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How to use this course

This course is written specifically for ecommerce brands — not generic business advice. Each
module builds on the last, moving from positioning to content to growth to conversion to systems.
Work through it in order, and use the action steps at the end of every module before moving to the
next.

* Work through the modules in order — each one builds on the last.
e Complete the Action Steps at the end of every module before moving to the next.

* This is a working document. Highlight, annotate, and revisit it as your content evolves.

Questions or want something custom? Email thelazycreatorco@gmail.com
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What's Inside

Positioning: Standing Out in a Crowded Market
Content Strategy: What to Post and Why

Growth Tactics: Getting Seen by the Right People
Converting Followers Into Paying Customers

Systems & Consistency: Making It Sustainable
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MODULE 01

Positioning: Standing Out in a Crowded
Market

Most ecommerce brands market on "quality products, fast shipping" — a phrase so generic it could
describe any store on the internet. This module gets your brand's positioning specific enough that a
scrolling stranger knows exactly why your product exists and who it's for.

Why "quality you can trust" doesn't work

That phrase describes every store selling anything. It gives a shopper nothing to grab onto — no proof
you understand their specific problem, no reason to pick you over the next ad they scroll past.

Specificity converts better than broad appeal, because the right customer recognizes themselves
immediately instead of wondering if the product is even for them.
The three-part positioning formula for a brand

Who exactly the product is for, what specific problem or desire it solves, and what makes your version
different from the obvious cheaper alternative.

Example shift: "premium skincare for everyone" becomes "skincare for people whose skin reacts to
everything else on the market." Same product line, dramatically sharper pull.
Finding your angle from your actual customers

Look at your reviews and repeat customers. Is there a pattern in who keeps buying and why? That
pattern, in their own words, is often better positioning copy than anything the brand would write about
itself.

Brands often lead with product features when customers actually buy for a specific outcome or feeling
— that gap is usually where the real positioning is hiding.

Action Steps — Before You Move On

[] Read your last 20 reviews and note any repeated pattern in who buys and why.
[] Draft one positioning sentence: who it's for, what problem it solves, what's different.

[] Update your product page or bio with the sharper positioning this week.
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MODULE 02

Content Strategy: What to Post and Why

Most brand accounts post product photos on a loop. That's not a strategy, it's inventory. This module
gives you a repeatable framework so every post builds trust, proves the product works, or moves
someone toward checkout.

The three jobs every ecommerce post should do

Every post should build trust, prove the product works, or create urgency to buy. A clean product photo
with no context does none of these particularly well on its own.

Knowing which job a post is doing before you shoot it is the difference between an account with decent
views and one that actually drives sales.

Trust content: showing the product in real use

Content showing the product actually being used — not styled on a shelf — builds far more trust than
polished product photography alone, because it answers "does this actually work the way they say"
before a customer has to ask.

The goal is a shopper thinking "l can picture using this," not just "nice photo."

Proof content that doesn't feel like an ad

Customer reviews turned into short story-format posts — the problem they had, why they tried the
product, what changed — land better than a plain review screenshot, because the story is what a
hesitant shopper actually pictures happening to them.

Always get permission before featuring a customer's photo or story publicly.

Action Steps — Before You Move On

[] Label your last 10 posts: trust, proof, or urgency. Note how many were just product photos with no
context.

[] Create one piece of content showing the product in genuine, real-world use.

[] Turn one strong customer review into a story-format post this week.
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MODULE 03

Growth Tactics: Getting Seen by the Right
People

Growth isn't about posting more product shots. It's about getting your existing content in front of people
who are actually likely to buy, faster. This module covers tactics that move the needle without requiring
a massive ad budget.

Why chasing every trend dilutes your brand

Jumping on trends unrelated to your product can spike views without building an audience that actually
wants to buy, which shows up later as high reach, low conversion.

Filter every trend through your positioning first. If it doesn't naturally fit the brand, skip it, even if it's
currently working for other accounts.

The comment-and-engage strategy that actually works

Spending focused time daily engaging genuinely on accounts and posts where your ideal customer
already shows up puts your brand in front of an already-interested audience, at no ad cost.

The comment has to add real value or personality, not just a generic "love this!" A thoughtful comment
earns a profile click. A generic one gets ignored.

Micro-influencer and creator partnerships

You don't need a huge influencer budget. A handful of smaller, genuinely aligned creators featuring your
product authentically often outperforms one expensive, less-aligned partnership.

The best partnerships go to creators who'd plausibly use the product anyway — authenticity converts
better than reach alone.

Action Steps — Before You Move On

[] Pick one platform where your ideal customer already spends time and commit to 15 minutes of genuine
engagement daily.

List three smaller, aligned creators who could authentically feature your product.

Send one outreach message to a potential creator partner this week.
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MODULE 04

Converting Followers Into Paying Customers

Followers don't automatically become customers. This module is about the specific moves that turn
someone who's been watching your content into someone who actually completes checkout.

Why vague CTAs get ignored

"Shop now" is generic and easy to scroll past. Specific CTAs tied to a clear reason to act convert better
— for example, "Comment SIZE and I'll help you find your fit."

A specific CTA gives a hesitant follower a low-friction, obvious first action instead of asking them to
make a full buying decision immediately.
The consideration window before someone buys

Most shoppers don't buy from their first exposure to a product. They see it a few times, build familiarity
and trust, and act when the timing and need line up.

Staying consistently visible and useful during that window — not just running the same ad repeatedly —
is what makes you the obvious choice when they're finally ready.
Handling objections before checkout

The most common purchase hesitations — will it actually work, is it worth the price, what if it doesn't fit
— can be addressed directly in content, which reduces cart abandonment before it happens.

Content that pre-answers these objections builds more trust than discount codes alone, and it's free.

Action Steps — Before You Move On

[] Rewrite your last three CTAs to be specific and tied to a clear, low-friction next step.
[] Write one piece of content addressing the objection that most likely causes cart abandonment.

[] Identify five engaged followers who haven't purchased and send one genuinely helpful, no-pitch message.
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MODULE 05

Systems & Consistency: Making It
Sustainable

None of the previous strategies matter if content creation collapses every time inventory, fulfillment, or
a launch takes priority. This module is about building a rhythm that survives the actual chaos of running
a store.

Batching around product and launch cycles

Batch content around new product drops or seasonal pushes during a planning session, so you have a
bank of posts ready before a launch week gets chaotic.

A simple content calendar mapped to your product and promo calendar removes most of the daily
"what do we post" scramble.
The minimum viable weekly rhythm for a lean team

You don't need daily posting to grow. A sustainable minimum — a product-in-use post, a proof post, and
some engagement time weekly — done consistently for months beats an aggressive schedule that
collapses during your busiest sales period.

Consistency across slow and peak seasons is what actually builds a repeat customer base, not short
bursts during a launch.
Reassessing after each launch or season

After each major launch or season, revisit which content and channels actually drove sales versus what
just felt active. Adjust spend and effort based on what actually converted.

This is a scheduled checkpoint after each push, not a reaction to any single slow day.

Action Steps — Before You Move On

[] Define your minimum viable weekly content rhythm as a specific, realistic number.
[] Block time before your next launch to batch content for that window.

[1 Seta recurring reminder after each major push to review which content actually drove sales.
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