
Getting Started in Content Creation with the Five P’s

If you’re looking for tips on creating content to promote your shoe store, then you’re in the right
place. Whether you’re starting a blog or social media account for your store, the 5 P’s will help
guide you to finding your audience and developing content that really resonates with them.
From there, you can be certain to see an increase in both profit and customer loyalty.

The Five P’s

Promise

No matter what type of content you are creating, you’re going to first need to think about your
audience and ask yourself some questions. You’re going to want to know who you are trying to
reach, and more specifically, you’re going to want to think about their ‘p’ - their problem.

What is troubling them with their current shoes? What do they need help with? Is it finding the
right size or style? Finding a comfortable fit?

If you need help figuring what to ask yourself, then start having conversations with customers or
potential customers, and pay attention to those common questions that they’re asking. These
are their pain points, and once you’ve identified their problem, you can start providing them with
solutions.

You’ll want to think about how you (and your content, your products, etc.) can take them from
having their problem to enjoying a better life, because everybody buys a better future.

This is your promise to your customer or audience. But it isn’t just a one-time promise, if you
want to cultivate loyalty and have them read your blog, hit ‘like’ on your ads, or buy their next
pair of shoes from you, you’ll have to continuously prove that you can help them through their
problems.

Product

Okay, so you know what your promise is to your customers and audience. Now it’s time to focus
on your product. This is going to be more specific to what type of content you are looking to offer
to help your business. But generally, you’re going to want to look around you, at competitors,and
see what they’re doing, both right and wrong.

For instance, if you’re doing instagram ads, you’ll need to know what qualities draw in your
audience when they’re scrolling their feed. You’re going to need to look into their design, their
formatting, whether they are a still photo or include video, and anything else that might be
important for you to either use as inspiration for your own content. You’ll also want to think about
what you can improve on.



However, this might be tricky if you’re just getting started. You may not know enough about your
audience yet to tell what they like. So a good place to begin from is to just ask yourself, what do
I like? If you’re making an instagram ad, see what speaks to you in others’ material. What do
you click on? What helps grab you and keeps you coming back for more?

Once you have the answers to those questions, you can use them as a jumping off point to
make sure your product, your content, what you’re putting out there, is strong.

Process

The next ‘P’ is for your process. Whether it's your business or content creation, you should plan
every endeavor you undertake. Getting started can be daunting, which is why a process map
can help you.

A process map is an important piece of getting everything in order so that you're not
overwhelmed or confused by having to think about all the steps along the way as you go. It
allows you to become more methodical through helping you plan things out in advance. So
every time a decision needs to be made, you already know the answer - which is a lot better
than trying to pick the best option on the spot.

Think about what content you’re trying to create. Now think about what you’re trying to achieve,
as well as what situations are likely to repeat, the types of patterns that will exist. These are
opportunities to plan a process, so you can go on autopilot and be more efficient. This could be
a map for how you draft social media posts, how often and when they are released, and on what
channels you post them.

All of these are things that you’ll want to map out. Knowing what to do in advance will help with
consistency and alleviate stress, which is better for both you and your audience.

People

For the fourth ‘P’, people, you’ll want to think back to your audience. You’ll want to narrow your
focus here, so you can make sure you put your efforts into connecting with the right people,
because it doesn’t matter how big your audience is, if you aren’t reaching the right people, then
they are of no benefit to you. It’s quality over quantity.

People are more than just who you’re trying to reach with your content, however. There are also
the people who can help you. It might be a literal person, or maybe a company, but there are
always those out there that you can collaborate with. By working together, you can create
something really good, and it also helps to ease the pressure and busy work that are created
when you take on everything by yourself. Having help enables you to focus on your content,
making it as valuable as possible for your audience.



Just like how it’s true that your business should work for you, you shouldn’t be working for your
business, it’s also true that your content, whether it’s an ad or a blog or something else,
shouldn’t be a burden on you. It should be an asset. You have to use your processes and
people to help make sure that it works for you, and not the other way around.

Profit

The final ‘P’ is profit. This might seem like an easy one, but there’s a little more to it than just
money, especially if we’re taking content creation. For your business, it’s simple to measure
your profitability, because you just deduct how much you spend on products, labor, etc., from
how much you make in sales.

With content, it’s a little different. When you’re creating ads, you might be able to easily measure
the engagement of your potential customers and how they respond to the content you’re putting
out there. But there’s also hidden profits as well - like the authority you build.

This is why blogs are a great resource. They help you to connect and resonate with people, and
by reaching your audience this way, it will help support your sales in the long run. They’ll come
to you when it's time to make a purchase, and they’ll likely be loyal customers because the
content you put out has generated trust and nurtured a relationship.

However, you can do this with ads too! Just be as informative as you are engaging, and you can
help educate your consumers and build their confidence in your business.
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