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THE DISTRIBUTION & GROWTH SYSTEM

GROWTH
PLAYBOOK
Great content nobody sees isn't growth. This is the
system for getting watched, building an audience on
purpose, and turning that audience into customers.
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S T A R T  H E R E

Reach isn't luck.
It's a system you run.
Creators love to believe growth is a lottery, post, pray, and hope the algorithm
smiles. It isn't. Reach is the output of three inputs you control, multiplied
together.

Reach
How many see it

× Resonance
How hard it lands

× Repetition
How often you show up

Because they multiply, a zero anywhere zeroes the whole thing. Brilliant content posted
once a month barely moves. Constant posting of forgettable content burns you out for
nothing. This playbook builds all three, deliberately.

How this fits with Creator OS

Creator OS makes content people finish. The Growth Playbook makes sure it gets
seen, and converts the audience into income. One builds the asset; the other
distributes it and monetizes it. Run them together and the flywheel spins.

How to use it

Reach isn't luck. It's a system you run.“

Fix your publishing engine first. Consistency beats brilliance you can't sustain.01

Then widen distribution. Turn one idea into many surfaces, and borrow other
people's audiences on purpose.

02

Then convert. Use the buyer psychology and selling system to turn attention into
customers.

03
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T H E  S Y S T E M  ·  A T  A  G L A N C E

Reach is a system on one page
The Growth Loop, the four stages every audience moves through,
forever. Build the loop and the system compounds.

T H E  G R O W T H  L O O P

Linear effort plateaus. The loop compounds each fan fuels the next cycle.

C O M P O U N D

0 1

REACH
a stranger sees you

0 2

TRUST
they follow & binge

0 3

CUSTOMER
they buy the offer

0 4

REFERRAL
they share & send

Track the transitions between stages not vanity views. Find the weakest link and pour energy there.

FIG. 00.0, THE GROWTH LOOP

STAGE 01

Reach
Cadence, distribution, surfaces,
bring strangers in.

STAGE 02

Trust
Bingeable depth + 

, turn
view into belief.

STAGE 03

Customer
Help then offer, the selling
system done right.

STAGE 04

Referral
Fans share, reply, refer, feeding
the next cycle.

COMPOUND

The Loop
Reach × Trust × Customer ×
Referral, each cycle bigger than
the last.

MEASURE

Transitions
Track the hand offs, not the
views. Find the bottleneck, fix it,
lift everything.

buyer
decision requirements
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III
D E F I N I T I V E  L V  E D I T I O N

Advanced Decision Systems
Six product-specific visual frameworks, six worked
diagnoses, and five deeper operating lessons. This part
turns the core ideas into decisions you can explain, test,
and repeat.

MECHANISM JUDGMENT EVIDENCE APPLICATION
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D E F I N I T I V E  S Y S T E M  ·  F R A M E W O R K  0 1

Buyer Belief Ladder
A campaign becomes persuasive by helping a qualified buyer move through ordered
requirements: recognize the problem, understand its stakes, believe the mechanism, inspect
relevant proof, and feel safe taking the next proportionate action.

L V  D E F I N I T I V E  F R A M E W O R K  0 1

BUYER BELIEF LADDER
Move one decision requirement at a time.

LEVEL 01

Recognition
This is my problem

LEVEL 02

Stakes
Delay has a cost

LEVEL 03

Mechanism
The path is plausible

LEVEL 04

Proof
Evidence fits the claim

LEVEL 05

Safety
The next step fits

LV PAT H . C O M

LV FRAMEWORK · BUYER BELIEF LADDER

HOW TO READ IT

Read upward. Each level depends on the one below
it. If proof is presented before the audience
recognizes the problem or understands the
mechanism, the evidence has no useful claim to
support.

DECISION RULE

Build the next asset for the lowest unresolved level.
Do not add urgency at the top when recognition,
mechanism, or proof is still weak below it.
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W O R K E D  D I A G N O S I S  ·  F R A M E W O R K  0 1

Useful content creates interest but no purchase
SITUATION
An audience saves posts about distribution but does not visit the product page. The creator
adds stronger calls to action, yet qualified movement stays flat.

What is actually failing
Recognition exists, but the audience has not
seen why random distribution creates a costly
route failure or how channel jobs change the
outcome. The campaign is asking for action
above an unresolved mechanism level.

The stronger move
Publish a sequence that names the leak, traces
the mechanism, demonstrates one complete
route, then offers a preview that lets the reader
inspect fit before purchase.

WORKED EXAMPLE
Illustrative sequence: post one shows a high-reach asset ending at a dead link; post two maps
discovery, depth, capture, and decision jobs; post three follows one idea through the route;
email four shows the decision rules; the product page then clarifies scope, terms, and use.

SIGNAL 01

Replies shift from generic
agreement to questions about the
mechanism.

SIGNAL 02

More qualified readers continue
from explanation to preview.

SIGNAL 03

Offer questions focus on fit and
implementation rather than basic
comprehension.

Failure to avoid: Treating more frequent calls to action as a substitute for unresolved belief work.
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D E F I N I T I V E  S Y S T E M  ·  F R A M E W O R K  0 2

Channel Job Portfolio
A channel earns investment when it performs a distinct buyer-path job at a cost the system
can sustain. The portfolio should balance discovery, depth, routing, and retention instead of
forcing every surface to behave like a direct-response channel.

L V  D E F I N I T I V E  F R A M E W O R K  0 2

CHANNEL JOB PORTFOLIO
Allocate surfaces by intent and useful life.

Higher buyer intent
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LV FRAMEWORK · CHANNEL JOB PORTFOLIO

HOW TO READ IT

Move right as buyer intent increases and upward as
the asset's useful life becomes longer. The
quadrants describe jobs, not permanent platform
identities; a platform can occupy different jobs when
audience behavior supports it.

DECISION RULE

Fund a channel only when its primary job, native
unit, handoff, success signal, and operating cost are
explicit. Remove duplicated jobs before adding a
new surface.
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W O R K E D  D I A G N O S I S  ·  F R A M E W O R K  0 2

A two-person team is active on six platforms
SITUATION
The same post is reformatted for six surfaces. Reporting combines all engagement, production
consumes the week, and no one can explain which channel creates discovery, trust, capture, or
decisions.

What is actually failing
Presence has replaced portfolio strategy.
Several surfaces duplicate the discovery job
while depth, owned capture, product decision,
and customer activation receive little capacity.

The stronger move
Retain one discovery surface, one durable depth
asset, email for owned context, the site for
decision, and a customer channel for activation.
Redirect saved production time to the weakest
handoff.

WORKED EXAMPLE
Illustrative allocation of 12 weekly hours: 4 hours for one durable source asset, 3 for two native
discovery units, 2 for email depth, 1 for route maintenance, 1 for customer follow-up, and 1 for
review. Each unit has one success signal and next destination.

SIGNAL 01

Production cost per completed
campaign unit declines.

SIGNAL 02

A larger share of qualified
attention reaches the intended
next state.

SIGNAL 03

Reports can compare
performance by channel job
instead of pooled engagement.

Failure to avoid: Choosing channels by competitor presence or audience size while ignoring capacity, route
continuity, and strategic duplication.
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D E F I N I T I V E  S Y S T E M  ·  F R A M E W O R K  0 6

Growth Constraint Tree
An outcome gap can begin at qualified reach, resonance, routing, offer fit, activation, or
retention. The strongest next move repairs the earliest consequential constraint supported by
both behavior and buyer language.
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GROWTH CONSTRAINT TREE
Find the first supported bottleneck.
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LV FRAMEWORK · GROWTH CONSTRAINT TREE

HOW TO READ IT

Start at the outcome gap and inspect each branch
as a transition. Stop at the first branch with sufficient
opportunity but materially weak completion;
downstream weakness may be a consequence
rather than an independent cause.

DECISION RULE

Do not scale upstream volume until the constrained
transition can handle it. Change one cause close to
the bottleneck and protect downstream quality with
guardrails.
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A D V A N C E D  L E S S O N  ·  0 1

Perceived Value Is Reduced by Risk and Friction
A buyer can want the outcome and believe the mechanism while still delaying action.
Financial uncertainty, implementation effort, switching cost, identity risk, unclear scope, and
an oversized next step can outweigh perceived value.

01

Outcome value
Name the bounded operating improvement and why it
matters now. Avoid guaranteed performance language
that evidence and buyer execution cannot support.

02

Evidence quality
Use mechanism, process, boundary, example, and
relevant outcome proof. Evidence should answer the
strongest doubt rather than decorate the offer.

03

Perceived risk
Make price, scope, exclusions, license, delivery,
support, and buyer responsibility inspectable so
uncertainty is not hidden inside the purchase.

04

Action friction
Reduce unnecessary steps and match the
commitment to readiness, while preserving the effort
required for an informed and responsible decision.

IN PRACTICE
Illustrative offer repair: replace a broad grow faster promise with a visible route-building mechanism,
show three inside pages, state who the system does and does not fit, explain the license and delivery,
and offer a preview before checkout. The strategy reduces uncertainty without manufacturing
urgency.

COMMON FAILURE

Trying to overcome unresolved risk with a larger
discount, stronger identity language, or a countdown
that has no operational basis.

OPERATING RULE

When interest is high but action is weak, inspect
uncertainty, effort, scope, self-fit, and step size
before assuming the audience needs more desire.
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Reach is a system.
Start running it.

Lock your cadence this week, atomize your next piece
into five, and write your offer three ways. Distribution

compounds, the creators who win are simply the ones
who kept showing up on purpose.

LVPATH.COM
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