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Are you looking for FOMO marketing examples you can use to drive more
sales? FOMO marketing is a great technique to make your visitors eager to
buy from you. However, if you’re not implementing it correctly, it can appear
to be manipulative and might even alienate your more savvy shoppers.

“FOMO?” stands for the fear of missing out, a psychological trigger humans
can’t help responding to. According to a study of the phenomenon published
in Computers in Human Behavior, FOMO is “a pervasive apprehension that
others might be having rewarding experiences from which one is absent.”

Let’s face it; nobody likes feeling they’ve been left behind.

So what about using FOMO in marketing? FOMO marketing is messaging
that triggers your audience’s innate fear of missing out in order to make them
more likely to take action.



In this guide, we’re going to share some effective FOMO marketing examples
that’ll help you to use this important marketing strategy the RIGHT way.

Why Use FOMO in Marketing?

Let’s take a look at some FOMO statistics, as that’ll help you understand why
FOMO marketing campaigns are so effective, especially with certain
demographics.

A lot of data suggests that FOMO is most prevalent among millennials.

Around 69% of millennials experience the phenomenon, and according

to Strategy Online, 60% of millennials make reactive purchases because of
FOMO. In other words, they’ll buy something just because they feel they
might miss out.

However, it’s not just millennials who suffer from FOMO. According to other
data, more than half of people using social networks suffer from FOMO.
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Fear of Missing Out

56% are afraid of missing something
such as an event, news, important
status update if they don’t keep an
eye on their social networks

With more than 3 billion active social media users worldwide, according
to We are Social, that’s a huge potential audience.

The bottom line: it’s essential to learn how to use FOMO in marketing, no
matter what age group or location you’re targeting. So now, let’s look at
some FOMO marketing examples and tactics.
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1. Show That People are Buying

Some of the most effective examples of FOMO trigger the feeling without
even making a sales pitch.

These days, it’s not unusual to see live information on sales when you visit a
website, as in this example from SeedProd:

The #1 Coming Soon Page and Maintenance Mode
Plugin for WordPress

yrockot Yoot Emnall List & Limst Access to Your Webnsite While Under Corstruction

Anthony

just purchased SeedProd! 53 Watch 2 Short Welk Thwowgh Videa
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This shows the first name and location of a recent purchaser, so it’s clear it’s
a real person. If visitors to your site know other people are buying, then they’ll
want to buy, too. SeedProd is using TrustPulse social proof notifications to

create these popups.



2. Display Best Selling or Top Rated Items

When website visitors are able to see what your best selling or top rated
products are, it will give them a healthy dose of FOMO too. After all, when
you see a cool product that other people are buying, you’ll want it for
yourself.

So, be sure to display best selling or top rated items prominently on your
website. Here’s how the cosmetics company ColorPop does it:

best selling palettes
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3. Highlight Missed Opportunities in your Messaging

One site that’s great at using these tactics is Booking.com, which has
multiple examples of FOMO on every page. In this tip, we’re focusing on
ramping up FOMO by showing that visitors have actually missed out on a
great deal.

Booking.com shows this with messaging showing when the property you’re
looking at is sold out in big red letters:

Hampton Inn NY-JFK Jamaica-Queens Very Good

1,647 raviews

Q Queens - Show on map E(13 km from center)

Sorry, this property is sold out from Fri, Dec 22 - Sun, Dec 24

i Your dates are popular and we've run out of availability, Are you flexible?

Show dates with availability Only show available properties

As you’ll see, Booking.com also uses some of the other FOMO marketing
examples we’ll share in this article.



4. Show Stock Levels

Scarcity is a big component of FOMO marketing because if something’s
about to run out, there’s a huge incentive to get it now. There are many ways

to highlight scarcity.

For example, if you’re running an online store, you can show stock levels, as

Amazon does:
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Cabin Max

Cabin Max Metz Backpack Flight Approved Carry on
Bag

YWirdrrds - 616 customer reviews | 107 answered questions

Price: $48.99 vprime g FREE Returns
Get S50 off instantly: Pay $0.00 upon approval for the Amazon Rewards Visa Card.
Color: Groy/Black
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Only 2 left in stack - order soon.

Expected to arrive after Christmas, Need a gift quickly? Send the gift of Prime or an
Amazan Gift Card by email or text message.

Or, if you’re in the travel business, you could show the number of spaces left,

as Booking.com does:



Best Western Victoria Palace Good 78

. 4,537 roviows
Promoted

Q Westminster Borough, London - Show on map El(In the city center)

9 people are locking right now
Booked 15 times in the last 6 hours

DR © ©

Double Room e . Last-minute price drop!
In high demand - only 2 rooms left on our site!

See our last available rooms >

And you can ramp up the FOMO advertising with “while stocks last”
messaging, that suggests that your product or service is about to run out or
disappear:



5. Make Your Visitors Watch the Clock

When thinking about how to create FOMO, you can also look into urgency in
marketing. It’s another tactic that triggers loss aversion—a fancy term for
FOMO. If your visitors think they’ll miss out by running out of time, they’re
more likely to reach for their virtual wallets and commit to a purchase.

You can do this with messaging about when deals end, like in this FOMO
marketing example on Amazon:

$1.73 - $34.19 $19.99 - $431.25 $59.95
Ends in 15:33:57 Ends in 15:35:57 List: $349:99 (60% off)
Up to 40% off select toys from Up to 60% Off Watches for Last Ends in 15:25:58
Play-Doh, NERF, Transformers & ... Minute Gifts Nespresso Essenza Mini Espresso
rir i il 300 Wi i vy 444 Machmaby;Srals
Ships from and sald by Amazen.com.
Yrirdriridy 10

Or by offering different discount levels on different days, like the Chemical
Guys:



November 23"° - 29™

11/24
@ @ @ &
11/28 11/29
@ @ @&

Discount on selected items*

www.ChemicalGuys.com

Or by creating a countdown popup like this one:
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RECEIVE A FREE SHIPPING COUPON IMMEDIATELY'!

Enter your email here...

SEND ME MY FREE SHIPPING COUPON!



6. Stir Their Competitive Spirit

Not only do we not like missing out, but we hate the thought that others
might get something great before we do. That’s why good FOMO campaigns
play on this feeling to inspire action. Here are a couple of examples.

Booking.com shows how many people are viewing a property. The
underlying message is that if you don’t move fast, you’ll end up missing out:

Places We Love in New York City
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Or you could show the number of people who’ve already taken a deal, as
Amazon does:



$13.59 - $21.59

109 Claimed

Healthy Human Water Bottles -
Cold 24 Hours Hot 12 Hours, Va,,,

Ends in 20255

$9.99 - $19.99

207 Clalmed Ends in 52955
Famlly Feeling Little 8ays Gids' Red
Stripe Christmas Pjs Cotton Paja...

$3.89
Price: 5643 (0% off}

Save an BIC Extra-Sparkle Pencil
Ships from and sold by Amazen.com.

Wiy 1682

$7.01
Price: $36:99 (59% off)

57% Clalmed Ends in 1:09:55
Herehuy Cute Horse Print Scarf

Seld by Healthy Living Choices and Sold by Family feeling and Fallilled by Fashionable Wamen Scarves for ...
Fulfilled by Amazon. Amazon. Sold by HereBuy and Fulflled by Amazon
W 1702 wwRwY 60 v irdy 103

Choose options | | Choose options Add to Cart l Choose options




7. Limit Free Shipping

Did you know that around 90% of shoppers list free shipping as their prime

incentive for buying online? That’s one reason why FOMO marketing
campaigns that limit free shipping can be really effective.

C’mon, we’ve all bought something extra on Amazon so we can get free
delivery, haven’t we? If people feel they’ll miss out on free shipping by not
making a purchase, they’ll likely make it, especially if the additional
expenditure is relatively small.

Let your customers know how much more they have to spend to get free
shipping, or simply place a banner at the top of your page, showing what the
threshold is for obtaining that benefit. You can easily do this with one of
OptinMonster’s floating bar campaigns.

Save 50% on Traffic & Conversion Summit Tickets Until Friday 12/23! i

Pro Tip: Did you know you can use the same floating bar campaigns to
create custom alerts for your customers? Learn why you to create a website

alert banner to keep your customers well-informed.



8. Be Explicit about FOMO

You don’t have to hide the fact that you’re using FOMO marketing. You can

come right out and say it, as Rue La La does in this campaign:

FEAR OF
MISSING OUT.
(IT'S REAL.)

Don’t miss another Boutique if you

can help it. Let us know that you
still want to receive your Rue emails,

and we'll keep the style coming.

If you don’t elick,
this will be our last email.

(Image from Rue La La promotional email, www.ruelala.com)

This works because the explicit FOMO messaging resonates with the brand’s
key audience of millennials.



9. Let Your Content Expire

As a business, a lot of your content marketing strategy is about creating

content that’ll stick around so you can use it to build authority, get inbound
links, improve your search ranking, and win customers.

But there’s another way to pique visitors’ interest by using a FOMO
marketing tactic: expiring content. Expiring content mixes urgency, scarcity,

and exclusivity to ramp up that FOMO vibe.

Snapchat is the ultimate example of expiring content. One of the reasons
Snapchat is so successful — and why teenagers can never leave their phones
— is because if you don’t see the content while it’s there, you’ll lose your
chance forever.

And here’s a thought: those early Snapchat users (the site launched in 2011)
will soon be in their 20s and they’ve grown up with this FOMO mindset.

Software companies use this same principle when they’re about to change
their pricing plans, giving users an option to lock in the old price before it’s
too late. Here’s an example from Iconica:

ICONICA.

Search
= Subscribe to Our
1 k Newsletter
° QC ln Name

pricing now!

Prices go up/in May so lock in your branding package
price by signing up before April 30th, 2016!

Emall




10. Trigger FOMO with Images

People respond to visuals, so when creating FOMO marketing campaigns,
it’s essential to get the images right. A good example of this comes from
Express, which is offering a rewards program.

As Stephan Brady points out, along with the “don’t miss out” messaging, the

background image suggests that opting in will ensure you have a great time,
which means you’re missing the party if you don’t opt-in.

DON'TMISS OUT!
g
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S

T

'

Looks like you still need to complete your profile.
Click here to complete and start getting the
Rewards you deserve.

COMPLETE ENROLLMENT> -




11. Make Your Offer Exclusive

There’s nothing to trigger FOMO like exclusivity. As human beings, we love
the thought of getting our hands on an opportunity very few people have.
Don’t believe us? Check out any airport boarding gate and see how happy

the people with priority access are.

Or think about how many people have signed up for Amazon Prime (more
than 100 million!) so they can get deals other Amazon shoppers can’t get.

While those are great FOMO marketing examples, you can also use
exclusivity by creating a limited edition product or service. In the example
below, Heinz combines this with time-based scarcity to make a compelling
FOMO marketing offer:

We've got an exclusive —

: u\llltmél

limited edition offer for “"Tl
\

Heinz Tomato Ketchup fans
- but it's for serious ketchup lovers only!

| TOMATO |
\ KETCHUP

B Assond ol




12. Show Social Proof

Social proof is an extremely effective marketing tactic, and not just for FOMO
marketing campaigns. That’s because, in addition to the FOMO factor, social
proof ties into our need to be part of a group.

If other people like us are sharing, engaging, or buying, we want to do it too,
so we’ll feel a sense of belonging and won’t miss out.

The best way to leverage the power of social proof is by using TrustPulse.
TrustPulse is a social proof software that can instantly increase site
conversions by up to 15% by showing off real-time, verified customer activity
right on your page in a little popup bubble:

@trustpulse How It Works  Feotures Pricing ContactUs  Login
Grow Your Business
With Honest Marketing

Leverage the true power of social proof to instantly
increase site conversions by upto 15%!

" Get Started For Free How it Works
5
SN thimecamrromPelalumaCali!omia
= v Simple Setup, Real Results

TrustPulse also lets you show “On Fire” notifications that are great for
leveraging FOMO on landing pages and checkouts:



"On Fire"” Notifications

Show how many people are taking action in ¢

given period, Great for leveraging FOMOQO (Fear of

Missing Out) on landing pages and checkouts

47 people purchased shoes i the
last 24 bours
¥ e

Get Started for FREE: You can get started with TrustPulse for free!

You can also use social proof by showing the number of reviews a product

has:

() Add to Compare

Acer - R 11 2-in-1 11.6" Touch-Screen
Chromebook - Intel Celeron - 4GB Memory -
32GB eMMC Flash Memory - White
Model: CB5-132T-CIKK | SKU: 571552

4.6 (698)

Shipping: Unavailable for 0D

Store Pickup: Unavailable at Plaza Carolina Mall
Check more stores

Lenovo - Yoga 720 2-in-1 13.3" Touch-Screen
Laptop - Intel Core i5 - 8GB Memory - 256GB
Solid State Drive - Platinum Silver
Model: 81C3000LUS | SKU: 6061600

YW Y7 4.5(123)
FREE shipping by Tue, Jan 23

Shipping estimates for 00820

$ PRICE MATCH GUARAM

$299.00
[included Free: RG

= Addt
@)

OPEN-BOX fr0|..- .

$ PRICE MATCH GUARAN

$699.99

Was $849.99

Included Free: ENIGH]

= Add to Cart



Or by showing huge numbers of people you’ve helped, as we do on our own
site:

OptinMonster by the Numbers

21,432,279,847

VISITOR SESSIONS OPTIMIZED

214 600+ 217 .

BII.Ll.ON THOUSAND MILLION

OPTINS SERVED STTES USING OFTINVONSTER CONVERSIONS

To use social proof as a FOMO marketing tactic, check out these social proof

tips and examples.




13. Promote Experiences

Another way to use FOMO tactics is to let your users help. Using user-
generated content (UGC) lets visitors and potential customers vicariously
share in the experience of using your products and services, so they want to
do it too. After all, real proof from real people is going to be much more
compelling than any of your FOMO advertising campaigns.

Here’s an example of UGC from Wayfair, under the #wayfairathome social
media hashtag.

And instead of leaving all of your UGC on social media, you can seamlessly
integrate it into your website using a plugin like Smash Balloon.




% Smash Balloon - v eino . I Login

Instagram Feed Pro "

Display completely customizable
Instagram feeds on your website

Trusted by over 1,000,000+ users

2w B = cQ 0 ©))

Usaer & Mashtag Shoppable Eosy Food Spoed £ SEO GOPR WO+
Foods Foods Curation Optimizod Compliance Options

With Smash Balloon’s Instagram Feed Pro, you can easily embed an

Instagram hashtag feed anywhere on your site to showcase UGC.

It’s super simple to set up and you can completely customize your feed. You
can choose from different layouts, design the feed to match your brand, hide
or show likes and comments, highlight specific posts, and more.

Check out this guide on how to add an Instagram hashtag feed to

WordPress for more details.



14. Offer Rewards for Early Decisions

Giving a freebie is a good way to attract customers. However, you can make
it even more effective by limiting that freebie. Offline, you see this tactic when
stores offer a qift or special discount to the first 100 customers, and that
usually makes hundreds of people line up.

Online, you can follow the example of Huawei, and offer a gift for the first 100
purchasers:

FREE GIFT FOR FIRST 100 PURCHASES!

Honor 8 Honor 8
[4GB RAM+ 32 ROM) |4G8 RAM+ 64 ROM|

* Seifie Stick + Honor Banct S5
» Protoctive Cover = Protectve cover

= 5000 mAh Powetbonk

“IRC Apply



