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Introduction:

Why Most Products Fail —
and How Al Can Flip the
Script

Every day, thousands of people launch new products — and most of them
fail. Not because they didn't work hard. Not because they didn't have a
good idea. But because they trusted their gut instead of listening to what
the market was actually saying.

Let's be real:
building a successful product used to be a mix of luck, timing, and hustle.

Now? It's about data. It's about using the tools available — Al, customer
reviews, simulation testing — to reverse engineer success before you

invest a dime.

And that's exactly what this book is about.




Meet Izabella Ritz

| don't just talk about product development — | live and
breathe it. | launched my first business at 17, a business

training center for entrepreneurs back in Russia.

A year later, | sold it and made my first million (yep, in
rubles, but still!).

Then in 2015, | moved to the U.S. with no connections and

had to start everything from scratch.

Fast forward to today: | run a successful Amazon agency, manage multiple brands, and help entrepreneurs all over

the world launch physical and digital products — using systems I've built through a mix of experience,
experimentation, and a whole lot of Al

Oh, and I'm also a mom of four, an equestrian with 16 horses (running horseback riding school), and living proof that

chaos and clarity can actually work beautifully together... when you have the right system.


https://www.ritzarm.com/

The Problem:
"I Think This Will Work"

If you've ever launched a product based on intuition, you're not alone. Most creators fall into the trap of assuming that

what they love, the market will love too.
But markets don't care about what you believe. They care about what's proven.

lzabella says it best:
"It doesn't matter what | think. If the data says something else, | trust the data.”

That mindset is the key to saving months of effort, thousands of dollars, and a ton of heartache.



The New Rules of Product Creation

Here's the truth: You no longer have to guess what your market wants. You can see it — in the reviews, in the trends, in

the data. You can simulate buyer behavior before you ever manufacture a thing.

My approach combines:

Profit-first planning @ Customer review mining
Work backwards from your revenue goals using the Scrape Amazon, Trustpilot, and Google to uncover
30/30/30/10 model pain points and unmet needs

g3 Al-assisted development 1N Pre-launch testing
Use tools like ChatGPT to design, iterate, and Simulate 100 buyers or run real PickFu polls to
validate products in minutes compare your idea with competitors

This isn't just a system. It's a mindset shift. From creator energy to data energy. From making what you want to
building what people already want — just better.



What This E-Book Will Do for You

Whether you're building a new physical product, info product, or service, this book will walk you step-by-step through
the exact system | use to launch market-winning products — without wasting time or money.

By the time you finish, you'll know:

e How to set realistic, profitable goals — and back into them with strategy
e How to extract real buying behavior from thousands of reviews
e How to simulate product tests and optimize based on Al feedback

e How to validate your market before you ever launch
Most of all, you'll learn how to remove the guesswork from product development.

Because in the new era of business, the winners aren't the ones who hustle harder. They're the ones who build smarter
— with Al as their co-founder.

Let's get to work.



Part 1:
Laying the Foundation

Before diving into product development, we need to establish a solid
foundation. This section will cover the essential groundwork that ensures

your product has the best chance of success in the market.

We'll explore how to set realistic profit goals, understand your target
customers through data mining, and create detailed customer avatars that

guide your product development process.

These foundational steps are often overlooked by entrepreneurs eager to
jump straight into creation, but they're critical for building products that

actually sell.




Reverse Engineer Your Profit Goals

How to Plan for $300K in Revenue Without Guessing
or Hoping
Let's start with a blunt truth:

If you don't know how your product makes money... you don't have a product. You have a project.

That's why | always begin with one simple question:
"How much money do you want to make from this product — per year?"

Before you design it. Before you name it. Before you start thinking about logos or packaging or niche markets...
You start with the number.

And then, you work backward.



The 30/30/30/10 Rule: Profit Math Made
Easy

If you're selling on platforms like Amazon or running an eCommerce store, you can use this rule as a baseline:

© 30% Cost of Goods Sold (COGS) & 30% Platform Fees
The actual product cost PPC, Amazon fees, shipping, storage, payment
processing
30% Profit opg 10% Miscellaneous
What you take home PPC ads, coupons, bonuses, etc.

So, if your goal is $300,000/year in profit, here's the reality:

* You're going to need $1,000,000 in gross revenue

e  Which means your COGS should be around $300,000
e Your fees will hover around $300,000

* Your take-home: $300,000

This breakdown is simple, repeatable, and gives you a profit-first mindset — instead of the "I hope this works" plan
most sellers use.


https://chatgpt.com/g/g-q3cH1VCWD-30-30-30-profit-planner-gpt

Reverse Engineering with ChatGPT

| built a custom GPT just for this purpose — but you can do it with regular ChatGPT, too.

Prompt it like this:

"Help me plan a product that earns $300,000 per year in profit. Use the 30/30/30/10 model and show me multiple

pricing options and unit volumes.’

Here's the kind of output you'll get (this is straight from my method):

Strategy Price Per Unit Units Per Day Units Per Year Product Count
High-Ticket $450 6-7 2,200 1

Strategy

Mid-Tier Strategy $200-$250 1n-14 4,000-5,000 228
Low-Ticket $40-$50 27-30 10,000+ 5+

Strategy

The cool part? Each of these options can theoretically hit the same $300K/year profit — but they vary wildly in
complexity, logistics, and risk.



Which Strategy Is Right for You’

Here's my take:

But that doesn't mean high-ticket is always better. Here's how to think about it:

Strategy

High-Ticket

Mid-Tier

Low-Ticket

testing... so why not go for a higher-profit option?"

Pros

Fewer units, simpler logistics,
lower risk of inventory bloat

Balanced volume + price, room for
bundling

Broad appeal, easier to impulse

buy

"It takes the same effort to launch one product as it does to launch five. You're still researching, sourcing, branding,

Cons

Requires dialed-in branding and
trust-building

May need 2-3 strong offers to hit
goal

Higher volume, more complex

fulfillment



Risk vs Effort vs Opportunity

| often recommend a hybrid strategy:

e Start with 1-2 high-conviction products
e Add1-2 lower-priced upsells or bundles to diversify risk

e Use Al and customer data to make each product better than competitors from day one

This way, you're not putting all your eggs in one basket — but you're also not building a zoo of random low-ticket SKUs.

High-Conviction Focus Strategic Diversification Data-Driven Excellence
Concentrate your main efforts Add complementary products or Use Al tools and customer

on 1-2 products that have strong upsells that enhance your main insights to ensure each product
market validation and higher offering while spreading risk outperforms competitors on key
profit margins. across multiple price points. features that matter most to

buyers.



Your Turn: Let's Do the Math

Use this GPT prompt right now (copy + paste):

| want to make $300,000/year in PROFIT. Use the 30/30/30/10 model to show me: 1. Product price tiers 2. Daily and
yearly units required 3. Strategy comparisons for high-ticket, mid-tier, and low-ticket

Once you have your model, lock in your target. That number becomes your North Star.

Don't skip this. Don't be "the creative” who launches a pretty product with no idea how it's supposed to make money.

As | say:

"You're not in the product business. You're in the profit business.”

Ready? In the next chapter, we'll uncover how to find out exactly what your market wants — before you build a thing.



Finding the Voice of the Customer

How to Mine the Market's Mind Before You Build
Anything

Let's get one thing straight:

You don't need more ideas. You need more proof.

And the best source of proof isn't surveys or focus groups — it's reviews.

That's right. All the data you need to create a high-converting product already exists. You just have to mine it.



Why Review Mining Beats Surveys Every
Time

Surveys are filled with bias. People say what they think you want to hear. They guess. They overthink. They're polite.

But reviews? Reviews are raw. They come from real customers who actually spent money, used the product, and had
something to say about it.

Good, bad, ugly — it's all there.

‘I don't care what | think. If the data says something different, | believe the data." — Izabella

And this chapter is all about believing the data.

Survey Limitations Review Advantages
e Hypothetical scenarios e Real purchases

e Social desirability bias e Genuine experiences

e No skin in the game e Unfiltered feedback

e Small sample sizes e |arge sample sizes



Tools for Review Mining

Here are the core tools | use (you can too):

For Amazon Products:

e Voc.ai — Upload ASINs and get breakdowns of sentiment, motivations, pain points, use cases, and improvement
suggestions.

For Services, SaaS, Local Biz:

e Google Reviews — Scrape reviews of local businesses
e Trustpilot — Great for software, ecommerce, and services

e G2 — SaaS and B2B services

e App Store/Play Store Reviews — If you're researching mobile apps

Scraping Tools:

e Scraper API tools or browser extensions (e.g., DataMiner, Octoparse)

e Or use GPT to summarize copied-and-pasted reviews from search results


https://%20https//apps.voc.ai/voc?coupon_code=promo_1RF53lDgkzclsSWiJSaYjzNd#/payGuide

What You're Looking For

You're not just collecting reviews — you're looking for patterns. And GPT is amazing at spotting them.

Once you've scraped reviews, plug them into ChatGPT with a prompt like this:

"Here are 500 reviews for a toddler wooden table. Analyze and summarize key insights: - Usage scenarios -
Positive feedback - Negative feedback - Buying motivations - Dealbreakers - Ideal customer traits”

GPT will break it down into something like:

Category Insights

Usage Scenarios 21% for gifts, 14% for craft time, 12% for homeschooling
setups

Positive Feedback Durable, easy to clean, fits small spaces

Negative Feedback Chairs too short, wood chips easily, unclear assembly

instructions
Buyer Motivations Child's birthday, Montessori setup, homeschooling
Dealbreakers Wobbly design, toxic smell, difficult assembly

Customer Types Parents (28—-40), Grandparents, Daycare Owners



The 2-Avatar Rule

Here's my critical insight:
"You're not just selling to the user. You're also selling to the buyer.”

That's especially true for gifts, kids' products, or B2B tools.
Create at least two avatars based on reviews:

e The Primary User (e.g., a toddler, a small business owner)

e The Buyer/Gift Giver/Decision-Maker (e.g., a parent, a manager, a grandparent)

Use GPT:

"Based on these reviews, create two customer avatars: one for the end user and one for the buyer. Include age,

motivation, fears, goals, and dealbreakers.”




Lazy But Smart:
The Downloadable Report

If you're using VOC.AI or a similar tool, you'll often get one-click download options that give you:

e Summary reports

e Usage breakdowns

e Customer sentiment graphs
e Suggested improvements

e |deal buyer personas

Even if you use ChatGPT, just ask it:
"Summarize this into a downloadable report for product development.”

Copy it into a doc and boom — you have your foundation.

Don't skip this step. You might be tempted to skip this and go with your gut. Don't. This step is your unfair advantage.
You're not guessing anymore. You're listening — and the people who listen sell more.

Because when you understand how your ideal customer speaks, shops, and complains... you know exactly how to
design, position, and market your product.


https://%20https//apps.voc.ai/voc?coupon_code=promo_1RF53lDgkzclsSWiJSaYjzNd#/payGuide

Part 2:

Building for a Real
Audience

Now that we've established our profit goals and gathered customer
insights, it's time to focus on building products specifically designed for
real people with real needs.

In this section, we'll transform raw customer data into actionable profiles,
design products that directly address market gaps, and test our concepts
before investing in production.

This approach ensures we're creating products that have a high probability
of success because they're built to solve specific problems for specific
people.




Chapter 3: Create Your Customer Avatars

Stop Guessing. Start Selling to the Right People.

Here's a brutal truth most product creators ignore:
If you try to sell to everyone, you sell to no one.
That's why creating a real customer avatar isn't optional — it's survival.

But this isn't about dreamboarding or giving them cute names like "Marketing Mary.” This is about creating accurate,

data-driven avatars pulled straight from the people who already buy, love, or hate products like yours.

And the best part? You don't need a market research firm to do it. You just need reviews and a well-trained GPT.



User vs Buyer: Why You Need Two Avatars

Your product needs to appeal to both the person who uses it and the person who purchases it — they're often

completely different people with different motivations.

The User The Buyer
A 3-year-old who wants something fun, colorful, and A 33-year-old mom shopping online late at night with a
engaging to play with. glass of wine and a tight budget.
Cares about: entertainment, ease of use, and attractive Cares about: price, durability, safety, and ease of
design. assembly.

“You can't just make the kid happy. You have to make the mom hit the Buy Now button.” — Izabella

This principle applies across all product categories:

SaaS Products Business Services Children's Products
Users: Team members who need Users: Administrative staff handling Users: Children who play with the
efficient tools daily operations products

Buyers: CTOs and managers who Buyers: Executives making Buyers: Parents and grandparents
control the budget purchasing decisions who purchase them

Always build two separate avatars to ensure your product development and marketing addresses both the end user's
experience and the decision maker's purchasing criteria.



How to Generate Avatars from Review

Data

Transform customer reviews into detailed buyer profiles with these simple steps:

Step 1: Gather
Reviews

Collect 100-300+ reviews
from:

e Amazon (for

products)

e Trustpilot, G2 (for
software/services)

e Google (for local

business)

e App stores (for apps)

Step 2: Export the
Data

Use scraping tools or
plugins to easily export

reviews in bulk for analysis.

ChaGPT interface analyzing T}
customer review data

Step 3: Feed Into
GPT

Paste the reviews and use
this prompt:

"Analyze these reviews
and create two detailed
customer avatars: -
One for the product's
end user - One for the
typical buyer. Include
demographics,
occupation,
motivations, fears,
values, goals, and
dealbreakers.”

Buyer

ATION
AP
29:28 22007

‘&

Step 4: Refine Your
Avatars

Use GPT's output to create
detailed profiles of both
your end user and the
purchase decision-maker.


https://%20https//apps.voc.ai/voc?coupon_code=promo_1RF53lDgkzclsSWiJSaYjzNd#/payGuide
https://%20https//apps.voc.ai/voc?coupon_code=promo_1RF53lDgkzclsSWiJSaYjzNd#/payGuide

What to Include in Each Avatar

Here's what GPT should return (and what you should look for):

Attribute

Age Range

Occupation

Values

Goals

Fears

Dealbreakers

Psychographics

Why It Matters

Helps with design, tone, visual style

Impacts income level, buying criteria, pain points
Tells you what language and branding will resonate
What they're trying to achieve with your product
What stops them from buying or causes regret

What instantly turns them off (e.g., price, materials,

reviews)

Bonus: Hobbies, lifestyle clues, buying patterns



Example Output from GPT

Buyer Avatar: "Ashley”

e Age: 32

e Occupation: Stay-at-home mom, part-time Etsy
seller

e (Goals: Create a Montessori-friendly home, reduce
screen time

e Fears: Cheap materials, bad reviews, hard-to-
assemble products

e Values: Simplicity, safety, quality time with kids

e Dealbreakers: Wobbly chairs, chipped paint, unclear
instructions

This is gold. With this insight, you now know:

e What features to prioritize
e What pain points to solve
e How to frame your marketing messages

e What not to do

User Avatar: "Mila"

e Age:3
e Goal: Use table for coloring, snacks, puzzles

e Preferences: Bright colors, reachable height, soft
edges

e Frustrations: Stiff chairs, hard-to-clean surfaces



Al Prompt Templates for Avatar
Generation

Here are plug-and-play prompts:

Basic Review-Based Avatar Prompt:

Based on these 100+ reviews, create: 1. A detailed profile of the typical product user 2. A detailed profile of the
typical buyer Include: age, occupation, values, motivations, goals, fears, and dealbreakers.

Avatar from Scratch (No Reviews Yet):

Create a customer avatar for someone likely to buy a [insert product type] for [insert user type]. Include
demographics, occupation, values, goals, frustrations, and dealbreakers.

Once you have them, paste them into:

Your product design briefs

GPT prompts for future ideation

Ad copy and landing pages

Listing optimization (titles, bullets, images)

Every decision gets easier when you know who you're serving.



Reverse Engineering Product Design

How to Turn Complaints into Bestsellers (and Get
GPT to Do the Heavy Lifting)

So you've got your profit target. You've mined hundreds of reviews. You've created detailed customer avatars who

practically scream what they want. Now it's time to turn all of that noise into something real.

Mine the Pain Points Reverse Engineer Let GPT Do the Heavy

Every bad review is a blueprint for a Solutions Llftlng

better product. Start by collecting You're not starting from a blank page.  Feed the pain points to ChatGPT and

real customer complaints from You're building backwards from real watch it transform complaints into

existing products. pain points that your avatars have innovative features your customers
revealed. will love, brag about, and—most

importantly—buy.

"Every bad review is a blueprint for a better product.” — Izabella



Step 1:

Turn Pain Points Into Features

Before you ever design a product, you should already know:

e What people hate about existing options
e What they wish existed

e What they'll pay more to avoid
This is why review mining is so powerful. It tells you:

e What's missing
e What breaks
e What frustrates

e What delights

From that, you can extract a Product Upgrade List like this:

Pain Point Feature Upgrade Idea

"Chairs are too short for toddlers” Raise seat height by 2 inches

"Paint chips easily" Use sealed, non-toxic varnish

"Hard to assemble” Add QR code with video assembly guide
‘Feels flimsy" Use real wood or thicker composite

"Wobbles on carpet” Add rubber grips to legs for stability



Step 2: Ask GPT to Build a Better Version

This is where things get fun. Let GPT transform customer feedback into innovative product designs.

CHATGPT PROMPT
BEING WRITTEN on Screen,

SHOWING PRODUCT
DESIGN REQUEST

Feed Your Data Use the Magic Prompt

Open GPT and paste in your avatar +  "Based on this customer data and

review insights to give the Al context = feedback, design a new version of

about your customer needs. this product that solves the biggest
problems buyers have. Include
materials, components, size, safety

improvements, and differentiators.”

Get Your Blueprint

One rectangular wooden table
(30"x20")

Four reinforced toddler chairs
with ergonomic backs

Rounded corners for safety

Smooth matte finish (non-toxic,
scratch resistant)

Bonus: Under-table storage bin
for art supplies

Optional: Personalization option

(name engraving)

And just like that, you've got a product blueprint that's not based on your imagination—it's rooted in real-world data.



The "Better Than Amazon" Challenge

| always ask GPT one more thing:
"Now design a version that would beat the top sellers on Amazon. Show me how it's better."

Why? Because you're not here to launch "a good product.”
You're here to launch the better product.
That means:

e Better materials
e Better user experience
e Better packaging

e Better positioning
You don't need 10 new features. You need three meaningful improvements your competitors ignored.

And GPT can list them for you.



Case Study:
The Toddler Wooden Table Set

Here's exactly how | use this process:

Scenario:
She mined reviews for 13 top-selling toddler table sets on Amazon.
Findings:

e Parents wanted real wood, not particle board
e Many were buying it as a gift (grandparents, birthdays, holidays)

e Common complaints: wobbly, chipped paint, poor instructions

GPT-Generated Product:

Real beechwood table with rounded corners

e Four sturdy chairs (height matched to 2—-5 yr olds)

e Pre-assembled legs with locking mechanism

e Gift-ready packaging with option to add child's name

e Color palette: neutral Montessori tones (white, oak, sage)



Testing the Toddler Table Design

Testing:
| simulated a PickFu-style poll with GPT:

e Asked: 100 shoppers like ‘Ashley’ — which product would you buy and why?"

e Result: GPT-built version won 72 to 28 over a colorful Amazon bestseller

Bonus Round:

Ran the same test on real PickFu later.

e Lost—but only by 6 votes

e Zero iterations made. First version. That's huge.

"That told me we were already close. One round of optimization and we'd win."

When shopping on Amazon for a craft table for toddler, which @ Not satistically significant | April4,2025 | Private
product would you rather buy and why?

Audience: 50 U.S.-based respondents

2nd place @ PickFu Winner

@ OptionA @ 22 votes ® OptionB 28 votes
Ocore SCORE
44 56

Don't waste time guessing. Design your product like an engineer with a crystal ball.

Use GPT as your co-designer

Let reviews dictate your roadmap

Solve 3 major problems better than anyone else

Build to win, not just participate


https://www.pickfu.com/results/0viODrp9qX

Test Betore You Build

Why Smart Founders Launch in a Simulated Market
First

You've got your profit plan. You've mined the reviews. You've built your customer avatars. And you've reverse-

engineered a product that should, in theory, crush your competition.
Now stop.
Don't manufacture anything yet.

"You don't need to believe your product will win. You need to prove it will — before you spend a dime." —
lzabella

This is where testing comes in.

And with today's Al tools, you don't even need a factory sample. You can simulate the market before you enter it.



Step 1: Simulated Polls with GPT

GPT can now simulate user behavior — and it's shockingly accurate when set up right.

Here's how | doe it:

GPT Poll Prompt:

"Simulate a poll of 100 ideal customers (like the '‘Ashley' avatar) choosing between Product A (top-selling Amazon

product) and Product B (our new concept). Include: - Percentage breakdown of votes - Open-ended feedback -
Why each choice was made - Suggestions for improvement’

You can even ask it to generate a chart or graph of results, which is especially helpful for visual learners or
stakeholders.

This gives you:

e A vote count (e.g.,, 72 vs 28)
e Realistic objections or preferences

e Specific comments on features, visuals, or materials

My Pro Tip:

"Even if it's Al-simulated, GPT's judgment is trained on billions of buyer behavior data points. It's a powerful pre-
test — especially when you're bootstrapping.”




Step 2: Real-World Testing with PickFu

Once your GPT simulation shows promise, it's time to step into the real world — without yet launching a product.

Enter PickFu.

What Can You Test on PickFu?

e Product concepts
e Mockup images

e Packaging styles
e Titles and listings
e Color choices

e Taglines and descriptions

You get real human feedback in under an hour — with demographic targeting and open-ended answers.

My Use Case:

She ran a PickFu test comparing:

e A real Amazon bestseller

e Her GPT-designed toddler table (first iteration, no optimization)

Result? She lost — but only by 6 votes.

"That's an incredible baseline. With just one round of improvements, | knew we could beat them.”


https://www.pickfu.com/ritzmomentum

Interpreting Results: The 70/30 Rule

Whether simulated or real, here's how to judge your test:

Outcome What It Means

80/20 win ratio & Launch-ready. You've got a clear favorite.
70/30 win ratio Good to go — minor tweaks optional.
50/50 or lower I\ Needs major work — don't launch yet.

Open-ended comments help you identify:

e Confusion over features
e Color/shape preferences
e Pain points not solved well enough

e Missed opportunities to stand out

Use them as your iteration checklist.



Step 3: Feedback Loops for Iteration

Take the feedback from GPT and PickFu and feed it back into the machine:

"Make this product better based on these insights. Improve design, features, messaging, and positioning to win
future comparisons.”

GPT will suggest changes like:

e Upgrade materials
e Rework value proposition
e Add missing features

e Adjust visuals or packaging tone
Repeat until your product wins by at least 70/30 — ideally 80/20.
You don't move forward until the market (simulated or real) gives you the green light.

"If you do this right, you're not launching a product... you're launching the winner before your competitors even see

it coming.”




Part 3: From Concept to Launch

Now that we've validated our product concept through testing, it's time to refine it and prepare for a successful

market launch.

In this section, well focus on iterating based on feedback, validating market demand with real data, and executing a

strategic launch that positions our product for success.

These final steps ensure that all the groundwork we've laid translates into a profitable product that resonates with our

target audience.



Iteration & Optimization

How to Refine Your Product Until It's the Obvious
Choice

You've tested your concept. Maybe GPT voted for it. Maybe PickFu said “close, but not quite.” Or maybe you're sitting
on a 70/30 split with golden feedback.

Now what?

Now we optimize.

This is where good products become great, and decent ideas become category leaders.
But here's the trick:

"You don't need to build a perfect product. You need to build the product your customer thinks is perfect.” -

Izabella

Let's walk through the lean iteration loop that gets you there — fast.



Step 1: Feed Feedback Back into ChatGPT

Take everything you learned and transform it into product improvements:

%
= c=
* BEFORE AFTER

Collect & Organize Feed Data to ChatGPT Data-Driven Iteration
Feedback Use this prompt: "Based on this GPT will return an upgraded version
Gather insights from simulated polls,  customer feedback, redesign this of your product — one that directly
real-world testing, and open-ended product to address concerns, responds to the objections or
comments to identify patterns and improve appeal, and increase the preferences customers voiced,
priorities. chance of being chosen over creating a stronger market position.

competitors. Include: materials, key
features, visual design elements,
positioning and messaging updates.”



Step 2: Rework Positioning, Not Just the
Product

Sometimes, your design is already solid — but the way you talk about it isn't landing.

Use GPT again:

"Rewrite the product description and tagline to better match the motivations and values of this avatar: [insert

avatar summary]. Focus on solving [insert top 3 pain points from polls]."

You'll get new versions of:

Your Amazon listing bullets

Taglines and headlines

"Why buy this?" sections

Differentiator copy (what makes it better)

| often find that even small copy shifts — like calling out safety, gift-readiness, or material sourcing — move the needle

dramatically.



Step 3: Know When to Stop Iterating

This part's tricky.
When do you stop? When is "'good enough" actually enough?

Here's a rule:

Benchmark What to Do

70/30 split (your product wins) Move forward confidently

80/20+ win #& You're dialed in — prepare to launch
< 60% win or loses outright Repeat your feedback loop

Don't aim for perfection. Aim for preference.

If your product is clearly preferred in side-by-side comparisons, you're ready.



Step 4: Keep It Lean (But Not Cheap)

Optimization doesn't mean bloated complexity. It means thoughtful refinement.
Here's how to keep your process lean:

e Use mockups instead of prototypes (until validated)
e Simulate polls before paying for PickFu

e Qutsource visual upgrades to Al tools or Fiverr

e Prioritize top 3 customer dealbreakers

e Avoid "feature creep’ — more isn't always better
"Most of the time, you only need to fix one thing to turn a no into a yes."
And if you're not sure what that one thing is, ask GPT:

"Based on this feedback, what is the single most important change | should make to increase purchase intent?"



Final Iteration Checklist

Before moving into sourcing and launch, ask:

. Does my product address the top 3 pain points in the market?
. Have | run at least one poll where my product clearly wins?
J Has my messaging been refined to match my avatar's language?

J Did | improve the design without bloating the cost or complexity?
If you can check those boxes — you're done iterating.
It's time to move forward.

In the next chapter, welll validate the full market potential — using tools like Amazon Product Opportunity Explorer and

smart prompts to assess risk, investment level, and go/no-go recommendations.



Validating Market Demand

How to Predict If Your Product Will Fly or Flop
(Before You Invest a Dime)

You've iterated your product. Tested it with your ideal buyers. Refined your design, messaging, and positioning.

Now it's time for the million-dollar question:
“Is there enough demand to make this product worth launching?”

Because no matter how good your idea is... If the market is too small, too saturated, or too expensive to enter, it's not a
business — it's a hobby with a supply chain.

So before you source a single unit, let's validate the opportunity.



Step 1: Use Amazon Product Opportunity

Explorer

If you're building a physical product and plan to sell on Amazon, this powerful tool is your goldmine for market

validation.
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Collect Market
Intelligence

Amazon's Product
Opportunity Explorer gives
you crucial data including
keyword search volumes,
conversion rates,
competition levels, and

customer demand trends.

Start With Your
Keywords

Pick your main product
keyword (e.g., "toddler
wooden table") and gather
all relevant data from the
tool.

Al-Powered
Analysis

Feed your data into GPT
with this prompt: "Analyze
this Amazon Product
Opportunity Explorer data
and summarize: market
saturation, search trends,
keyword opportunities,
conversion likelihood,
investment risk, and
go/no-go
recommendation.”
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Get Your Verdict

Let GPT translate complex
market data into plain
English with a clear launch
verdict. This gives you
confidence before

investing in manufacturing.

Following this process lets you make data-driven decisions rather than guessing about market potential.


https://sellercentral.amazon.com/opportunity-explorer
https://sellercentral.amazon.com/opportunity-explorer

Step 2: If Youre NOT on Amazon...

Selling info products, services, or local offers? No problem.

Here's how to replicate this process:

For Local/Service/Info Products:

1. Google your offer type (e.g., "piano lessons Dallas" or "hormone reset program”)
2. Screenshot the top 2—-3 pages of search results

3. Copy listing descriptions, page titles, and headlines

Then prompt GPT:

"Analyze these search results and identify: - Top competitors - Positioning angles - SEO strategy - Common

pain points solved - Gaps in the market - Differentiation opportunities”

Add:

"Estimate if this is a saturated space or underserved, and how | could profitably enter.”

GPT will break it down into a competitor matrix and market viability snapshot.



Step 3: Key Metrics to Track

Whether you're analyzing Amazon or Google, focus on these four buckets:

Metric What It Tells You

Search Volume Is there enough interest? Is demand steady or
growing?

Conversion Rate Are people buying or just browsing?

Saturation Level How crowded is the market? How differentiated are

the listings?

Entry Cost Do you need a big ad budget, inventory, or team to

compete?

Ritz Momentum's tip:

"Low conversion + high competition = ® red flag. High conversion + low competition = # green light."


https://www.ritzarm.com/

Step 4: Ask GPT for Risk + Profitability
Analysis

Once you've collected your data, give GPT this full prompt:

"Based on this market data [paste in from Amazon or Google], outline: 1. Investment needed to launch 2. Estimated
time to break even 3. Key risks and how to mitigate them 4. Profit potential in year 15. Go or no-go

recommendation”

You'll get a breakdown like:

e Estimated Cost to Launch: $8,500

e Break-Even Timeline: 4—6 months

e Risk Factors: Price war with major brands, holiday season timing
e Potential: $50K—-$100K profit in Year 1 with proper positioning

e Recommendation: Go — if you can afford initial ad push

Final test:

"If | can't clearly see how this product beats the top competitors and makes $300K/year... | kill the idea."

Use your data. Use GPT. Use logic.

Don't get attached to a product that doesn't pass this phase. Just move on. Your next idea could be the winner.



Sourcing, Listing, and Launch

How to Move from Prototype to Profit Without
Burning Cash

This is it. If you've made it here, your product has passed:

The profit goal test [%4 Voice of customer validation [/4 Avatar development [%4 Product design [%4 Poll testing
Market demand analysis

Now it's time to bring it to life.

But here's the key:
"You're not launching just to sell. You're launching to dominate.” — Izabella

Let's walk through sourcing, optimizing your listing with Al, and launching smarter, not louder.



Step 1: When It's Time to Source

You should only move into sourcing when:

e Your product wins in simulated or real polls
e You've hit a 70/30 or 80/20 preference split
e Your market analysis shows viable profit potential

e You've optimized your positioning based on real feedback
If you check those boxes — go.

My Recommendation:
"Don't overthink sourcing. The design is done. Your only job now is to get the best version built efficiently.”

Whether you use Alibaba, private label manufacturers, or U.S. suppliers:

e Share GPT-generated product specs as a starting point
e Ask for customization quotes on only the top 3 differentiators
e Use previous review complaints (e.g., "chairs too short") as clear guidance for factory tweaks

e Don't be afraid to show mockups or mood boards — Al-generated or real



Sourcing Communication Example

| often send a brief like:

"We need a toddler table set made of real wood, 30" x 20" table, 4 ergonomic chairs, non-toxic finish, rounded
corners, and packaged in a gift-friendly box. Please quote pricing for 500 and 1000 units."

This clear, concise communication helps manufacturers understand exactly what you need without unnecessary
back-and-forth.

Remember to:

e Be specific about materials and dimensions
e Highlight safety features that matter to your avatar
e Mention packaging requirements

e Ask for quotes at different volume levels to understand economies of scale

The more precise your specifications, the more accurate your quotes will be, and the fewer surprises you'll encounter
during production.



Step 2: Use Al to Optimize Your Listing

Once sourcing is in motion, it's time to create compelling sales assets that convert browsers into buyers.

Al-Powered Copy

Prompt ChatGPT with:
"Write an Amazon listing
for a toddler table set,

based on this customer

avatar and differentiators.

Focus on solving these
pain points and matching
Montessori values.”

e Get listing titles that
grab attention

e Create 5 benefit-
driven bullet points

e Generate SEO-rich
descriptions

Lifestyle Mockups

Create professional
product images before
your samples arrive using

tools like:

e Canva Smartmockups

for digital renders

e Midjourney for lifestyle
scenes

e Real samples (once
available) for

authenticity

Strategic Shot
Planning

Ask Al: "Give me a shot list
for my Amazon listing
featuring a toddler table
set targeting moms age
28-40."

Plan your imagery to
showcase your product's
key differentiators and
address specific pain
points revealed in your

customer research.

Competitive
Positioning

Use Al to create
comparison tables that
highlight your advantages
against competitors.

"Your listing should feel like
it was written by the buyer,
for the buyer. That's how
you convert."



Final Checklist Before
Manufacturing

Before you give the green light to your factory:

Vv Item

[ Confirmed Product Specs

[ Final Poll Win

[ Listing Assets Ready

[ Sourcing Quote Approved

[ Launch Budget Clear

Once all these are set — it's go time.

Description

Based on final Al-optimized
blueprint

70/30 or better, ideally real

human test
Photos, copy, keywords, pricing

Costs match your profit model
(30/30/30/10)

Ads, samples, freight accounted
for

FINAL PRODUCT
CHECKLIST

u | Manufacturing Quotes
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| Manufacturing Quotes
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[] Marketing Assets
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[] Launch Plan
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Step 3: Launch Smarter — Not Louder

| don't recommend blowing money on a massive launch unless you have investor cash.
Instead, launch lean with precision:

e Hit your avatar's core emotional needs in every visual and word
e |Leverage influencers or micro-creators who match your buyer profile
e Use "'Founder's Story" angles — your data-driven creation journey can become the story that sells

e Use PickFu or customer polls to A/B test thumbnails or hero images before publishing
"Most sellers launch loud. Smart sellers launch accurate.”

You don't need to shout. You need to resonate.

When your product has been shaped by real reviews, tested by avatars, and iterated using feedback, you don't need
hype.

You just need to put it in front of the right people.



Final Words Before You Launch

You're not guessing anymore. You've built a product based on:

e Real customer problems
e Market demand
¢ Profit models that make sense

e Messaging that speaks to your buyer
You've built the product they asked for — they just don't know you made it for them yet.
So go. Launch. And let the data continue to lead the way.

Remember that even after launch, the process of listening to customers and iterating continues. The best products
evolve based on real-world feedback and changing market conditions.

Trust the process, trust the data, and most importantly, trust that you've done the work to create something truly

valuable for your target audience.



Bonus Appendix:
Izabella's Lazy Genius Toolkit

This appendix contains ready-to-use resources that will help you implement everything you've learned in this book.

From prompt templates to tool recommendations, these resources will save you time and help you execute the Al-
driven product development process more effectively.

Feel free to copy, paste, and adapt these resources to fit your specific product and market needs.



My Lazy Prompts Library

Copy, paste, and profit. These prompts do the heavy lifting so you don't have to.

-1+ Reverse Engineer Profit Goals 9o Voice of Customer Mining
"Help me plan a product that earns $300,000 per "Analyze the following reviews and extract key
year in profit using a 30/30/30/10 model. Show me insights: usage scenarios, pain points,
options for high-ticket, mid-tier, and low-ticket positive/negative feedback, motivations,
strategies with price points, units per day, and dealbreakers, ideal customer traits"

yearly volume.”

S Avatar Creation S Product Design
"Create two detailed customer avatars from these "Based on these insights and avatar data, design a
reviews: 1. The product user 2. The buyer/decision- better product than Amazon's top sellers. Include
maker Include age, goals, fears, values, buying materials, components, features, and product

motivation, dealbreakers." blueprint.”



More Lazy Prompts and Tool Stack Guide

o Poll Simulation 3 Final Validation
"Simulate a poll of 100 ideal buyers choosing "Based on this product concept and this market
between Product A and Product B. Include vote data, assess the investment risk, break-even point,
breakdown, open-ended feedback, and and profitability potential. Give a go/no-go
suggestions to improve each product.” recommendation.”

Tool Stack Guide

Tool Use Case

ChatGPT Al prompts for planning, design, avatars
VOC.ai Amazon review analysis + voice of customer
PickFu Real-world product testing polls

Amazon Opportunity Explorer Market research, keyword volume, saturation
Canva / Smartmockups Listing graphics + packaging visuals

Midjourney Al lifestyle product renders


https://chatgpt.com/
https://%20https//apps.voc.ai/voc?coupon_code=promo_1RF53lDgkzclsSWiJSaYjzNd#/payGuide
https://www.pickfu.com/ritzmomentum
https://sellercentral.amazon.com/opportunity-explorer
https://www.canva.com/join/vzf-hwm-pjb

Voice of Customer Report Template and
Final Thoughts

Use this structured template when organizing customer review insights to build data-driven products:

Usage Scenarios Pain Points Motivators to Buy

ldentify primary situations where Document frequent complaints and Analyze what customers cite as their
customers use the product to unmet needs to discover primary reason for purchase to
understand their real-world context opportunities for significant strengthen your marketing message.
and needs. improvement.

———
CUSTOMER
PERSONA
PROFILE

DEMOGRAPHIC RESEARCH
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Dealbreakers Ideal Avatar Traits Differentiation

|dentify what stopped customers Define the age range, lifestyle, and Opportumtles

from buying or caused returns to purchasing patterns of your core Spot what's missing in competitor
avoid critical product flaws. customer segments. products that you can improve to

create a unique market position.
You're not guessing anymore. You're building with data. And Al just made it 10x easier.
Let the other sellers chase trends. You've got a system now.

Go make something that sells.

Ready to Take the Next Step?

Want to talk more about building your brand, launching a product, or just figuring out your next step?

We drop a ton of value in our WhatsApp chat — product ideas, validation tips, real-life case studies, and behind-the-

scenes strategies we actually use.
If you're serious about launching or scaling your brand, this is where you want to be.

And if you're ready to talk to my team directly, here's the link to schedule a discovery call.

Let's build something great together -

B [Join the WhatsApp Chat]

. Talk to me


https://api.leadconnectorhq.com/widget/bookings/schedule-your-strategy-meeting
https://chat.whatsapp.com/IzKNrq03S8C3jE55ZovUrV
https://links.ritzarm.com/widget/bookings/talktotheboss

