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Gamifica<on	  Can	  
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A@ract	  Users	   -‐  40%	  increase	  in	  unique	  users	  
-‐  30%	  of	  visitors	  registered	  

Engage	  Users	   -‐  100%	  increase	  in	  page	  views	  
-‐  85%	  increase	  in	  <me	  on	  site	  

Grow	  Base	   -‐  10X	  increase	  in	  Facebook	  par<cipa<on	  
-‐  5X	  increase	  in	  Facebook	  par<cipa<on	  

Mone<ze	  Traffic	   -‐  42%	  increase	  in	  ad	  revenue	  
-‐  47%	  increase	  in	  associated	  product	  sales	  





Content	  



Community	  



Understand	  your	  Business	  Goals	  
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Understand	  your	  audience	  

•  Who	  they	  are.	  
•  What	  they	  do.	  
•  Why	  &	  how	  they	  do	  it.	  



Rank	  Ac<ons	  

	  Ac$ons	  
	  Rela$ve	  
Value	  

	  Register	  	  	  	   	  10x	  
	  Connect	   	  9x	  
	  Watch	  Video	  	  8x	  
	  Share	  	   	  8x	  
	  Watch	  
Slideshow	   	  5x	  
	  Complete	  
Profile	   	  4x	  
	  Upload	  
Video	   	  3x	  
	  Comment	   	  1x	  



Determine	  Success	  Metrics	  

•  Gamifica<on	  can	  begin	  as	  invisible	  to	  users.	  	  
•  Create	  an	  Engagement	  Score	  when	  you	  track	  ac<ons	  &	  
award	  points	  behind	  the	  scenes.	  

•  Establish	  baseline	  metrics	  to	  compare	  against.	  



Rewards	  

•  Points,	  Badges	  &	  Trophies,	  Virtual	  Items.	  
•  Access	  to	  content.	  
•  Digital	  or	  physical	  goods.	  
•  Coupons…	  



Surprise	  &	  Delight	  

•  Create	  an	  informa<on	  gap.	  
•  Don’t	  tell	  users	  how	  to	  earn.	  
•  Users	  don’t	  even	  know	  they	  exist	  un<l…	  



Prevent	  chea<ng.	  

•  Consider	  the	  natural	  	  
Ac<on	  frequency.	  

•  Extend	  that	  by	  X%	  	  
for	  edge	  cases.	  

•  Communicate	  these	  	  
reward	  limits	  (rules).	  

•  Enforce	  them!	  



•  Surface	  Gamifica<on	  in	  a	  non-‐obtrusive	  way	  on	  all	  
pages	  and	  create	  ac<onable	  feedback	  loops.	  

•  No<fica<ons	  are	  effec<ve	  because	  they	  :	  

– Recognize	  	  &	  	  Respond	  
– Reinforce	  	  
– Recommend	  

Real-‐<me	  Feedback	  



•  Give	  users	  a	  clear	  path	  to	  achievement	  with	  visual	  
indicators	  of	  their	  progress	  toward	  the	  next	  
milestone	  

•  Show	  them	  that	  they	  have	  a	  history	  and	  a	  forward	  
looking	  goal	  to	  work	  toward	  

Progress	  Bars	  

Your	  profile	  is	  now	  30%	  complete	  

Continue No Thanks 



Newsfeeds,	  Leaderboards,	  Tickers	  
•  Surface	  and	  cross-‐promote	  content	  	  
•  Expose	  ac<vity	  	  
•  Highlight	  users	  	  



Groups	  &	  Teams	  

•  Encourage	  addi<onal	  engagement	  
by	  providing:	  
–  Higher	  Stakes	  
–  Accountability	  
–  Shared	  Success	  	  



Virtual	  Goods?	  

baaa	  



Giking	  

•  Community	  
•  Reciprocity	  
•  Obliga<on	  
•  Altruism	  
•  Explora<on	  



Integrated	  Components	  

•  Public	  Profile	  Page	  
•  Persistent	  Mini-‐Profile	  
•  Community	  Page	  
•  Reward	  exis<ng	  ac<vi<es	  



•  Mobile	  
•  Standalone	  App	  
•  Set	  Top	  Box	  
•  In-‐store	  
•  On-‐site	  

Integrate	  XPlamorm	  



•  Broadcast	  achievements	  
•  Give	  explicit	  missions	  
•  Reward	  	  for	  sharing	  
•  Reward	  for	  conversion	  

Social	  Media	  



Analyze	  &	  Use	  the	  Data!	  

•  Track	  all	  important	  user	  Ac<ons.	  
•  Iden<fy	  pa@erns.	  
•  Merge	  with	  other	  op<miza<on	  datasets.	  
•  User	  Segmenta<on.	  
•  Email	  marke<ng.	  
•  360	  degree	  consumer	  profile.	  
•  Op<mize:	  iterate	  &	  refine.	  



Do	  this.	  	  	  	  	  	  	  	  	  	  	  	   	   	  Get	  that.	  

•  Goals	  
•  Audience	  
•  Measure	  
•  Op<mize	  

	  

•  Increase	  in	  key	  
metrics.	  

•  A	  more	  engaged	  
customer	  base.	  

•  Ac<onable	  insights.	  
•  A	  leg-‐up	  on	  the	  
compe<<on.	  
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