A useful product description does more than make an item sound appealing. It helps a shopper decide whether
the product fits their needs, answers the questions that might otherwise stop them from buying, and sets clear

expectations about what will arrive.

That means the best product copy is not necessarily the cleverest or longest. It is specific, easy to scan, and
grounded in the questions people ask before they buy. For an ecommerce team, the practical starting point is to

ask: which page template does this affect? A product page needs item-specific answers; a category page helps

shoppers compare options. Both matter, but they do different jobs.

This guide explains how to map purchase intent, find unanswered questions, write product descriptions that

support conversion, and build a category page strategy around real customer needs—not the latest trend.

Start With Buyer Questions, Not Search Trends

Search trends can reveal new language or emerging demand, but they are not a substitute for understanding why
someone is shopping. A phrase may be popular without being relevant to your products or customers. Chasing

every trend can lead to vague copy, rushed landing pages, and the familiar postmortem: traffic up, sales flat.

Begin with the buying decision. What does the shopper need to know to choose this product confidently? The
answer varies by product type. Someone buying boots may want to know whether they run narrow, what the
upper is made from, and whether the sole is suitable for wet conditions. A shopper choosing a phone case may

care more about device compatibility, button access, and wireless charging.
Collect questions from sources close to the customer:

e Customer service emails, chat transcripts, and call notes.

® Product reviews, especially recurring complaints and questions.

® Returns and exchange reasons, including “didn’t fit" or “not as expected.”

e Search terms from your site search and relevant search queries.

® Questions asked in social commerce comments, livestreams, and product posts.

* Sales and merchandising teams who hear objections directly.



Use tools and research methods in context. For instance, PESTLEanalysis can help teams explore wider market or
customer factors during planning, while Clickslice may support SEO research and content prioritization. Neither
replaces product knowledge or customer feedback. The goal is to use research to discover useful questions, then

verify the answers with accurate product information.

Map Purchase Intent to the Right Page

Not every shopper arrives ready to buy a specific item. Some are exploring a category, while others are comparing
products or checking one final detail before checkout. Your content should match that intent instead of forcing

every question into a single block of copy.

Shopper intent Typical question Best place to answer it Explore Which type of boot is right for everyday wear?
Category page, buying guide, or filtered collection Compare What is the difference between these two models?
Category page, comparison content, or product highlights Evaluate Will this size fit, and what is it made from?
Product page with sizing info and materials details Confirm Will it work with my device, and when will it arrive?

Product page, compatibility notes, and delivery information

This mapping is important for SEO as well as usability. A product page should focus on the exact item, including its
specifications and fit. A category page should help shoppers understand the range and narrow down choices. If
your category template is thin while every product page repeats generic copy, you may be missing the

opportunity to serve shoppers earlier in their decision.

Build a Category Page Strategy Around Choices

Category pages are often treated as a grid of products with a short introduction above it. That can work for
browsing, but it may leave shoppers without the context they need to choose. A strong category page explains

what is in the range, who the products suit, and how to compare meaningful differences.

For a boots category, useful guidance might explain the difference between waterproof and water-resistant styles,
point out options for wide feet, or describe which designs are intended for hiking versus everyday use. Keep the

advice specific to the products actually available in that category. Avoid broad filler written only to add keywords.
Consider including:

* A brief introduction that defines the category and its main use cases.

* Clear filters that reflect real decision factors, such as width, material, or activity.

® Short comparison guidance that helps shoppers understand the range.

* Links to relevant size guides, care information, and related categories.

* Concise answers to common category-level questions.
Be thoughtful with filters and faceted navigation. Every combination of color, size, brand, and other filters can
create a URL, but not every URL needs to be indexed by Google. Decide which category and filter pages have

distinct search value, then manage crawling, canonicalization, and indexation consistently. A useful category

strategy does not mean publishing every filter combination as a new landing page.

Write Product Descriptions That Remove Doubt

A product description should help a shopper picture how the item works in their life and confirm that it meets

practical requirements. Put the most decision-relevant information where people can find it quickly. Do not hide



sizing info, materials details, or compatibility notes at the bottom of a long paragraph.

Make sizing info specific

“True to size” can be helpful, but it is rarely enough on its own. Explain what the recommendation means and
provide evidence where possible. For example: “Order your usual size. If you are between sizes or prefer a thicker
sock, choose the next size up.” Add a size chart with clear measurements and explain how customers should take

them.

For apparel and footwear, consider relevant details such as model measurements, garment fit, width, stretch, and
whether an item is designed to sit close to the body. Avoid promising a perfect fit for everyone. The goal is to

make the choice clearer, not to guarantee an outcome you cannot control.

Describe materials and care accurately

Materials details should identify what the product is made from and explain why that matters to the buyer.
“Leather upper with a textile lining” is more informative than “premium materials.” If a material has a particular
finish, texture, or care requirement, say so in plain language. Make sure claims such as recycled, organic,

waterproof, or hypoallergenic are verified and used consistently.

Include compatibility notes

Compatibility is essential for products that connect to, fit, or work alongside something else. State the supported
models, sizes, systems, or versions as precisely as possible. A phone accessory should name compatible device
models. A replacement part should clarify the relevant product series or measurements. If there are exclusions,

surface them before the shopper adds the item to their cart.

Do not assume that buyers will infer compatibility from a product image or product title. Last month, | was
working with a client who thought they could save money but ended up paying more.. A short, explicit note can

prevent avoidable returns and support contacts.

Answer practical questions beyond the product itself
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Many purchase doubts involve what happens after the click. Include or clearly link to delivery estimates, returns
information, warranty details, what is included in the package, and assembly or care instructions when relevant.
These details may sit in structured page modules rather than the main description, but they should be easy to find

on the product template.

Use a Repeatable Product Page Structure

A consistent structure helps shoppers scan and makes product data easier to maintain across a large catalog. It
also lets you distinguish shared information from item-specific details instead of pasting the same generic

paragraph onto every SKU.

1. Lead with the product’s purpose: State what it is and who or what it is for.

2. Summarize the main benefits: Focus on concrete advantages that matter for the use case.

3. Answer selection questions: Add sizing info, materials details, and compatibility notes where relevant.
4. Provide specifications: Use a scannable list or table for dimensions, ingredients, capacity, or other facts.

5. Set expectations: Explain care, package contents, delivery, and returns through visible copy or clear links.



6. Review for accuracy: Confirm every claim against approved product data before publishing.

For example, a boot description might open with its intended use and key construction features. A nearby fit
section can explain width and sizing, while a specifications area lists the upper, lining, and sole materials. This is

more useful than repeating “durable, stylish, and comfortable” several times without explaining what those claims

mean.

Make Copy Scannable Without Making It Shallow

Shoppers often skim product pages, especially on mobile. Use short paragraphs, descriptive subheadings, and
bullets for specifications. Put important information near the decision point: fit details beside the size selector,

compatibility close to the purchase controls, and delivery information where it can be seen before checkout.

Scannability does not mean removing useful detail. It means organizing information so a shopper can find the
answer they need without reading an unbroken block of copy. Keep the main description focused, then use
expandable sections for detailed care instructions, technical specifications, or FAQs if the page remains easy to

navigate.

Use Google Updates and Social Commerce as Signals, Not a Strategy

Google updates can change how search results are displayed or which pages perform well, but they are not a
reason to rewrite every product page overnight. Check whether a change affects a particular template, category, or
product group. Compare organic visibility with engagement, add-to-cart activity, conversion rate, and revenue. A

ranking screenshot alone does not tell you whether the work helped the business.

Likewise, social commerce can reveal how people describe products and what they ask before purchasing.
Comments may expose unclear sizing, missing compatibility information, or a benefit shoppers value more than
your current copy suggests. Treat those questions as research inputs, then add the verified answers to the right
page template. Do not simply copy social captions onto product pages; a post designed to attract attention may

not provide enough detail to support a purchase decision.

Keep fundamentals steady: accurate product data, useful category pages, clear navigation, and copy that resolves
buyer uncertainty. Trends can help you identify new needs, but they should not displace those basics.



Measure Whether Better Descriptions Help

Evaluate improvements at the level of the page template or product group you changed. If you update fit
guidance across a footwear category, compare the results with a similar group or a prior period while accounting

for seasonality, pricing, stock, and promotions.
Useful measures include:

® Product-page conversion rate and add-to-cart rate.
* Returns and exchanges related to fit or incorrect expectations.
e Customer service contacts about materials, dimensions, or compatibility.
* Organic traffic to relevant category and product pages.
® Revenue and margin from the affected products—not rankings alone.
Look for the full picture. More organic visits can be positive, but if conversion falls or return reasons increase, the

page may be attracting the wrong intent or setting unclear expectations. Use the findings to revise the copy and

the template, not just to add more words.

A Practical Final Check
Before publishing a product description, ask whether a shopper can quickly answer these questions:

® What is this product, and what is it designed for?

How do | choose the right size or configuration?

What is it made from, and how should | care for it?

Will it fit or work with what | already own?

What is included, and what should | expect after ordering?

If the page answers those questions clearly and accurately, you have a stronger foundation than trend-led copy
alone can provide. Put category guidance on category pages, item-specific facts on product pages, and make
important details easy to scan. The result is content that can support search visibility while helping real shoppers

make better-informed decisions.



