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So in this bundle that is exactly what I’m going to 
help you with. 

Here’s what I’m going to be covering:

Step 1: Setting your launch goals

Step 2: Creating your launch map

Step 3: Pre-planning 

Step 4: Research

Step 5: Define your offer

Step 6: Create your offer & build your platform

Step 7: Decide your price

Step 8: Create your pre-launch strategy

Step 9: Create your launch marketing strategy

Step 10: LAUNCH

Step 11: Follow up process

You can do it!

We have to constantly keep coming up with new 
ideas, products and services in order to keep 
growing our businesses.

However launching comes with its fair share of  
challenges… 

It can be overwhelming, stressful and scary! 

Have you ever wanted to launch something, but 
felt so confused, overwhelmed and scared you 
kept putting it off ? Unanswered questions, hard 
decisions you just couldn’t seem to make, that little 
voice inside that kept saying, “this is a stupid idea!”?

I think it probably happens to all of  us.

I will admit that it’s definitely happened to me. 
There have been things I’ve wanted to launch, but 
didn’t because it was too overwhelming and scary, 
and eventually I took the easy way out and put it to 
the back of  my mind.

So many wonderful ideas stay locked up inside of  
the minds of  the people who thought them up, but 
it doesn’t need to be this way! 

In fact there is a simple solution to make sure this 
never happens to you and it’s this: having a launch 
strategy.

aunching is something we all 
have to do as entrepreneurs. 

Every single one of  us.

If  we want to turn our ideas 
into realities there comes 
a point where we have to 
launch, and this isn’t just at 
the beginning of  a business – 
it’s a continuous cycle. 
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A lot of  us have lots of  dreams and ideas we’d love to turn into a reality, but so often they stay locked up 
inside of  our heads! So the first thing you need to do in order to turn your idea into a reality is to make 
it a goal. 

You need to get super clear about exactly what it is you want to make happen. Here are some questions to 
help you…

What is your core aim/mission for this launch?

hoW Will you knoW if your launch has been a success? 
What metrics Will you use to measure the success? 

(For example, the number of  sales , the number of  new subscribers.)

Who is your perfect client? 

It’s important to get clear on this from the get-go, so you can bear them in mind as you’re 
creating everything for your launch. Because in order for your launch to be a success , it has to 

connect and resonate with your perfect audience.

When do you Want to launch? 

You’ve got to write down your launch date, so that this whole thing becomes real. 

Turning Your Dream into a Goal
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Creating Your Launch Map

So your launch is going to be broken down like this:

Pre-planning

Researching

Product/Service Creation

Pricing

Marketing + Marketing Materials Creation

The Launch

The Follow Up

Platform Creation 
(i.e. how people are going to buy from you; 
website, checkout, payment gateway etc.)
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It didn’t go to plan, but it helped me to see what I needed to do. In my head my absolute deadline wasn’t 
actually October, it was the end of  the year, so my aim of  launching in October gave me enough wiggle 
room if  things got delayed (which they did).

It’s good to have it all mapped out, so you can see exactly how it will all work. Obviously at this stage 
there will be a lot of  guesswork going on, so your map will just be an estimation, but I find it’s helpful to 
have a visual plan of  your timeline. 

Here’s an example of  my Launch Map for the Members’ Club launch: 

f e b r u a r y-  m a r c h

Research
a p r i l - J u n e

Product Creation

J u ly-  s e p t e m b e r

Site Build + Plan Out Pre-Launch & 
Launch Marketing Strategy

s e p t e m b e r - o c t o b e r

Start Pre-Launch

o c t o b e r

Launch
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With the launch of  the Members’ Club I gave myself  a lot of  time to get it ready, but I’ve also launched 
other things within weeks. I just took the time I had available to me and made my launch plan.

So whether you’ve got months or weeks, use the space below to write out your timeline and then if  you 
want, create a visual map that you can stick on your wall, so you can see it every day and hopefully it’ ll 
help you to stay on track. 

Remember, this is just your map – it’s a guide, we’ ll create a more in-depth plan later on.
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I think at this point it’s also good to think about whether you want a team of  people to help you with  
your launch. 

•	 Virtual assistant to help you stay organised and deal with support issues?

•	 A graphic designer to help you beautify everything?

•	 A web developer to help you site up your site and payment gateway?

Have a think about whether you want anyone to help you. If  you can’t afford to pay anyone right now, could 
you try and do a deal where you can help them if  they help you? 

Use the space below to think about who you would love to bring on board…

yo u r  t e a m
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I’ve launched plenty of  things by myself, because I didn’t really have a choice in the matter! So over the 
years I learned to get good at designing things and making websites.

Nowadays there are some amazing online tools that have simplified all of  this so much. 

Sometimes when you want to launch something, but don’t have the money to bring a team of  people on 
board to help you, you just have to get creative and figure out how you can make it work. Be persistent!

You can use PicMonkey, Canva or Gimp.org – all great tools.  
Search YouTube for tutorials and you’ll find all the answers you need!

You can use LeadPages. This is one of  my favourite tools!  
It’s so easy to use and you can make a page in minutes! 

Looking on fiverr.com for other things you need, like video editing and graphic design.  
You can get things created for $5!

G o i n G  i t  a l o n e

For creating a sales page or an opt-in page

You could also try

For Designing Graphics
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Pre-Planning Phase

As you begin to think about planning out your launch, you’ll probably find that you have a lot of  questions 
that you need answering in order to move forward, such as…

Is this the right thing to do? Will anyone buy? How much should I charge? What will my audience really 
want from this? How should I structure my offer?

This is the point at which a lot of  people begin to panic that their idea is hopeless and that they can’t do 
it. In fact, a lot of  people actually put their ideas on hold at this point, because they feel so overwhelmed 
by the amount of  things they don’t know.

Don’t do that.

This phase is completely normal and it needs to happen. You need to try and uncover every single question 
that you have, because these questions are going to help you to create a wonderful offering and have a 
successful launch!

So take some time now to think about what questions you have. I want you to write down every single 
question that pops into your head (even if  it seems silly, write it down!). 

Here are some things to think about:

•	 Do questions ever pop up as to whether or not you think you can do it? If  so write them all down. 

•	 Do you have any questions as to what you should offer/create?

•	 Do you have any questions about what people want?

•	 Do you have any questions about what you should charge? 

•	 Do you have any questions about design/branding/website development/payment gateways etc.?

•	 Do you have any questions about how you’re going to get your offering out there – marketing-related 
questions?

•	 Do you have any questions about your competition?

Take it away…
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Often the questions we ask ourselves leave us feeling stuck - almost paralysed in our situations, because 
we don’t know the answers. That’s why at the beginning of  a project to launch something, we can feel very 
overwhelmed, because we’ve got all these unanswered questions whizzing through our heads. 

So it’s really important to write your questions down on paper, so you know exactly what you need to find 
answers to.

Because let me tell you something important that I want you to remember…

Even if  you don’t know the answers , someone, somewhere does. 

All you need to do is go on a little mission to find them. 

So let’s make a plan of  action now for getting your questions answered. 

Using the table below I want you to organise your questions from above, and next to each question I want 
you to write down who might be able to answer your question for you or what you need to learn in order 
to discover the answer. 

Think of  all the resources and options you have available to you – could you get your existing audience to 
do a survey for you? If  you don’t have an existing audience, could you get people in communities you’re 
a part of  to answer your survey? What groups can help you? What individual people could you reach out 
to to help you? Are there any websites packed full of  content that can help you? Is there a book you could 
read or a course you could take?

Use all of  the resources you can think of  to figure out how you’re going to get your answers.

Your Questions How Can you Find the Answer?

Okay, so now do you feel better about everything? Do you feel like you can get the answers and make this 
launch a success? I really hope so! All the answers are out there for you. 

Next we’re going to actually discover those answers…
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Now let’s go on a mission to get you your answers! For this phase of  your launch project we need to 
become detectives, so get your hat and coat and let’s go…

Hopefully the phase above will have made this part easy for you, as you should have written down what you 
need to do in order to discover your answers.

During this phase I think there are some key things you need to do:

Do a survey 

Ask questions… lots of  questions , to lots of  people!

Research the marketplace – what are your competition doing? 

Start learning whatever skills you need in order to make this a success

Let’s look at each one in turn.

Finding the Answers

Surveys are brilliant things and can give you so much insight that will help your launch be so much more 
successful. Whether you have an audience or not, you need to set one up and try and find people within 
your target audience to fill it out for you. 

I recommend using Survey Monkey for creating your surveys – it’s free for up to 100 responses, or you 
could use Google Forms. 

You want to come up 5-10 questions to ask your audience to discover what they want from you, what their 
challenges/desires are, what kind of  format they would like things in, how much they would be prepared 
to pay, how they’d like to pay. 

You don’t have to ask these exact questions, but just really think about the main insights you’d like to get 
from them. 

Here’s a link to the survey I sent out to my audience a couple of  months before I launched 
the Members’  Club.

Here’s Anne Samoilov’s survey that she created when she launched Fearless Launching:

d o i n G  a  s u r v e y

https://www.surveymonkey.com/s/3VQM8BL
http://www.surveymonkey.com/s/JFTQHVY%20


Copyright Female Entrepreneur Association

What questions are you going to ask on your survey?
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Once you’ve created your survey post it out to your target audience!

Yes, it does help to have an audience when you’re doing a survey, but you can still do it successfully even 
if  you don’t have an existing audience. You’ve just got to work a little hard to get it out there, that’s all. 
So if  you’re in that position, get your hustle on!

Email it to your list

Share it via your social media

Post it in communities or Facebook groups, where 
you think your target audience are hanging out

Proactively reach out to individuals

I’d love your opinion…

I’d love your help/can you help me?

Could I ask a favour?

When sharing your survey, I find saying things like this work really well for subject lines 
and on social media...

Keep your message short, sweet and personable – write it from the heart with authenticity. 

For example, I did a survey recently to find out whether people where interested in me doing a mastermind 
and I included the survey in the email. 
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I personally never offer anything in return for people filling out a survey, because I want to make sure that 
I get honest answers, not just answer from someone because they wanted something. 

h e r e ’ s  W h at  i  s e n t  o u t :

Hi {Name}

Recently I went on a one-day mastermind in San Diego with the amazing 
Pat Flynn and Chris Ducker...

I had a brilliant day, got to chat lots with Pat and Chris and meet lovely 
people (something I crave, considering I work alone most of  the time!).

So in this week’s video I thought I share with you my biggest takeaways 
from the mastermind, including...

•	 Why masterminding is amazing & why you should do it!

•	 How to successfully set up your own virtual mastermind.

•	 And the power of  investing in expanding your connections through 
events, masterminds and networking.

Have a watch here >> 

I loved doing the mastermind so much that I’ve started to think 
about creating one myself  - I would LOVE to know whether this is 
something you’d be interested in. I’ve created a survey here for you to  
let me know :)

Have a wonderful day!

Carrie xx
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h o W  a r e  yo u  G o i n G  t o  p u t  
yo u r  s u r v e y  o u t  t h e r e ?

So let’s come up with your message to get people to take your survey…

W h at ’ s  yo u r  h e a d l i n e / s u b J e c t  l i n e  G o i n G  t o  b e ?

W h at ’ s  yo u r  m e s s a G e  G o i n G  t o  b e ? 
Keep it short & sweet :)

Google+

Ask people you know?

Facebook Groups Instagram

YouTube

LinkedIn

Email

Facebook

Pinterest
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a s k  Q u e s t i o n s

As well as doing a survey you should also ask questions too. I use social media a lot to scope out what 
people are thinking and what people want. 

Your target audience are the best people for letting you know what you should be offering to them, so tap 
into that and they will love you for it!

Use social media and online/offline communities to ask questions.

If  you ask questions via your Facebook fan page turn your question into a picture, because 
then it’ ll be easy to find after a few weeks or months have passed by. You can’t always access 
your posts when you scroll through your timeline, but you can always access your photos 
from your album. 

Here are some links to picture questions I’ve asked on Facebook to give you an idea:

Question: I love it best when I can spend my free time doing 

This question allows me to find out more about my audience and the kind of  people they are and the 
kind of  things they love to do beyond work.

Question: If  I could wake up tomorrow and live my ideal day, it would look like

Again, this question let’s me know more about my audience.

You can find more of  these questions by searching through my photo album on the Facebook fan page. 

These questions obviously relate to my audience, but think of  what questions you could ask your audience 
to find out more about them and what they want.

Brainstorm your questions on the next page...

Question: If  you could master one skill this year what would it be?

This allows me to find out more about what my audience wants to learn.

https://www.facebook.com/FemaleEntrepreneurAssociation/photos/pb.104112256329970.-2207520000.1414091376./717271121680744/%3Ftype%3D3%26theater
https://www.facebook.com/FemaleEntrepreneurAssociation/photos/pb.104112256329970.-2207520000.1414091360./729011073840082/%3Ftype%3D3%26theater
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Pay attention to the language your audience use. Create a document where you can copy and 
paste things people said that you might be able to use when you come to write your sales 
page or sales email. If  you use their language they will resonate more. 
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Sometimes when people check out their competition they compare themselves and then feel hopeless about 
everything. I know I’ve done this before and it’s a terrible feeling! 

But I want you to remember something: no one will ever ever ever be able to do something like you can do 
something. So no matter how many people are out there doing similar things to you, there’s still a special 
place for you. So don’t be put off.

I love this quote:

So don’t do it ok? Investigate yes, but don’t directly compare yourself. You’re looking for help with your 
answers, nothing more.

r e s e a r c h  t h e  m a r k e t p l a c e

This is often a great way to get answers to your questions. 

Have a mooch around and check out what’s going on in your industry. What are your competitors up to? 
How much do they charge? How do they deliver their offer?

Get really clear on what’s going on and focus on making your offering different/unique/better. 

Use the space below to make a list of  websites/competitors you can check out:
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There’s not really much I can help you with here, all I will say is that you should actually schedule in time 
for learning what you need to learn, so that you actually do it. 

Launching something is chaotic! So you have to plan out time to learn, otherwise you probably won’t do it. 

So take some time now to think about what you need to learn, where you can learn it from and when you’re 
going to start learning.

s ta r t  l e a r n i n G  t h e  s k i l l s  yo u  n e e d  t o  k n o W

Skills I need to learn...



Copyright Female Entrepreneur Association

By this point you should have answers to your questions! Yay :)

So now, based on your findings you should be able to absolutely nail down what your offer is, who specifically 
it’s for, how it’s going to help them, why they’re going to love it, how you’re going to deliver it to them etc.

Use the space below to write it down:

What’s Your Offer?
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Obviously everyone’s offer is going to be different, so I can’t walk you through how to create your product/
service – that’s an entire course in itself ! 

However, I am going to help you to break everything down, so it’s less overwhelming and help you plan it 
all out, so that you really take control of  your launch project.      

So, let’s begin…

The first thing you need to do is write down everything you need to create, and then create a  
‘creation calendar’

Use the space below to brain dump everything you need to create.

If  you’re creating a digital course think about what lessons you need to create and how you’re going to 
deliver them.

If  you’re launching a new website think about what content you need to get on there before you go live.

The Creation Phase

Now you know exactly what your offer is, you can start the creation phase!

This is usually broken into two sections:

	 •	 Creating	the	product/service

	 •	 Creating	your	vehicle	for	selling	it	(website,	payment	gateway	etc.)

Let’s work on part 1 first.

c r e at i n G  t h e  o f f e r i n G
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Now you’ve got it all out of  your head an on to paper, the next step is for us to organise it and create a 
content/creation calendar. 

Breakdown what you need to do into small steps and then order your steps appropriately, once you’ve done 
that go to your calendar and schedule in time for working on creating this content.

What do you need to create? When are you going to work on it? When do you need to create it by?
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Using a tool like Basecamp for this is ideal. Basecamp is a project management tool, where you can create 
to-do lists, upload files, add things to your calendar and you can invite your team to join you in the 
Basecamp project, so you can all work on things together. 

I would highly recommend using a calendar and scheduling in your plan, so you can actually see it all laid 
out. I find this really helps to keep me on track and organised!

There are lots of  project management tools out there, Basecamp is my personal preference, but here are 
some others you can check out:

Now get to work on creating your incredible offering, which is going to absolutely wow and delight  
your audience!

a s a n a W r i k e

t r e l l o e v e r n o t e
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This is a big aspect of  your project and for most people this will be all about creating an amazing website/
sales page/checkout process!

Your website/sales page is your online home, the place where people are going to come to decide whether 
or not they’re going to take you up on your launch offer! 

So it needs to look and feel the part and resonate with them.

You need to think about:

c r e at i n G  yo u r  s e l l i n G  p l at f o r m

yo u r  d e s i G n  &  b r a n d i n G 

Does it align with your brand? 

Does it look good? 

Will it resonate with your audience?

yo u r  c h e c ko u t  p r o c e s s

Is your refund policy clear? 

Is it easy? 

Do you make your offer clear? 

t e s t i n G  i t

Have you got other people to test it out 
fully and give you their feedback?

You must test out the entire process and 
get lots of  other people to test it out too 
– even the payment part, you can just 
refund them after. Find out if  anything 
confuses them, if  they’re struggling 
to know where to click, if  the offer is 
too vague. You want to know if  your 
sales page needs improving before you 
launch. You also need to make sure you 
test all of  your links too!

Have you tested it fully yourself ?

yo u r  c o p y

Do you have clear calls to action, so 
people will know how to take the next step  
with you? 

Does it speak to your target audience? 

Do you clearly state what it’s all about? 

Do you use testimonials on your  
sales page?

t e s t i m o n i a l s

yo u r  a n a ly t i c s

Do you have Google Analytics set up?

Make sure you have Google analytics (or 
something similar) set up on your site, so 
that you can monitor traffic and activity 
on your site.

yo u r  pay m e n t  G at e Way

Have you tested it (like a million times!)? 

Is it all set up properly? 
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If  your answer is “I don’t know”, that’s okay…

Next let’s look at what your competition are charging. Use the space below to write down your closest 
competitors and what their price is:

Let’s Talk About Pricing!

Pricing is something that a lot of  people struggle with when it comes to launching. 

When I was launching the Members’ Club I went round in circles trying to decide on a price. 

I think most of  us have thoughts like:

What if  I charge too much and no one buys? 

What if  I charge too little and people perceive it to be worthless? 

So if  you know what you’re going to charge, amazing! Write it down below. If  you don’t know what you’re 
going to charge, then here are some things to help you…

Think about what you’re creating, how much effort you’ve put in, how it’s going to help people and now 
write down below what your dream price to charge is. If  you could charge anything you wanted (within 
reason of  course!) what would you charge? 
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If  there is a broad range of  prices where do you feel most comfortable slotting in? Do you want to be the 
high-end competitor, the competitor that undercuts or the competitor that’s in the middle?

If  you’re still unsure, the best thing to do (and you should do this anyway) is to ask your audience what 
they would be willing to pay. 

I did this recently in a survey. I asked:

I only gave these two options, because I was either planning on doing a big event for less than $250 or a 
smaller event for between $500-$1000. 

29% of  the people who filled out the survey said they would be happy to pay $500-$1000. So now I know 
that there is an audience for this. 

You might decide on your survey to just ask people what they’d be happy to pay, rather than give them  
a choice. 

What would you be prepared to pay for an entire day (including lunch & dinner)?

a n s W e r  o p t i o n s :

I would only be interested if  it was $250 or less (at this price it would be a bigger event)

I would happily page $500-$1000 for a more exclusive day with less people.

s u r v e y
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Ultimately, when you’re deciding what to charge I 
think you just have to start with a price that feels 
good for you and is aligned with your brand. So, 
if  you’ve positioned yourself  as a high-end brand, 
then you should have a high-end price, otherwise 
it’s confusing for your audience. 

When I was deciding on a price for the Members’ 
Club I noticed that my competitions price range 
went from $25-$97 per month. 

I took a good look at the Female Entrepreneur 
Association and what it was all about and for me 
it’s always been about helping as many women as 
possible to succeed. That’s why when I launched 
the magazine, it was free, because I would prefer 
to have 20,000 people read it, rather than have 200 
people pay me to read it. Now, it might not always 
be free, at some point I might decide to charge, but 
at the time, I went with what made most sense for 
what I was trying to achieve with FEA. 

With the Members’ Club I went for $25 per month 
(even though so many people told me to charge 
more), because I wanted to make it affordable for 
most people. I also knew that if  I started at $25 I 
could always increase the price as it developed, and 
I will (not for existing members though, so don’t 
worry!). But when I launched, $25 per month sat 
well with me. 

I’m sure you’ll have lots of  people giving you their 
opinion as to what you should charge, but at the 
end of  the day you have to go with what feels most 
comfortable for you.

Don’t let figuring out the price slow you down. Just 
decide and always know that you can review it once 
you get started with it all.

So, what’s it to be? Use the space below to write 
down what you’re going to charge…

i Will charGe
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Your Pre-Launch Strateg y

Before you actually launch your offering to your audience, you will want to create excitement, curiosity 
and hype around it, so that people can’t wait for you to launch it. 

I call this the pre-launch.

You break the exciting news to your audience (and to the world!) about what you’ve been working on and 
what’s coming soon!

You want to have this all planned out beforehand, so you know exactly what you’re going to do and when 
you’re going to do it. 

Here are some of  the things I did during the pre-launch for the Members’ Club:

Every time I posted out about what was coming I linked it to an email opt-in, so people could sign up to 
find out more and get on the early bird list, to be notified once it was all live.

Here’s the link 

Also, when people signed up I asked them what they would love to get from the membership, so I could 
continue to research, so that I could create the best membership for my audience that I possibly could. 

Other things you could do during your pre-launch are:

I included a p.s. in my weekly email to let people know that I was working on 
something very exciting and they could click for more information.

I added an image to the sidebar of  the website which said “The Members’ Club 
Coming Soon” and then said they could join the early bird list.

I ran an advert in my magazine letting people know that an online community 
was coming soon. You can see the advert in Issue 14 here 

I posted out via social media and let people know.

I took pictures of  me working on it all and shared it telling people to get 
excited for what was coming.

Have meaningful conversations with people in communities you’re part of  
and share the news that you’re going to be launching something soon. Ask for 
their opinion and see what they think about it all. 

Sending out an email to your mailing list

http://femaleentrepreneurassociation.us2.list-manage1.com/subscribe%3Fu%3Df248f8707b767fbe1061c3085%26id%3Dd4a2594d3d
http://femaleentrepreneurassociation.com/2013/09/interview-with-thea-green-founder-of-nails-inc-2/


Copyright Female Entrepreneur Association

Now you know what you’re going to include in your pre-launch, add the actions to your calendar, so you 
know what pre-launch activity you’re going to put out there and when you’re going to do it!

Here’s a list of  pre-launch ideas, pick a few:

Include a p.s. at the bottom of  your 
emails to your mailing list.

Send an email to tell them what’s  
to come.

Write a blog post (or multiple blog 
posts) that offer lots of  value and that 
lead nicely into you telling people 
about what’s coming soon (make sure 
you tell them they can sign up for 
more information and to get on the  
early bird list).

Add an image to your sidebar.

Post out via social media.

Share the news in online and offline 
communities you’re part of.

Now you’ve picked some ideas, use the space below to expand on what specifically you plan on doing.

If  you’re creating a physical product or even a digital one, could you take sneak peek pictures that are 
beautiful and share them? 

Do you have an email list? If  so email them – think about what you’ll say.

Did you do a survey? If  so, email the people who took part and let them know it’s nearly launch time!

Get brainstorming…

a c t i o n  t o  ta k e
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Your Wonderful Marketing Plan!

Now it’s getting down to crunch time! You need to start planning out how you’re actually going to launch 
your masterpiece. 

How are you going to spread the world about your marvelous creation? 

Here are some ideas for you (pick a few):

beautiful Graphics you can share via social media.

emails // 3-4 emails over a week or so all sharing your exciting news, but in 
different ways each time.

facebook advertisinG (go through the Facebook Ads bundle for more help 
with this).

bloG posts // share valuable information, while sharing the news of  your launch 
and a big call to action for people to join you/buy. Here’s an example of  how I write 
blog posts and integrate the launch of  a product & here’s another example. 

do a live Webinar – sharing your top tips/strategies. Here’s an example of  a 
webinar I did when I launched the Facebook ads bundle.

videos // short launch video outlining your offering and why it’s amazing, sneak 
peek video, showing people behind the scenes etc., case study videos if  possible.

live Q&a session with you, so people can find out more and ask you questions.

podcast episode if  you have a podcast show.

contest to build excitement – could you put together an exciting prize? 

a free video series/Workbook/cheat sheet etc., which people can 
sign up for, that shares amazing tips, which then leads onto people purchasing your 
product. Check out Nikki Elledge Brown’s free video series promoting her program, A 
Course About Copy. In these videos, she highlights the importance of  the value she 
offers, she provides simple, actionable tips (that get people quick results), and then 
she shares a sample of  premium content that she covers in the course itself. Watch 
and learn how she turns new subscribers into dream customers - and pick up some 
great copy tips while you’re at it!

Decide what you want to include in your launch and then plan it all out, so you know what you need to do 
and when you need to do it. 

http://femaleentrepreneurassociation.com/2014/10/the-3-unknowing-mistakes-that-cost-entrepreneurs-their-lovely-clients/
http://femaleentrepreneurassociation.com/2014/02/6-steps-to-creating-more-financial-abundance/
http://femaleentrepreneurassociation.com/5-steps-to-creating-successful-facebook-adverts/
http://bit.ly/1k8Ye60
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Next create a timeline for your marketing activities, 
so you know what you need to do and when you need 
to do it – I’ve included an example at the end of  a 
launch plan. 

The more mapped out it all is, the easier it will be to 
do and it will be far less overwhelming. 

Again, I suggest putting your activities into a 
calendar, so you can stay on track with it all. 

Everything you share throughout the launch needs 
to be the best it can be (your graphics, your copy, 
your web pages, your emails). I didn’t say perfect, I 
said it needs to be the best it can be.

A lot of  people put off  launching, because “it’s not 
quite right yet”, but chances are it never will be. 
You’ve just got to put your best foot forward and 
go for it!

before the launch to build up emails and interest? If  
so take a screenshot of  their opt-in page. Do they 
use social media to promote it? If  so, what kind of  
posts are they sharing? Take screenshots and add 
them to your folder. Do they make videos? If  so 
what do they say in them? 

The best way to learn how to do a good launch is to 
pay attention to how other people launch, who you 
know are successful – you can learn a lot and test 
out their strategies for your own launch. 

Pay close attention to other people’s 
launches. Create a folder and 
document step-by-step how they do it. 
What emails do they send out? Save 
them all. Do they create a free opt-in 

With the ideas you picked above, use the space below to expand on them:

Refine your launch emails worksheet

Write your launch emails mini-ecourse

a d d i t i o n a l  r e s o u r c e s  t o  h e l p  yo u : 

Anne Samoilov, founder of  Fearless Launching, has some wonderful resources on launching, check out 
these two free resources of  hers:

https://annesamoilov.leadpages.net/launch-emails-mini-course/
https://akmill13.s3.amazonaws.com/AdvEmailIdeas.pdf
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This is the most exciting/nerve-wracking point – you’re ready to go live! 

I remember how nervous I was before I launched the magazine and the Members’ Club, I think it took me 
about an hour to hit send on the first email that went out! 

But it’s so worth it!

Here are some things to consider once you’re live:

Going Live

Make sure that no one’s having problems – pay attention to emails and comments 
and deal with them quickly. Before you go live, think about the potential questions 
you might get asked or potential problems that could arise and write a response for 
them and save them, so that when you come to email people with these queries, you 
can deal with it quickly.

Pay attention to what posts/emails get the best response and try to create more  
like that.

Monitor and track your analytics, so you can see where most of  your traffic is coming 
from – focus your efforts on the platforms that are driving you the most traffic. 

If  the launch is going badly revisit your offering and see what could potentially be 
going wrong. Ask your team or business friends to take a look over it and see if  they 
can give feedback. Try sharing content from a new angle. Make sure you’re being 
seen by the right people. 
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After Your Big Launch

Once your big launch is over, give yourself  a big pat 
on the back!! You did it :)

If  your launch was for a limited-time product, make 
sure you close your shopping cart down, so people 
can no longer buy and replace it with a waitlist 
page, so people can sign up for the next launch. 

If  your product/service will continue to be available 
then make sure you plan out how you’re going to 
keep sales coming through, so that it continues to 
be a success

Make sure you have an auto-responder series in 
place for people who buy, so that you can welcome 
them and make them feel excited to have bought 
and make sure you email to ask them for feedback 
– it’s usually good to do this after they’ve been a 
customer for a few weeks/month. Ask them how 
they’re getting on and tell them you’d love to hear 
what they think of  it all – ask them to be specific 
about this.

I know we’ve covered a lot of  ground in this 
workbook and you might be feeling overwhelmed 
by it all, but when you take it one step at a time and 
plan everything out it will be straightforward. 

That’s the key to a successful launch: having a 
strategy and hopefully this workbook will help you 
to create a successful one.

When launching there is A LOT to think about and 
there are so many moving parts, which is why it’s so 
important to have your strategy in place and have as 
much mapped out as you can. 

Get super clear on what you need to do, map it out 
and create deadlines and then take the action you 
need to take in order to make it happen. 

Launching is scary, but it’s so worth it – make 
sure you do what you can to program your mind 
for success throughout your launch. Download our 
success visualisation and listen to it daily or you 
could even revisit the Success Bundle to help you 
overcome any doubts and fears you have.

Ultimately, what helps to push me off  the edge and 
get my ideas out there is the thought that we only 
have one life and it goes by quickly, so we have to 
make the most of  it.

I know that is dramatic, but it’s true and I am not 
prepared to waste my life, because I’m scared. No 
way! 

I want to create amazing things and I know you do 
too, so we just have to step up and own it! Even if  
we fall flat on our faces (and I’m sure we will at some 
point!!) we’ ll still be making more progress than if  
we weren’t trying… and we’re in this together, so 
we can support each other through it all! 

Good luck with your future launches, you can do 
it and it will be amazing! Make sure you share 
experiences with us in the Facebook group.

Carrie xx


