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What Is Buzzworthiness? How Do We Create A Marketing Buzz?

By Jambhala Rinpo

What pops into your mind when you hear the word buzzworthy or even just buzz?

Well for starters, when I hear the word buzz on its own, I think of bees swarming around a hive full of
honey. If I think a little further I get an image of a busy New York street, a mall full of people, or even a
festival/parade. These things also bring me back to the image of the bees buzzing around a hive of
honey, the only difference is that they're people, and the honey is something that attracts them there.

The honey in New York would be business opportunities, social opportunities, and entertainment. In a
busy mall, it's the stores with the products and services they offer. A festival or parade has festivities,
extravagant performances, or entertainment value. All these things are what we could call buzzworthy,
because they attract a crowd of buzzing bustling people excited and active.

So now let's put these images in the frame of business and word of mouth/buzz marketing. When we're
trying to develop a viral marketing campaign, we need something buzzworthy. So let's look for some
honey that'll get the bees swarming. Since we're probably not selling honey to bees, we'll need to find
something that is sweet enough that will attract a swarm of buzzing excited customers for a feeding
frenzy.

This is where things could get challenging though. It would seem that there are so many products and
services out there, with so many marketing campaigns, that the swarms have scattered and become
uninterested. They've headed for the honey one too many times with the thought of how sweet it will
be, only to discover a bitter muck or molasses at best. This causes them to become discouraged,
untrusting, and wary of the next guy who advertises honey.

Don't let this get you down, or stop you from releasing a product. The fact that there are so many dud
products out there can be your opportunity to release a good one. According to the contrast principle,
those dud products can actually boost your recognition just by your ability to be so much better than
the competition.

Now I can sense that some of you are probably thinking "How can I be sure my product is better than
the competition?" It's simple; just make a product that is buzzworthy, which means making your
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product sweet enough to attract a swarm of buzzing customers. How? Through excellence! People talk
and get excited about excellence, and that is buzzworthiness. Here's a breakdown of how to be sure
your product is excellent.

− Don't overhype your product and then underdeliver. You may get a swarm on the initial product
launch, but when those buzzing bees find out that your honey is really molasses, the buzz will be
silenced, and you can say goodbye to your customers, because they won't be coming back for more.
Only amateurs focus on the first sale.

− Give your customers a high return on their investment. This means deliver what you promised, at a
fair price, and then overdeliver. Give them more than what they asked for. Add value to your product
where−ever value can be added. Stick behind your product, give support for your product, guarantee
your product or their money back, and tack on some bonuses for buying your product.

− Create a good Unique Selling Proposition (USP). Your USP is an attention grabbing phrase that
addresses a few of the following: What you're selling, how much, key benefits, &/or why buy from you.
This is an important part of your product creation process and is best if it's short, sweet, catchy, and
enticing. Pay attention to the word "unique" in there, because you need to have a unique quality that
makes you stand out from the rest of the crowd. You also want to make sure that your USP is
believable. Most people know the old saying "If it sounds too good to be true, it probably is", and if that
pops into their mind when they read your USP, then you're sunk.

Hype your product, and then overdeliver! Excellence is buzzworthy, and if you go that extra mile for
your customer, and if you exceed their expectations, then they will be excited about you and your
product, and they will tell others about it.

Q) What is buzzworthiness? A) Buzzworthiness is something that is buzzworthy.

Q) How do we judge what's buzzworthy? A) If it's buzzworthy, then it will create a buzz.

Q) What defines a marketing buzz? A) If customers are excited about a product, telling others about it,
and coming back for more with a swarm behind them in a feeding frenzy.

So there you have it folks. I hope this gives you a better idea of how viral/word of mouth/buzz
marketing works, and how you can create a buzz with your product/service. Just one more key to note
is that you should study the concept here, then innovate, and improve upon it. Some of the biggest
buzzes I'm sure are still to come, and you might just be the one to start them buzzing.

Jambhala Rinpo Internet entrepreneur focussing on Viral Marketing, Affiliate Management, and Joint
Venture Brokering.

http://www.ViralMarketingBuzz.com

http://www.AffiliateSuperNetwork.com
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Buzzworthiness Via Human Motivation

By Jambhala Rinpo

Creating something buzzworthy can be a challenge, but a challenge worth achieving. If you can create
something buzzworthy enough to get everyone buzzing about it and spreading the message virally,
then you've succeeded in doing something that most marketers only dream of.

Let's take a look at buzzworthiness from the perspective of the psychology of human motivation. If we
can grasp the concept of what motivates us as humans, then we'll have a better understanding of how
to utilize the motivation factors to encourage the viral spread of our message through starting a buzz.

The famous psychologist Abraham Maslow presented what he called the "Hierarchy of Needs".
According to this hierarchy, if a human doesn't have their basic needs met, then they will be motivated
mostly by meeting those basic needs first, giving less importance to the other needs. Let's take a look
at this hierarchy below:

1. Physiological needs: Food, water, shelter, and sex. 2. Safety: Freedom from the threat of physical
and emotional harm. 3. Social Needs: Friendship, belonging, and love. 4. Esteem Needs:
Achievement, recognition, and reputation. 5. Self−Actualization: Truth, meaning, and wisdom.

After fulfilling one group of needs starting with physiological needs, then we will become more
motivated to fulfill the next set of needs, which graduates us to the next set of needs, until we fulfill
self−actualization at the top of the hierarchy. This can essentially be seen as a scale of motivation. The
things that motivate us are the things that fulfill one or more of our needs.

So here's an example of how to easily create a buzz: Give out free food to famine stricken people.
Those peoples primary motivation would be to attain food, and if you provide it free, they will be
buzzing to get it, because it fulfills their basic needs. Does this example have much relevance to
modern marketing? What do you think would happen if you gave out free hamburgers to people at a
festival? You'd create a buzz and people would remember you. People walking away with their free
burgers would meet other people and say "They're giving out free burgers over there", thus
propagating your message virally via word of mouth and creating a buzz.

Okay I admit, there's another concept here that makes it buzzworthy. The concept is to have
something unique about your message/product/service. People will buzz about free burgers because
A) it fulfills one of their basic needs, and B) the offer is unique because it's free. If burgers were always
free, then there would be nothing to buzz about.

For people that have their physiological and safety needs met, it is easier to create a buzz through the
motivation to meet their social and esteem needs. A few of the greatest examples of viral marketing
such as Hotmail, MyJournal, MySpace, and Friendster are all examples of this. These companies
created a buzz because they offered something unique that fulfill the social and esteem needs through
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social communications, and social networking.

In these cases, the word of mouth buzz gets spread even faster because by spreading the word they
fulfill their social and esteem needs at the same time as fulfilling it from the service they're spreading
the word about. It works the same even with the example of free burgers. When someone walks away

with a free burger, they are inclined to go tell their friends about it, because it will boost their reputation,
recognition, and strengthen their friendship. Their friends will be excited and happy to get a free burger
thanks to you being the one to tell them about it. This is a key point in buzzworthiness and if
understood and implemented with the right ideas and the right messages, can increase your buzz
exponentially.

If you have a message, product, or service that is unique and fulfills one or more of our human needs,
then you are on your way to creating a buzz. If it is something that is so good that people's reputation
and recognition becomes boosted amongst those they tell about it, then it's definitely buzzworthy! The
only thing left is to tell people to spread the word about it, and make it as easy as possible for them to
spread it (ie. Viral tools such as tell−a−friend scripts, hand outs, pamphlets, e−mail forwarding, articles
they can freely publish, etc...).

Good luck creating a buzz!

Jambhala Rinpo is a viral marketing enthusiast and experimenter. For more info, tips, and tools on viral
marketing please visit his website:

http://www.ViralMarketingBuzz.com

or his blog:

http://ViralMarketingBuzz.blogspot.com
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