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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.

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
migration path for customers to move from being
casual to active, active to connected, and then
connected to superfans.

"Build a set of superfans, and no matter what

happens, they’ll always be there for you. Instead of

spending money on ads, spend more time on

people. Instead of worrying about the latest growth

hacks and strategies, worry about identifying and

addressing the biggest pains and problems in your

target audience. Instead of figuring out how to

optimize your conversion rates, figure out the rate

at which you’re able to connect authentically with

your audience and make them feel special. Fans

are important, but superfans are everything."

– Pat Flynn

“All you need is 1,000 true fans. They will drive two

hundred miles to see you sing. They will buy the

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

THE SUPERFAN JOURNEY

Phase 1 – . . . . . . . . . . . . . . . . . . Pages 2 - 3

Your casual audience is the largest segment of your customer base. These are people
who buy your product or service at least once because of the value you provide. Your goal
with this group is to create a trigger which signals they are in the right place, that there's
something special for them, and that they should become part of your active audience –
so casuals come back and do more business in the future.

Phase 2 – . . . . . . . . . . . . . . . . . . Pages 4 - 6

Your active audience know who you are and what you offer. Every time you create
something new, they pause and make a decision whether or not to buy. They like your
stuff – which is a great start – but they need convincing to act. Your goal with your active
audience is to help them become part of your connected community.

Phase 3 – . . . . . . . . . . . . . . . . . . Pages 7 - 8

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 what you'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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