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How to use this course

This course is written specifically for home services — 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.

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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MODULE  01

Positioning: Standing Out From Every Other
Home Services Company
Most home services businesses market on "reliable, affordable, satisfaction guaranteed" — the exact

same three words as every competitor's van wrap. This module gets your positioning specific enough

that a homeowner remembers your name before they even need the service.

Why "reliable and affordable" doesn't work

Every home services company claims to be reliable and affordable. It's expected, not differentiating,

which means it gives a homeowner no actual reason to call you over the next name on Google.

What differentiates you is a specific type of property, a specific problem you're known for solving well,

or a specific way you communicate that most competitors don't bother with.

The three-part positioning formula for a home services business

What specific type of job or property you're best at, what result homeowners actually get working with

you, and what makes your process different from the standard call-and-hope experience.

Example shift: "residential cleaning services" becomes "deep cleaning for busy families who need their

home reset in one visit, not a weekly touch-up." Same service, dramatically more specific pull.

Finding your angle from your actual job history

Look at your last twenty jobs. Is there a pattern — a property type, a specific issue you keep solving

better than others, a neighborhood you know well? That pattern is your real positioning.

Home services businesses often undersell the specific thing they're actually best at because it feels too

narrow to advertise around. Narrow is exactly what makes a homeowner think "that's my exact

situation."

Action Steps — Before You Move On

Pull your last 15-20 jobs and note any pattern in property type, problem type, or area.☐

Draft one positioning sentence: specific job type, specific result, what's different about your process.☐

Update your bio or About section on one platform with the sharper positioning this week.☐
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MODULE  02

Content Strategy: What to Post and Why
Most home services accounts post before-and-after photos with no context. That's a start, but it's not a

full strategy. This module gives you a repeatable framework so every post builds trust, proves results, or

moves a homeowner toward booking.

The three jobs every home services post should do

Every post should build trust, prove results, or create urgency to book (seasonal timing, limited

availability). A photo with no caption or 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 that gets

likes and one that actually fills the schedule.

Trust content: showing you understand the problem

A short explanation of why a common issue happens and what actually needs to be done about it builds

more trust than a plain before-and-after, because it proves you understand the reasoning, not just the

result.

Homeowners who don't understand the technical side of the work trust the company that explains it

clearly far more than the one who just shows finished photos.

Proof content that doesn't feel like bragging

A before-and-after with a short story — what was actually wrong, why it was tricky, how it got resolved

— lands better than a photo alone, because it shows exactly how you handle problems under pressure.

Always get a homeowner's permission before posting their property, even when the result looks great.

Action Steps — Before You Move On

Label your last 10 posts: trust, proof, or urgency. Note how many were just a photo with no context.☐

Write one post explaining why a common problem happens and what actually resolves it.☐

Turn one recent job into a story-format before-and-after instead of a plain photo pair.☐
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MODULE  03

Growth Tactics: Getting Seen by the Right
People
Growth for a home services business is about local visibility, not follower count. This module covers

tactics that build recognition in your actual service area without turning content into a second full-time

job.

Why hyper-local beats broad reach

A home services business can only serve a realistic service radius. Optimizing for local relevance —

tagging your specific service area, referencing local landmarks — matters more than broad reach that

will never book a job.

The goal is a nearby homeowner thinking "they work right in my area," not impressive follower counts

from strangers who will never call.

The local community engagement strategy

Genuinely engaging with local community pages, neighborhood groups, and real estate agent accounts

builds visibility with the exact people who eventually need your service.

This has to be genuine engagement, not a drive-by ad for your services. A comment that actually helps

gets noticed. A comment that's just self-promotion gets ignored.

Referral partnerships that don't cost anything

Real estate agents, property managers, and adjacent home services businesses (a landscaper and a

cleaner, for example) often refer work to each other when the relationship is genuine.

The best referral partnerships start with you sending business their way first, not asking for referrals

before you've given any.

Action Steps — Before You Move On

List three local community pages or groups where homeowners in your service area are likely active.☐

Identify three complementary professionals (realtor, property manager, adjacent service) for a referral

relationship.
☐

Send one outreach message to a complementary professional this week.☐
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MODULE  04

Converting Followers Into Booked Jobs
A local following doesn't automatically become a full schedule. This module covers the specific moves

that turn someone who's seen your work online into someone who actually calls to book.

Why vague CTAs get ignored

"Message us for a quote" is low-commitment and easy to scroll past. A specific CTA tied to a clear next

step converts better — for example, "Comment your zip code and we'll tell you if we service your area

today."

A specific CTA gives a homeowner a low-friction, obvious first action instead of asking them to figure out

what "message us" even involves.

The nurture window before someone actually needs the work

Most people follow a local home services account long before they actually need the service. Staying

visible and trustworthy during that window is what makes you the first call when the need finally comes

up.

This isn't about pressuring people to book before they're ready. It's about being the obvious,

remembered choice when the moment happens.

Addressing objections before the first call

The most common hesitations — price uncertainty, trust in an unfamiliar company, timing — can be

addressed proactively in content, which makes the actual first call shorter and less stressful for the

homeowner.

Content that pre-answers these objections positions you as straightforward and trustworthy, which

builds more confidence than a hard sales pitch ever will.

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 you hear most often from hesitant callers.☐

Identify five engaged followers who haven't booked yet and send one genuinely helpful check-in this

week.
☐
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MODULE  05

Systems & Consistency: Making It
Sustainable
None of the previous strategies matter if you can't sustain them alongside actual jobs on the schedule.

This module is about building a content rhythm that survives your busiest season.

Batching around your job schedule

Batch topics and structure during slower weeks so you have a bank of content ready before a busy

season hits. This prevents the common pattern of going dark for months once work picks up.

A simple content calendar mapped loosely to your job schedule removes most of the daily "what do I

post" friction between jobs.

The minimum viable weekly rhythm for a busy home services business

You don't need to post daily. A sustainable minimum — one trust post, one job feature, and some local

engagement time weekly — done consistently across the year beats an ambitious schedule that

collapses during your busiest months.

Consistency across slow and busy seasons is what actually builds long-term local recognition, not short

bursts during downtime.

Reassessing after each season

After each busy season, revisit which content and outreach actually generated booked jobs versus what

just felt productive. Adjust based on what actually worked.

This is a scheduled seasonal checkpoint, not a reaction to any single slow week.

Action Steps — Before You Move On

Define your minimum viable weekly content and outreach rhythm as a specific, realistic number.☐

Block time during your next slower stretch to batch content for the following month.☐

Set a recurring seasonal reminder to review which content and outreach actually generated booked jobs.☐
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