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IMPORTANT:

You are ready to go big in the next step with 
your business!  

Launching a service or program is key to 
catapult your brand and level of service in a 

massive way.
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Exercise: 

Creating the Program
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How to get started

When deciding what you want to launch, take a walk back through your business 
store front and it’s individual aisles. As you are wandering the aisles, you realize 
your store is ready for a new product!  

Which aisle needs it the most? What shelf will it go on?   
Or is there an item that already exists that is ready to go back in the spotlight?

After you have tapped into the need: 

1. Decide what you want to showcase. Target it around what people seem 
to need from you the most. What are they coming into your store for 
most? 

2. What seems to be in demand? What questions do people message you 
about or do you constantly see being poised as a problem in other 
communities?  You can also ask questions on social media or create a 
survey. Don’t obsess too much around this and follow your intuitive hits.  

3. The course/program/service/product you are launching will focus on 
answering those questions. Don’t be afraid to get super specific on what 
you are targeting. 

Assess the needs of your audience. 
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Find the niche

Complete the following and use this as the basis 
for your program: 

What problem am I seeing? How can I solve the problem?
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Create the content

As you create your solution to the needs of your customers, watch out for 
focusing too much on what you teach or are an expert in vs. selling the 
problem your customers have.  

For example, it’s great that you are a health coach, however if you promote just 
that, people may not realize they need your services. If you switch to the 
problem, let’s say struggling to lose those last 10 pounds, it becomes relatable 
and something they connect to resolving.  

Have a look through your list of problems and solutions above, and choose one that 
covers the aisle in need of a few product. Then, go through the following process to 
create your solution - aka product or program!

1. Draw up a loose draft of your program or service. Find the sweet spot 
of providing just enough so that it feels obtainable in solving the problem 
vs. completely overwhelming. Creating too much content or giving away 
too much of your time honestly becomes a lose-lose for everyone. 

2. Establish your title and tagline. Use the above exercise to help you 
craft it! For example, in this course Coaching Confidential, as a business 
coach I was witnessing too many coaches staying small and also not 
learning the foundational tools every new entrepreneur should know to be 
seen as credible.

Show up and serve.
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Creating the Content

Be Proactive.

2. cont’d…It was keeping them stuck in a cycle of reaching too high and not 
having solid ground to land on. This program was my way to share my 
secret set up (thus the name Coaching Confidential) plus take the user 
from newcomer to polished professional (the tagline).    
 
Devise the experience and rely the transformation that will occur. 
Keep it simple! 

3. Create an outline. How will the program be broken up? Is there a 
specific step by step system you are implementing? Or does it work to 
create a module series? If you get stuck, focus on the journey the 
customer will have and generate your content flow based upon such 
experience.  

4. Use a template that is repeatable. In addition to just text, perhaps you 
want to add a visual or auditory component to the program. 
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Exercise: 

Launching the Program
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Creating the Course

Bring it to Life!

Once you have the outline and program content laid out, it’s time to start 
drafting it up!   

Before you start to dread over the backend implementation, start typing up 
your templates and content and record your videos or audio.   

Depending on the type of service, you can decide to have it completely 
finished before the launch (though make sure you are not doing this so 
as to distract your fear of actually having to start promoting) or have a 
percentage complete (such as the first 25%) before you begin to 
promote.   

My preference is to create the foundational content and structure, then as 
I move with my customers and clients, continue to redefine my original 
concepts to truly meet their needs.  

By creating at least a portion of the content ahead of time, it also lets you really 
feel and experience your course in an elevated way and you can confidently 
share how amazing it is when you launch!  

Otherwise, there is a sense of “will it be any good?” that you are bringing into 
your sales strategy. 
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Creating the Course

Words of caution:

Beta Courses/Services:

Many new coaches advise they want to give their course or program 
away for free in order to let people try it out and to gain feedback and 
testimonials.  I’m strongly against this model. Giving it away 
showcases that you aren’t in fact the expert and still 
experimenting, which lowers your creditability. 

Creating a service takes a lot of time and energy. And when people 
aren’t paying, they may not take into consideration how hard you 
worked on it and not give it the attention it deserves. Also, if they are in 
fact your ideal client, they will get so much more value by making the 
investment.

If it’s your first round and you do want to test the waters, keep the 
price low. This way you are still receiving money for your efforts and 
people will have an opportunity to really sync into the program. You can 
still ask for feedback and testimonials when it’s all said and done.

Also, don’t be afraid to pull the testimonials you already 
collected and use for this purpose. For example, when I launched a 
group coaching program, I used testimonials from 1:1 clients. 
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Spotlight: 

Strategy behind the Launch
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Launching the Course

Get ready to promote!

Now that you know what you want to sell and the breakdown of the structure, 
it’s time to talk it up and let people know it’s available! 

A launch is a direct to sales technique facilitated over a set period of 
time.  

A typical launch will begin with promoting a free training, tool, or service 
and then use that momentum to generate into revenue sales. 

Technically, you can launch anything you want - from coaching 
services, e-books, digital courses, live events, membership services, 
or material goods. If you created it, then it’s launch-worthy! 

The beauty of the launch formula is that it is always changing and 
adapting over time and further, allows you creative freedom to follow your 
intuition. While using specific launch strategies give you direction and proven 
results, you also need to feel out the flow to meet your business and customer 
needs.

I believe that in order to successfully execute a launch, you need to be in the 
right frame of mind, have some space to move through the process, and take 
care of yourself. Running a launch is similar to running a marathon! You start 
off strong, find your pace, start to fizzle, work yourself back up, and 
then finish strong. The final hours are when you will receive up to 85% of 
your sales. And while it may be a wild ride, it will absolutely become a 
rewarding one!
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Launching the Course

The Strategy.

Small list/Scarcity mindset: 

It’s truly a quality vs. quantity game. Never focus on who isn’t showing up and 
funnel your energy into everyone that is already there.  

It is absolutely possible to have a successful, profitable launch even if your list or 
reach is small. If you’ve done the work to target your niche and stay clear on your 
message, then it doesn’t matter the size of your audience, just the size of their 
heart felt connection to you!  

Sample Launch Flows:  

Jeffrey Walker:  He’s kind of like the King of Launches. He came out with a book 
appropriately titled “Launch” and it’s been a formula 7-figure entrepreneurs swear by 
like Marie Forleo and Gabby Bernstein. 

The gist:  

Create 3 high-content, high value videos that completely address the needs 
and demands of your client. The videos are released over the course of 3 to 7 days 
and solidify you as an expert creating an amazing experience for your audience.  In 
addition to videos, one may also include PDF worksheets or coinciding templates. 
The intent is to provide as much as you can to make it seem enticing and 
engaging. Your viewers should feel as though they cannot wait until the next video 
is released! The 4th video then becomes your opportunity to showcase your 
incredible offer and open up your sales cart. The cart is open 1 to 7 days. 



Danielle Mercurio, 
2017 �15

Launching the Course

The Strategy.

Free Training/Webinar Launch

This is great if you have a specific topic that you know your audience really 
needs and also easily segue ways into what you are selling.  

The gist:

Create a 45 to 90 minute free online video or call experience.

Decide what platform to host it on (great free video options: Google 
Hangout, Facebook Live, YouTube Broadcast; for phone use Free 
Conference Call)

Select a date and time that feels appropriate for your audience. (i.e. if you 
work with busy moms, then schedule after their kids are in bed).  Intend to 
record the training and have a replay available. 

Let your list and following know about the training. This can be done via 
your email list, creating a Facebook event invitation or sharing on social 
media posts.

Dive right into your juicy content on the webinar. Once you are about 
75% through your content, hold back on the last 25% so that you can begin 
to talk up your course.

Showcase your delicious opportunity to learn more. Wrap up the training 
with the rest of your amazing material and give a final reminder that the cart 
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Launching the Course

The Strategy.

After the launch, the training may no longer be available to the public however can 
be repurposed for a re-launch or sold as a mini-course at a later date.

The most important thing I can express is to follow your own heart and style. Don’t 
go too far outside of the box that feels like you. If your customers are connected to 
your service, they will be connected to the way you sell it!

Don’t forget! Use the tools and guidance from Module 2 around creating 
sales page copy and marketing. This is exactly what you’ll need to coincide 
with your program promotion.  

Early Bird Pricing

You may decide you want to treat your customers for opting into your 
program right away. A good rule of thumb is creating a 15-20% discount. 
This could be done solely for paying in full or you can create a special 
payment plan at the lower price. The Early Bird is typically kept up the first 
24-48 hours of the launch period.

Note: even with an EB special rate, statistically most sales still come 
through during the final hours before your cart closes. Don’t put 
added stress on yourself if the EB isn’t what you expected and keep 
funneling your energy into raising awareness of what you are 
offering.
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Launching the Course

The Strategy.

Final Day/Cart Close

By the time you reach the last hours of your program closing, you may be 
feeling optimistic, all over the place, doubting, or in the zone - I tend to 
experience all of those in doses!   

This is where all your dedication is required. Regardless of what the 
sales or opt-ins may indicate, this is NOT the time to hold back.   

My rule of thumb is, if my launch ended and people didn’t even realize it was 
happening, then I didn’t show up enough. You want to talk it up so much 
that everyone is aware of your incredible offering! 

Many people will be looking at your program behind the scenes wondering if 
it’s a right fit and good time to invest. It’s likely your sales page will stay up as 
a tab in their browser or they’ll be opening your emails as soon as they are 
released. Did you ever feel this way about a course? What got you to opt in 
at the final hour?

Some strategies for the last day are creating a more convenient payment 
plan, hopping on a special Facebook live, or sharing testimonials from past 
participants. This is where the “why behind the why” strategy is crucial. 
Beyond suggesting they act now, offer up what will happen if they don’t.  
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Launching the Course

The Strategy.

Final Day/Cart Close: 

It’s so important during this window to keep your energy high and really 
believe in yourself and your soul skill set. What experience will your 
customers have? And why will it be a gift or change their lives? Focus on the 
energy of abundance and let yourself feel your people coming in.   

When doubts come to the surface, promise yourself you are reaching the 
people that need this the most and it will come to form with your continued 
confident and dedication.

One last strategy is to surprise your audience by extending the cart one 
more day. It’s totally at your discretion, however it may be that final sign a 
customer needed to convert over!  

Post launch strategy:

The cart has closed! Time to celebrate! No matter what the sales or opt-
ins, it’s beyond important to honor what you created, put out in the world, 
and showed up for! Treat yourself!
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Launching the Course

The Strategy.

Post Launch Strategy cont’d: 

Send out a final email or post suggesting the program is closed 
however indicate if you plan to offer it again or if there is another 
way they can work with you. For example, if you offered a group 
coaching program, you can suggest that you have some 1:1 spots open if 
they may have been looking for more direct support. 

Evergreen 

After your program has ended, you may decide to sell it as an evergreen 
course. An evergreen option is typically one that is completed and 
available during any time of the year. It may be something you sell as an 
add-on to your coaching packages or available in your online store.  

This can be a great option if you have new desires to launch but still 
want to present the option to make revenue on something fantastic 
you’ve already completed.  
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 Everything I create turns into gold 
for others to adorn. 

AFFIRM:
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Now it’s time… 

To generate your launch strategy!  

See you in Part Three!


