currency is
all about — you're in the know and they're

BO3BpallaJikd K 9TUM SMOLIUAM.

IMy6amka Korpaa Baimn npoaykT Ha BUAY —
CIPOC HA HETO PacTeT

Korma rogu  BHAAT, Kak  KTO-TO
MOJIb3YeTCSl  BAaIllUM TPOAYKTOM  HIIU
UJICCH, CKOpee BCErO UM TOXKE 3aX0YETCH.
Cpenaiite CBOIO HACH0 YHMKAJIbHOM, U
Torjga y Bac OyaeT He TOJIbKO TO, YTO
TOBOPHUT caMo 3a ce0si, a TaKkKe TO, YTO
croco0HO co3aaBaTh 3HEKT JTOMUHO.

IMpakTuyeckas IeHHOCTh Bam
HPaBATCA HOBOCTH, OT KOTOPBIX €CTh
oJIb3a

JionsM  HpaBUTCS TIOMOTaTh JIPYTHM.

IlosTomy, ecim y Bac ecTb ujes,
CIOCOOHasi IPUHECTH  IMPAKTHYECKYIO
MoJib3y, OHa  00s3aTeNbHO  Haijaer

pacnpocTpaneHue. PackpoiiTe HCTUHHYIO
LIEHHOCTh BAILETO MPOAYKTA WM UJIEH, a
3areM 0(GOpMHUTE CBOM 3HAHUSA WU OIBIT
TakuM 00pa3oM, YTOOBI JIpyrue MOTIJIN
MOJIXBAaTUTh U NEepeIaTh AaJblIle.

Hcropun HWupopmanust myTemecTByeT
O] MacKO# MycTOi OOJITOBHU

Jromu He nmensaTcs wHpOpMAIUEH — OHH
pacckaspiBaloT  uctopu. Ecnu  BbI
MOXET€ TMPENOJAHECTH CBOIO HJICI0 B
KauyecTBe MOJIHOIICHHOM UCTOPHH,
KOTOPOU JIIOJIN 3aXOTAT MOJETUTHCS, OHA
00s3aTeIbHO HAMJIET paclpoCTpaHEHHUE.
Bech ¢oxyc 3akirouaeTcss B TOM, 4TOOBI
clenaTh Balle IIOCIAHHME HACTOJIBKO
HEOTHEMJIEMON YacThIO HCTOPHUH, YTOOBI
ee Hesb3s ObLIO paccka3aTh 0e3 HeTo.

Ecim BB 1OBITAacTECH cAcjaTh  Balll
MPOAYKT WKW HJICI0 «3apa3uTebHON»,
CTapalTeCch MPUIEPKUBATHCA ITUX LIECTH
npuniunoB  CTOIIIN, pa3pabareiBas
U3alH UIIN KOHIICHIIHIO CBOETO
npoaykra unu uneu. Korma Bel Oyzaere
clieioBaTh 3TOMY, HMH(pOpMaIus O Bac
HAaYHET  PACIPOCTPAHATHCS  MOAOOHO
BHPYCY, BBI3bIBAs MHOYECTBO




not.

To really get people talking about your
product or idea, you have to mint some
social currency. You do this by making it
feasible for people to look good while
they promote your product or idea. There
are at least three

ways to do that:

1. Find your inner remarkability — if you
can point out something so extraordinary
about what you have that you become
worthy of remark, then that's exactly
what will happen. Remarkability comes
in many forms — you may be able to do
something nobody had ever thought
feasible or perhaps you're breaking the
pattern everyone was expecting. The
surprising thing about remarkability is
that it can be applied to anything and
everything if you dig deeply enough to
find out something interesting.

When you look for it, every product or
idea has something remarkable to draw
upon. For example, food blenders sound
pretty boring — but don't tell that to
Blendtec. In 2006, a new marketing
director joined the company and was
surprised to learn the company's founder
was field testing the durability of his
product in the workshop by grinding
boards of wood. He thought "What else
could the blender handle?" — so he spent
his  fifty-dollar  marketing  budget
purchasing some marbles, a handful of
golf balls and a garden rake. He then
made a video of the blender chewing
through these unusual objects and posted
it on YouTube. People were amazed and
in the first week alone he generated 6
million hits — making Blendtec into a
smash hit in more ways than one. Within
two years, Blendtec's blender sales
jumped by 700 percent as the company
continued to grind up everything
imaginable. Blendtec's online video series
Will It Blend? has generated more than
300 million hits from videos which are
made for less than a few hundreds dollars
each and which feature

pasroBOpOB.

«Cnenyst 9STUM  LIECTH  IPUHLIUIAM
CTOIIIHN nmu XoTss Obl HECKOJIBKUM W3
HUX, BBl CMOXETe Mpu3BaTh cebe Ha
cinykOy  OOIIECTBEHHOE BIUSHUE U
capadaHHOe paauo, 4ToOBI CAEIaTh CBOU
MPOIYKT WM UICH0 momyasipasiM. Camoe
nyumee B koHuenuuu CTEIIIN - To,
YTO el MOXKET BOCIIOJIb30BaThCS JIFOOOM.
Ona He  TpeOyeT  T'PaHIMO3HOTO
peKIaMHOro OI0JKEeTa, MapKETHHTOBOTO
TaJlaHTa WM KaKOW-TMOO TBOpPYECKOU
KWiku. Crnemayst 5TUM IIECTH KIFOYEBBIM
CTEIIIIM, BBl CMOXETE  CHeIaTh
«3apa3sUTEeNbHBIMY JTFOOOW TMPOIYKT WU
UJICION.

Pano wm  1mo3mHO, BCce  TaifHOE
CTaHOBHUTCA sSBHBEIM. Korma  KTo-TO
paccka3bIBa€T BaM YTO-TO IO CEKPETYy U
YMOJISIET, YTOOBI BBl HUKOMY OOJIbIIIC HE
TOBOPHJIM, TO Ballla Tpupoaa Tpedyer
HaWTH KOTr'0-TO, KOMY MOYHO
IIOXBAcTaTbCsd TEM, YTO BBl 3Haere. B
3TOM CYTh BCEH COLMAJIBHON BaIIOTHI —
BBl B TeMe, a OHH — HeT. YToOmI
JIEUCTBUTEILHO 3aCTaBUTh Jronen
TOBOPUTH O CBOEM MPOJYKTE WU HJee
BaM HY)KHO CO3/1aTh HEKYIO COIIHAIbHYIO
BamtoTy. /st aToro motpedyercs caenarb
TaKk, 4YTOOBI JIIOJW, TPOJBHUTAs BaIll
MPOAYKT WM HJIEI0, JyMaju, 4TO 3TO
BBICTABJIIET HMX B BBITOJHOM CBETE.
CymiecTByeT, MO MEHbIIEH Mepe, Tpu
croco0a, KaK 3TOro JOOUTHCS:

1.Haiigure CBOIO BHYTPEHHIOIO
HE3aypsOHOCTh — €CIU BBl CMOXETE
MOKa3aTh HEYTO HEOPJUHAPHOE U3 TOTO,
4YTO Yy Bac €cTh, Oyiarojgapsi 4emy BbI
CTOMTE BHUMAaHUS — BBl MOJIYYUTE 3TO
BHHMaHHUE. Ectp MHOTO dhopm
HEe3aypsTHOCTH — BO3MOKHO, Bbl MOXKETE
Jienarb TO, 4TO JAPYTHE BCErJa CUUTAIU
HEBO3MOXXHBIM, WJIH, MOXET OBbITh, BBI
paspbiBaeTe IIa0JIOH OKHUIAHUM IPYrux
JIoJe.  YIuMBUTENbHAsT  BEllb  3Ta
HE3aypsAAHOCTh — €€ MOYXHO HAWTH B 4YEM
YrOJHO M TJA€ YrOJHO, €CIU KOIHYTh




a regular household blender as the star
performer.

JOCTaTOYHO TJIy0OKO, 4YTOOBI HAWTH
Heuto wuHTepecHoe. I[lpu xemanuu, B
M000H HJ1ee UM MPOIYKTE MOYKHO HATH
YTO-TO He3aypsIHOe, JOCTOIHOE
BHUMaHus. K npumepy, B OneHaepax ass
NPUTOTOBJIEHUSI  €Ibl  HET  HHUYEro
WHTEPECHOTO — HO 3TO COBEPIIEHHO HE
ornocutcs k Blendtec. B 2006 roay y
9TOM  KOMIIAHMM  TIOABWJICSA  HOBBIU
JTUPEKTOP 1O MapKETHHTY, KOTOPBIM ObLI
BeChbMa YAWBIICH TE€M, YTO OCHOBATElIeM
KOMITaHUHU SBIISIETCS yyJaK,
WCIBITHIBAIONINI JIOJITOBEYHOCTh CBOEH
NPOAYKIIMK,  U3MeIb4as B CBOeH
MacTepcKoW JepeBsHHbIE Aocku. OH
OyMal: «A 4TO elle MOXKHO JeNaTh Mpu
oMoty OneHaepa?» - U MOTPATUII CBOU
MATHAAIATH JOJUTApOBBIN
MapKETUHTOBBIM OIO/KET Ha TOKYIKY
KycKa Mpamopa, TOpCTKM Msued s
roinb(a M cafoBbIX rpabenb. 3aTeM OH
CHAJI  Ha  BHJEO, KaKk  Onenjaep
MEPEeKEBBIBAET BCE OTH  CTPaHHBIC
npeaMeThl M BBUIOKHMI Ha YouTube. 3a

NEpBYI0 HEAETI0 pOJMK Habpan 6
MHJUIMOHOB ~ TIPOCMOTPOB,  IPHHECST
KOMITaHHH Blendtec

YMOIIOMpPAUYUTENbHBIN ycrnex. 3a JBa
roja, mpojaxu  Onengepo Blendtec
Belpocin  Ha 700 %, mnotoMy 4TO
KOMITaHHA MPpoAOoJDKajla M3MCJIIbYaTbh BCC
noapsa. Cepusi OHJAWH BHJIEO POJIMKOB
Blendtec «Will It Blend (A 310 MOXHO
u3MenpunTh)?» cobpama ©Gomee 300
MUIJIJIMOHOB IMpOCMOTPOB, XO0TsA Ha
KKl POJUK OBLIO OTPAu€HO MEHbIIIE
HECKOJIbKUX  COTeH JoiuapoB. Tak
OOBIYHBIM ~ OBITOBOW  OJleHIEp  cTan
3BE€3/101 JKpaHa.




