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Overview 

This book contains a systematic approach towards making 
ideas, products, and behavior become viral and contagious. It 
relies on social currency, and how to most effectively spread 
your idea or product through word of mouth. It describes how 
to trigger people’s emotions in order to get them to advertise 
for you for free. 

Introduction 

Catchy ideas spread through talk. While most people 
believe that social media is how to make something 
contagious, the data actually show that to be incorrect. 
Advertising an idea using social media is actually 
statistically ineffective despite the wide audience; only 
7% of endorsements happen online. Conversely, word 
of mouth is both effective and targeted. 

The system for making ideas spread through word of 
mouth can be summed in by the 6 “STEPPS”, which
the rest of the book follows. The 6 STEPPS are optional 
features to add to each idea, rather than a specific 
formula. You can skip one or two, but each of these 
STEPPS will add to the catchiness of your idea, and 
increase the odds that it will become contagious.  

Chapter 1.  Social Currency 

Most people spend a significant amount of time talking 
about themselves. Self-sharing is the intrinsic nature of 
humans, and inherently “me-focused”. In fact, scientific
studies have revealed that talking about yourself 
releases the same pleasurable dopamine as food or 
financial rewards. 

People subconsciously use self-talk to make good 
impressions with others. This type of self-talk (talking 
to increase your reputation) is therefore a type of social 
currency for increasing stature and rapport. 

There are 3 tricks to imbue social currency value into 
your idea: 

1. Inner remarkability: If your idea or product is 
unusual, attention worthy, or simply 
“something else”, it will give people something 
to talk about. The more novel, unbelievable, 
and crazy, the more chatter it will generate. By 
talking about your idea, people end up 
“looking cool”, thus increasing their stature. 

Example: A blender company released YouTube 
videos of the CEO blending marbles, CDs, and 
other random items. It ended up being an 
extremely successful method for advertising their 
blender. 

2. Leverage game mechanics: By creating a game 
or reward system, you encourage people to 
engage in social competition. In your game, 
there must be tangible symbols of achievement 
(badges, levels, etc.) that give people 
something to boast about to their friends, thus 
increasing their stature. 

Example: Airline companies keep track of miles 
flown by the customer, and give customers perks 
on milestones. This makes the customers feel like 
they are reaching the next level in a game. 

3. Make people feel like insiders: Adding a 
sense of exclusiveness and scarcity to a product 
can make it appear more valuable than it is. If a 
service is extended “by invite only”, customers 
feel privileged for the chance to participate. In 
such a case, the customers themselves become 
spokespeople for your service. They feel like 
they are part of something exclusive, thus 
increasing their stature. 

Example: A hidden bar’s entrance is located inside 
a phone booth at a hotdog stall. Whoever discovers 
the bar is told not to tell anyone except for just one 
other person. This results in such a sense of exciting 
privilege and social currency, that the hushed 
discussions generate free advertising for the bar.  


