
made to stick chip and dan heath
made to stick chip and dan heath is a phrase that immediately brings to mind the
groundbreaking book "Made to Stick" authored by brothers Chip and Dan Heath. This
influential work explores why some ideas thrive while others fade away, providing a
framework for creating messages that are memorable, engaging, and impactful. The Heath
brothers combine storytelling, psychology, and communication theory to uncover six key
principles that make ideas “stick” in the minds of audiences. Understanding these
principles is essential for marketers, educators, leaders, and anyone interested in crafting
compelling messages. This article delves into the core concepts of "Made to Stick," the
backgrounds of Chip and Dan Heath, practical applications of their ideas, and the lasting
influence of their work in various fields. The following sections will guide readers through an
in-depth exploration of the Heath brothers’ methodology and its relevance today.

Who Are Chip and Dan Heath?

Overview of Made to Stick

The Six Principles of Sticky Ideas

Applications of Made to Stick Principles

Impact and Legacy of the Book

Who Are Chip and Dan Heath?
Chip Heath and Dan Heath are American authors and educators known for their expertise in
business communication, psychology, and organizational behavior. Chip Heath is a
professor at Stanford Graduate School of Business, specializing in organizational behavior
and management. Dan Heath, his younger brother, is a senior fellow at Duke University’s
CASE center, focusing on social entrepreneurship. Together, they have authored multiple
best-selling books, including "Made to Stick," which synthesizes their research and
experience into practical advice for effective communication. Their collaboration combines
academic rigor with accessible writing, making complex ideas understandable and
actionable.

Overview of Made to Stick
"Made to Stick," published in 2007, investigates what makes certain ideas memorable and
effective. The Heath brothers argue that sticky ideas share common traits that enable them
to survive and thrive in a noisy, information-saturated world. Drawing on extensive
research, case studies, and real-world examples, the book presents a framework for
crafting ideas that resonate and endure. The authors emphasize that stickiness is not a
matter of luck or charisma but can be systematically engineered by following six key



principles. This framework helps communicators ensure their messages are not only heard
but also remembered and acted upon.

The Six Principles of Sticky Ideas
The core of "Made to Stick" lies in the six principles that make ideas stick. These principles
provide a blueprint for designing messages that capture attention and stay in memory.

1. Simplicity
Simplicity involves finding the core of an idea and expressing it in a compact, clear way.
The Heath brothers highlight the importance of stripping away unnecessary details to
reveal the essence, making the message easier to understand and remember.

2. Unexpectedness
To grab attention, ideas must break patterns and surprise the audience. Unexpected
elements provoke curiosity and encourage people to engage more deeply with the
message.

3. Concreteness
Concrete ideas use sensory information and specific details rather than abstract concepts.
This tangibility helps audiences visualize and internalize the message more effectively.

4. Credibility
Credibility ensures that the audience trusts the idea. This can be achieved through
authoritative sources, statistics, or vivid details that make the idea believable.

5. Emotions
Emotional appeal motivates people to care about the idea. The Heath brothers stress that
connecting ideas to feelings enhances memorability and drives action.

6. Stories
Stories provide a narrative structure that aids comprehension and retention. They allow
listeners to experience the idea vicariously, making it more engaging and persuasive.

Simplicity: Distill the core message



Unexpectedness: Surprise and provoke curiosity

Concreteness: Use vivid, sensory details

Credibility: Build trust with facts and authority

Emotions: Connect on a personal level

Stories: Use narratives to illustrate ideas

Applications of Made to Stick Principles
The principles outlined in "Made to Stick" have been widely adopted across industries and
disciplines. Marketers use these strategies to craft memorable advertising campaigns that
resonate with consumers. Educators apply the principles to enhance student learning by
making lessons more engaging and easier to recall. Nonprofit organizations leverage the
framework to increase fundraising success by telling emotionally compelling stories. In
leadership and management, these concepts help communicate vision and strategy with
clarity and impact.

Marketing and Advertising
Advertising campaigns often rely on simple, unexpected, and emotional messages to break
through the noise. The Heath brothers’ insights assist marketers in designing ads that leave
a lasting impression and influence consumer behavior.

Education and Training
Teachers and trainers utilize concreteness and storytelling to make complex subjects
accessible and memorable. This approach supports better comprehension and long-term
retention among learners.

Nonprofit and Social Causes
Nonprofit organizations adopt the sticky principles to raise awareness and drive action. By
crafting emotionally charged narratives and credible messages, they enhance donor
engagement and public support.

Impact and Legacy of the Book
"Made to Stick" has become a seminal work in the fields of communication, marketing, and
behavioral science. Its influence extends beyond literature into practical tools and
workshops based on the Heath brothers’ research. The book has inspired countless



professionals to rethink how they craft messages and has fostered a greater appreciation
for the science behind effective communication. The enduring popularity of "Made to Stick"
underscores the relevance of Chip and Dan Heath’s insights in a world increasingly
dominated by information overload and fleeting attention spans.

Frequently Asked Questions

What is the main premise of 'Made to Stick' by Chip and
Dan Heath?
The main premise of 'Made to Stick' is that ideas that are memorable and impactful share
six key traits summarized by the acronym SUCCESs: Simple, Unexpected, Concrete,
Credible, Emotional, and Stories. The book explains how to craft ideas that stick in people's
minds.

Who are Chip and Dan Heath, the authors of 'Made to
Stick'?
Chip and Dan Heath are brothers and authors known for their work in business and
communication. Chip Heath is a professor at Stanford Graduate School of Business, and
Dan Heath is a senior fellow at Duke University's CASE center. Together, they write about
how to make ideas and messages more effective.

What does the acronym SUCCESs stand for in 'Made to
Stick'?
In 'Made to Stick,' SUCCESs stands for Simple, Unexpected, Concrete, Credible, Emotional,
and Stories. These six principles are used to create ideas that are more likely to be
remembered and have a lasting impact.

How can 'Made to Stick' help improve communication
skills?
'Made to Stick' provides practical strategies for making messages clearer and more
engaging by focusing on the six principles of SUCCESs. By applying these principles,
communicators can craft ideas that resonate better with audiences and are easier to
understand and remember.

Can the concepts in 'Made to Stick' be applied to
marketing and advertising?
Yes, the concepts in 'Made to Stick' are widely used in marketing and advertising to create
memorable campaigns. By making ads simple, unexpected, concrete, credible, emotional,
and story-driven, marketers can increase the chances that their messages will stick with
consumers.



Additional Resources
1. Made to Stick: Why Some Ideas Survive and Others Die by Chip Heath and Dan Heath
This book explores why certain ideas are memorable and effective while others fade away.
The Heath brothers introduce the SUCCESs model—Simple, Unexpected, Concrete,
Credible, Emotional, and Stories—to explain how to craft messages that stick. Filled with
practical examples and research, it is a foundational read for marketers, educators, and
anyone interested in communication.

2. Switch: How to Change Things When Change Is Hard by Chip Heath and Dan Heath
In this follow-up to Made to Stick, the Heath brothers delve into the psychology of change.
They explain how to overcome resistance and create lasting transformation by appealing to
both the rational and emotional sides of the brain. The book offers actionable strategies for
individuals and organizations struggling with change.

3. Decisive: How to Make Better Choices in Life and Work by Chip Heath and Dan Heath
This book focuses on improving decision-making processes to avoid common biases and
errors. The Heaths present a four-step WRAP framework—Widen your options, Reality-test
your assumptions, Attain distance before deciding, and Prepare to be wrong—helping
readers make smarter, more informed choices.

4. Contagious: Why Things Catch On by Jonah Berger
Jonah Berger examines the science behind why certain products, ideas, or behaviors
become popular. He outlines six principles of social transmission, including social currency
and triggers, that explain how to create contagious content. This book complements Made
to Stick by focusing on virality and social influence.

5. Influence: The Psychology of Persuasion by Robert B. Cialdini
A classic in the field of persuasion, this book explores six key principles—reciprocity,
commitment, social proof, authority, liking, and scarcity—that drive human behavior.
Cialdini’s insights help readers understand how to ethically influence others, making it a
valuable companion to the Heath brothers’ work on sticky ideas.

6. The Tipping Point: How Little Things Can Make a Big Difference by Malcolm Gladwell
Gladwell investigates how small, seemingly insignificant factors can cause ideas or trends
to reach a tipping point and spread rapidly. The book introduces concepts like the Law of
the Few and Stickiness Factor, which align closely with themes in Made to Stick. It’s a
compelling exploration of social epidemics and change.

7. Pre-Suasion: A Revolutionary Way to Influence and Persuade by Robert B. Cialdini
In this follow-up to Influence, Cialdini discusses the importance of what happens before
delivering a message. He argues that setting the right context and priming the audience
can dramatically increase the effectiveness of persuasion. This book provides deeper
insights into crafting compelling and sticky messages.

8. Drive: The Surprising Truth About What Motivates Us by Daniel H. Pink
Pink challenges traditional notions of motivation and presents a new framework based on
autonomy, mastery, and purpose. Understanding what drives people can help in creating
messages and ideas that resonate deeply and stick. This book pairs well with Made to Stick
by addressing the emotional and psychological elements of motivation.



9. Thinking, Fast and Slow by Daniel Kahneman
Kahneman’s groundbreaking work explores the dual systems of thinking—fast, intuitive
thinking and slow, deliberate reasoning. By understanding these cognitive processes,
readers can better craft messages that engage the brain’s intuitive system, making ideas
more memorable and sticky. This book provides a cognitive science foundation relevant to
the principles in Made to Stick.
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