
Engagement + Scaling Strategy
Description:
Diffusion of Innovations is a theory that seeks to explain how, why, and at what rate 
new new ideas and technology spread. This was developed by Everett Rogers in 1962. 
The basic idea is that if you are looking for adoption of something new, you should 
first seek to engage those that are most likely to get on board and then progressively 
others will witness this and begin to adopt the new thing (assuming good user 
experience, visibility etc) over time. Just as you segment your audience/market into a 
target markets, you should also segment the people with whom you hope to engage 
based upon their predisposition to try new things. Following are the categories, 
relative percentage of a population and definition for each one of these categories. 

● Innovators (2.5%): Innovators are the first individuals to adopt an innovation. 
Innovators are willing to take risks. 

● Early Adopters (13.5%): This is the second fastest category of individuals 
who adopt an innovation. These individuals have the highest degree of 
opinion leadership  among the other adopter categories.

● Early Majority (34%):  Individuals in this category adopt an innovation after a 
varying degree of time. This time of adoption is significantly longer than the 
innovators and early adopters. 

● Late Majority (34%): Individuals in this category will adopt an innovation 
after the average member of the society. These individuals approach an 
innovation with a high degree of skepticism and after the majority of society 
has adopted the innovation. 

● Laggards (16%):  Individuals in this category are the last to adopt an 
innovation. Unlike some of the previous categories, individuals in this 
category show little to no opinion leadership. These individuals typically 
have an aversion to change-agents. 

Understand who to “roll out” your idea to first drives both your engagement and 
scaling strategy. 

Framework Guide:

Looking at the worksheet you’ll note that an estimated 68% of the 
constituents you hope to serve are either Early Majority or Late Majority. You 
obviously want to help effectuate change for as many people as possible as 
quickly as possible. But that doesn’t mean you start by directly working with 
these people. That won’t work because the large majority of any population 
more often than not needs time and needs to be “influenced” to adopt a 
new idea, solution or innovation. So you start with the Innovators and Early 
Adopters (your “force multipliers”) and ask yourself what you need to do to 
get them on board and to facilitate their getting everyone else on board. 
And of course, what can you learn along the way about how your solution 
impacts people and what messaging to use for different categories of 
people within this framework?

Regarding the framework, first define your Innovators. Who are they? What 
do they do/what role do they play? When will they/can they interact/adopt 
the new thing? Where would they, why would they and how would they get 
on board? In addition, how can you work with them to help them bring the 
Early Adopters on board? 

After you’ve defined Innovators, do the same for each of the subsequent 
categories. Needless to say, these percentages are rough and this is both 
art and science. However, this should be extremely useful as you decide 
“first things first” and how to use your limited time and resources to both 
engage and create the greatest “multiplier effect” as you seek to scale. 
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