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SUPERFANS

The Easy Way to Stand Out, Grow Your
Tribe, and Build a Successful Business

PAT FLYNN

PAT FLYNN is a podcaster, author, and the founder of several websites. He is best known for his Smart Passive Income blog,
which has been featured in Forbes, the New York Times and many other publications. His Smart Passive Income podcast has
been ranked as high as #3 for business podcasts in iTunes. Pat Flynn's first online business was GreenExamAcademy.com,
which offers publications designed to help people pass the LEED exam in the architecture industry. Pat Flynn is a graduate of
the University of California, Berkeley.

The website for this book is at: www.yoursuperfans.com.
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SUMMARIES.COM is a lifetime learning company specializing in business smarts. We provide concise information and tools for

salespeople, business owners and managers and entrepreneurs to get ahead. Read less, do more. www.summaries.com
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MAIN IDEA

The name of the game in business today is to
create "superfans" — highly engaged customers
who will go out of their way to buy and use
everything you create. If you can create a tribe of
superfans around the world, you future-proof your
business.
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It's common to assume that superfans only exist for
musicians, sports teams, and celebrities, but the
reality is pretty much every business can create
energized superfans. You just have to create a

-"’
o

Q..
)/  Connected <
..‘

. .
P Active customers ol
“

.
e

Y Casual customers

THE SUPERFAN JOURNEY

migration path for customers to move from being Phase 1 - Active customers . . . . .. ... Pages 2-3
casual to active, active to connected, and then

connected to superfans.

. P Your casual audience is the largest segment of your customer base. These are people

Build a set ?f superfans, and no matter what who buy your product or service at least once because of the value you provide. Your goal

happens, they'll always be there for you. Instead of with this group is to create a trigger which signals they are in the right place, that there's

spending money on ads, spend more time on something special for them, and that they should become part of your active audience —
people. Instead of worrying about the latest growth so casuals come back and do more business in the future.

hacks and strategies, worry about identifying and

addressing the biggest pains and problems in your

target audience. Instead of figuring out how to Phase 2 - onnected customers . . . . . .. .. ... Pages 4 -6
optimize your conversion rates, figure out the rate

o m;hlcf(lﬁy %u re il;lemtokcog]nengt fau;hentlciajly FW',:h Your active audience know who you are and what you offer. Every time you create
y(r)uin?u ; r;:teba ¢ aﬂ? n e p e?/ spz?na "y ans something new, they pause and make a decision whether or not to buy. They like your

are important, bu sup;ataFls :ne LIS stuff — which is a great start — but they need convincing to act. Your goal with your active

a y audience is to help them become part of your connected community.
“All you need is 1,000 true fans. They will drive two
hundred miles to see you sing. They will buy the (TPYOE PN - ccted customers SUPERFANS - - - - - - Pages 7 - 8

super deluxe re-issued hi-res box set of your stuff
even though they have the low-res version. They
have a Google Alert set for your name. They
bookmark the eBay page where your out-of-print
editions show up. They come to your openings.
They have you sign their copies. They buy the
t-shirt, and the mug, and the hat. They can’t wait till
you issue your next work. They are true fans.”
— Kevin Kelly, senior editor,
WIRED magazine, 2008

Customers in your connected community hear from you regularly and also have
conversations with each other. Community members start identifying with your mission,
and generate the bulk of your comments, feedback, and survey results. These people
love whatyou're doing, and will validate new ideas which will help your business excel and
grow. Your goal with your connected community is to fan the flames of their interest so
they voluntarily make the transition to superfans.
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The Ultimate Business Library

We condense 300+ page business books into
8-page summaries.

By reading summaries, you'll get the key ideas in
30 mins, so you can spend more time turning your
ideas into dollars.

Knowledge is Power — Invest in Your Future

For just $2 per week, you will...

> Learn from the mistakes and success of the smartest people in business;

> Get fresh ideas, strategies & motivation that could be worth millions to you;

> Follow emerging trends, so you can catch the wave before your competitors do;
> Catch up on the classics you always wanted to read.
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Our catalog includes summaries on a range of topics for
aspiring entrepreneurs, managers, and consultants.
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