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Contagious

Made to Stick

Key books





• Simplicity
• Unexpectedness/Surprise/Interest
• Concreteness
• Credibility
• Emotions – Most Important
• Stories



Contagious by Jonah Berger helped me to understand the reasons for the 
content going viral. 



Why is creating viral content 

important?



Mo Content Mo Problems

Source: Fractl



Why do people share?







Why do people share?



Emotions are ContagiousEmotions are Contagious



Plutchik’s Wheel of Emotion



Seven Most Viral EmotionsSeven Most Viral Emotions

1. Awe
2. Anger
3. Anxiety
4. Fear
5. Joy
6. Lust
7. Surprise



Some research 



New York Times – 5 Primary Motivations for 
Sharing

Source: Fractl



Emotions and neuroscience

Evoking emotions is essential in viral content. Why? Because
emotions themselves spread virally as an inherent part of the way

our brains work, a function of mirror neurons. 



Emotions 

Not all emotions are created equal . Some are better than others at
improving Shares per Viewer (i). Increasing shares per viewer is the key

To creating a viral effect.  High arousal emotions are essential.

Source: Fractl



The viral loop



The Viral Loop



Approver



Commenter



Reporter



Broadcaster



Believer



Fan



Rebecca BlackRebecca Black ’’s s ““ FridayFriday ””

Voted worst song of all time.Voted worst song of all time.



69 Million Views on You Tube69 Million Views on You Tube



The natural trigger was to go there each Friday.The natural trigger was to go there each Friday.



The mathematics



The Math behind Virality 

Key variables:

Custs(0) The initial set of customers

i The number of invites sent out

conv% The percentage of invites that convert into customers



The Viral Coefficient

K The Viral Coefficient

K = no of invites  x  The conversion %    (i x conv %)

Turns out to be a very important variable. It equals the number of new customers that each 
customer is able to successfully invite.



An Example

Custs(0) = 5

i = 10

conv% = 20%

K = 2

Cycles 0 1 2 3 4 5

New custs added this cycle 10 20 40 80 160 

Total Customers:  C(c)  5 15 35 75 155 315 



What we learned

Viral Coefficient must be > 1

to have viral growth

Viral Growth is a compounding phenomenon

Increasing the Viral Coefficient has a big impact on the rate of growth



YouTube’s Viral Loop

User discovers YouTube

Sees some hilariously funny content

Decides to share that with friends

Friends see hilariously funny content

Decide to share that with their friends

The time to infect is far shorter!



Top tips



Viral Marketing – Don ’t Try to Do it All

Sales 

Funnel Usefulness Relative Ease  Successful?
Awareness Extremely High Easy All

Interest High Difficult Few

Evaluation High Extremely Difficult Very Few

Commitment High Extremely Difficult Almost no one

Referral High Extremely Difficult Some

*Know your goals, and know what viral can realistically accomplish*



Viral Marketing – Best Fit



Viral Hook  - What works:

Something of Value :

Applications

Educational content

Data

Things of monetary value (Discounts and coupons)

Something entertaining

Humor

Games

News

Inherently Viral Services

Email, Skype, etc.

Other?
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