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You may give away this ebook. It may not be sold or modified in any manner. 

Brought to You by PLR-MRR-Products.com 

Disclaimer 

Reasonable care has been taken to ensure that the information presented in this book is 
accurate. However, the reader should understand that the information provided does not 

constitute legal, medical or professional advice of any kind. No Liability: this product is supplied 
“as is” and without warranties. All warranties, express or implied, are hereby disclaimed. Use of 

this product constitutes acceptance of the “No Liability” policy. If you do not agree with this 
policy, you are not permitted to use or distribute this product. Neither the author, the publisher 

nor the distributor of this material shall be liable for any losses or damages whatsoever 
(including, without limitation, consequential loss or damage) directly or indirectly arising from the 
use of this product. Use at your own risk. Note - publisher may receive affiliate commissions for 

products advertised in this ebook. 
 
 
 

Planning Your Launch 
 
Hardly anything is more stressful than planning a new product launch. But, if you are prepared, 
do your research, and plan everything out to the letter when things pop up you’ll be ready for it. 
If you’re ready to work smart, you can have a very successful launch without feeling too 
overwhelmed.  
 

Do Your Research 
 
Like with most things, research has to come first. You need to know everything you can about 
your customers such as: 
 

 Who They Are: Create an ideal customer avatar to help guide everything you do in 
creating products and in marketing products. Spend time getting to know your audience. 

 

 What Their Pain Points Are: You probably already have a product, but if not, try writing 
down three pain points and then figuring out how you can solve each one. Pick the best 
one and make one product for one pain point. 

 

 Where They Are: Knowing where your audience hangs out can help you devise your 
marketing plan because this information will inform where you spend advertising money 
and time. 

 

 Why They Need Your Product: This goes back to the pain points, but this is a little 
different because you should write a sentence that phrases how your product benefits 
your customer. For example, “My customers need my product because they like to save 
time.” 

 

http://plr-mrr-products.com/
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Once you’ve done your research, you can focus on creating the message. It should be directed 
toward your audience in such a way that they’ll really want what you the solution or benefits you 
promise them. 
 

Craft Messaging 
 
Everything always starts with your audience. When you truly target your audience with the 
message, you’ll use words they like to use, bring to mind the thoughts you want them to think, 
and the feelings you want them to feel. That can only happen if you do your due diligence and 
learn as much as you can about your audience on a continuous basis. 
 

 Problems/ Pain Points & Solutions – Focus on problems and pain point you solve with 

your offer, in order to create the best message. Your audience wants to know what the 
benefits are, who you are, why you’re the best person to help them, and how you’re 
going to do it. Look at this sales page. You can click the image to go to the site directly.  

 

 
 
This is a good example of knowing your audience’s pain points and solving a problem for them. 
Plus, the sales page addresses objections, shows science, and more. 
 

 Speak Your Audience’s Language – Learn to speak using the words and terms your 
audience understands. You want to use their language. When you speak to them in this 
way, they’ll respond better and trust you more. Look at the example below. 

 

http://www.3weekdiet.com/
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If you’re not looking for this type of product, you’re not going to click through, read the sales 
page or anything else.  
 

 Make Your Message Compelling – One way to get free marketing from others is to 
make your messages so interesting and compelling that people not only sign up for your 
offers but they share them with others. The best way to do that is to touch your 
audience’s emotions. Tapping into what makes them feel is as easy as figuring out the 
benefits of your offerings for your audience and telling them what they are. 

 

 

http://ezbatteryreconditioning.com/
http://www.pregnancymiracle.com/


5 
 

If you click on the image, you’ll hear a video about an unusual cure for infertility. This tugs at the 
heartstrings of any woman (or man) trying to create a family.  
 

 Write Down Your Purpose – Some people call this a mission statement or a purpose 
statement. It should be one to three sentences, no more than a paragraph, that will 
explain what you are doing, why you are doing it and who will benefit. 

 

 Know the Goal of the Message – When you create a message it should support the 
mission, the reason for doing it. The goal of the message may be to, get customers to 
sign up or buy a product. Sometimes there are multiple goals; however, they always 
support the purpose of creating the item. When you include the goal, people are more 
likely to take action. 

 

 Outline Your Messages – Now it’s time to outline the message. Mapping out the 
message before you get down to writing, or send it to a writer, will go far in helping you 
stay on topic, create intriguing messages that get customers to take the actions that give 
you the the results you want. 

 
Finally, remember that every single message you send, whether it’s a blog post, a Tweet, or a 
Facebook Live message, stay on topic and convince readers that this one point is what’s 
important right now. That way each message stands on its own. Since each work with your 
mission statement, they all reinforce your branding efforts.  
 

Identify & Build Relationships with Partners/Affiliates/Leaders/Influencers 
 
A launch is more successful if many people are involved. You need partners, affiliates, leaders, 
and influencers to help you get your message to your audience. These people and relationships 
help you find customers and additional people that will promote the launch, as well as sell 
product. 
 
You can find all of these people on social media networks like LinkedIn.com, niche related 
websites, and social media platforms. Create a message for these supportive people that you 
make it simple for them to promote you. Don’t ask them for a favor. Offer to do a favor for them, 
instead. Your product could be the most amazing thing ever, but you expect people to do all the 
promotional work for you or you’ll fail. 
 

 Establish a Good Reputation – Finding good people to work with on your launch, 
requires you to build relationships in advance. You want to show people what type of 
businessperson you are and how you follow through on what you say you’ll do. 

 

 Provide Early Access – Once you have the product completed, offer early access to it 

to those that you hope will promote it. You don’t have to give them all of it, but you might 
want to give them a big piece of it so that they can confidently recommend it to their 
audience.  

 

 Make it Easy for Them – Often, the big movers and shakers are super busy. They have 
little time to promote new products. You can offer to do all the work for them so that all 
they have to do is collect their commission. Create email autoresponder messages. 
Create branded graphics that match their website. Create whatever they need to get it 
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done. In fact, if you can offer the assistance of your VA to set up the autoresponder 
message for them, you may find that you get more yeses. 

 
You can find these people in social networks, online and offline. Work toward connecting with 
them, following them, joining their newsletters, promoting them and you’ll find that they’ll want to 
do the same for you. 
 

Set Goals 
 
While you plan your product launch, one of the things you need to do is set goals. You have 
many different areas in which to set goals. The best way to set goals is to have done your 
research and have the end in mind.  
 

 Sales Goals – Sell 100 of product “A” in 30 days. 

 Prospect Goals – Increase list by 1000 members in 30 days. 

 Product Awareness Goals – Expand reach on Pinterest, Facebook, Twitter by 5000 
followers in 30 days. 

 Customer Goals – Get 100 new customers in 30 days. 

 Affiliate Team Goals – Increase affiliate sales by 30 percent in 30 days. Get 100 new 
affiliates in 30 days. 

 Revenue Goals – Increase profits by 100 percent in 30 days.  
 
Any other goals that you want to set are important to set right from the start. Be specific about 
the goal. The goal should not be pulled from thin air but made based on intelligent information 
and data that you’ve gathered as you researched your audience, identified movers and shakers, 
attracted affiliates and more.  
 

Choose Marketing Channels 
 
Based on your goals, and your research you’ll need to choose the right marketing channels to 
focus on for your product launch. A marketing channel is just a way or place where you can 
communicate with your customers, clients, affiliates and others.  
 

 Website – Naturally, one of your marketing channels will be your website. Your website 
is in fact, the center of your business. It’s where you should send all traffic in order to 
make more sales and connect with your audience. 

 

 Blog – Most blogs are on the websites today, and you should certainly have one. 
Developing your content strategy is an important aspect of communicating with your 
audience. Consider keywords, images, graphics, tagging and everything that you need 
to do to earn traffic and keep traffic. 

 

 Print or Direct Mail – Print materials and direct mail messages are still viable ways to 
notify others of your product. If you place an ad or article in the readers’ favorite 
magazine, you can get amazing results. It can be a lot less expensive than you might 
think.  

 Email Newsletters/ Lists – Email marketing is highly effective. The key is to build a 
targeted email marketing campaign for the people who join your list. You also need to 
segment the list into a few other related target markets. These can help you define and 
market to groups with slightly different needs and promotions.  
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 Social Media Groups – Facebook groups are an amazing way to build relationships, 

spread awareness, and build your brand. Post fresh content regularly, interact with 
others, and you’ll increase your credibility and build awareness about you and your 
products.  

 

 Social Media Networks – Twitter, Pinterest, LinkedIn.com, Facebook and so forth are 
all important networks to get involved in. You can use them to promote the content and 
products you put on your website in an interesting and engaging manner. 

 
Every one of these channels has great potential. You don’t need to use every channel, pick 
specific channels for your launch in order to concentrate your message. You can expand to new 
networks as you automate and perfect each network.  
 

Make & Check your List 
 
One thing that is important to do when you’re planning your launch is to make a list of the things 
you need to do, in the order you need to do them. Some things you’ll be able to do 
simultaneously, but others will need to be done in some sort of order. 
 
The best way to make a list is to start with the end objectives and goals you want to meet. On 
your list, work your way backward, adding in everything you need to do for each. 
 
For example, you might need to Market on Social Media. What is the first step of that? Setting 
up social media accounts. Start with the big picture, and then move on to the steps to end up 
with that big picture. Once you have all the steps made, put it into a chronological list of the 
dates. You can also put it directly into your work calendar or your project management system 
based on the list that you make. 
 
Go through the list a few times so you did not leave something out. For example, if you sell a 
membership offer, setting up the membership site has many steps. So does setting up an email 
marketing series. Spell each step out, in minute detail. This process can also help you to 
estimate how long the project launch will take and you can factor in extra time. 
 

Finalize Your Product 
 
Typically, the product isn’t actually finished at the time you start working on your launch. 
Therefore, don’t forget to finalize your product, along with the other work that needs to be done 
before your launch.  
 
Compare Your Sales Page to Your Product  
 
You make many promises on your sales page. Do you live up to them? Do you deliver more 
than you promise so that your customers come away from with more trust and a great product?  
 
Give it a Final Edit 
 
You’ll want to hire an editor because most people cannot edit their work very well. You can also 
ask volunteers to receive the product free, in exchange for feedback. Send them a survey within 
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a few days of giving them the product. Set time limits and timelines for everything so that you 
can get the final version complete. 
 
Check the Graphics 

 
You have probably created several graphics for your product. Check them to ensure that the 
images are final images, with the exception of your own watermarks. Double check to ensure 
that spelling is correct on the graphic. Typos happen a lot during this process because usually 
there is not a spell checker on graphics creators, so typos are easily missed.  
 
Double Check Technology 

 
Double-check the buying procedure to ensure that everything is working correctly. Do your 
upsells work? Did that pop under work? Did the coupon code work? Are people added to the 
right list? Are affiliates credited with their sales?  
 
In short, go over everything to ensure that nothing is missed and that everything is as accurate 
as possible. Now, there is no reason to be a perfectionist here but do go through and check to 
ensure that nothing is glaring. You’re checking for mistakes and nothing else at this point. 
 
Pricing to Sell 

 
When you plan your launch, one of the important things to figure out is how to price your 
product. You want to price it to sell and to profit. The best way to decide on a good price is to 
know your audience, understand potential conversion rates, and compare them with the 
problem your product solves. 
 
There are ways to manipulate the price to encourage people to buy, consider some of the 
following suggestions. 
 

 Limited Time Offer – One way to encourage faster buying during launches is to create 
scarcity. Now, you don’t want to say there are a limited number of products if you don’t 
stick to that. If you’re only let in 20 members, at this price, be clear and stick to that 
promise.  

 

 Discounts – Another way to encourage sales is to have a countdown clock with a 

limited time discount, with the price going up each day and showing it clearly with the 
countdown clock and the regular price clearly marked for all to see. 

 

 Regular Price – Coming up with the regular price for your product can be a long 
process but it’s a combination of how important the problem is to the audience, how 
many people may buy, and how much they can afford to pay. 

 
Giving the price point attention during launch planning is important. You will use projections to 
determine your marketing budget. For example, if you sell a 1000-dollar product, and the market 
has 100,000 people, you may only reach 20,000 of them and you’ll probably only sell to 3 
percent of the people you reach. When you consider that, is your $1000 price point enough for 
you to spend time, effort, and money to launch your product. 
 

 



9 
 

Create All Accompanying Content and Promo Tools 
 

Your product is done, and now you need to create all the accompanying content. One of the 
things you have to do for your product is to create the content that goes with the product in 
order to market it. Some content you may want to create is described below. 
 

 Demos – If you offer software, having a demo is very important. This can be in the form 
of a free trial, or it can be an actual demo, where prospects sign in to try the product. 
This is awesome because you’ll get them on your email list at the same time. 

 

 Screen Shots – Even if your product is an information product you can still take 
screenshots to show how much material you’ll be covering with your product. If it’s 
software, showing screen shots to potential buyers is very effective. 

 

 Sales Materials – Create sales materials to help you promote your product such as 
graphics for ads and text that can be used in a variety of places. You want to to just grab 
some content and cut and paste to make more materials. 

 

 Landing Pages / Sales pages – These are important because they tell everyone 

exactly what’s inside the product and what to expect. Plus it’s where click “buy” on. You’ll 
want several types of sales and landing pages for one product in order to market to your 
entire audience. 

 

 Websites – Of course, you’ll need a website. If you create many information products, 
you may want to create a website just for this product or you may want to add the 
product to your existing website. The important thing is to give the information that your 
audience needs to make a choice. 

 

 Ads – Create different sizes and types of ads. You can use them yourself to place ads, 
or put them in your affiliate dashboard, which will help your affiliates market your product 
too. 

 

 Press Release – Create press releases. Send them out a few days before your launch. 
One thing to keep in mind about a press release is you want to research who to send it 
to before just sending it out through a blanket program. 

 

 Blog Posts – Write or have some blog posts written that educate, inform, and 
encourage your audience to want the solutions you’re going to offer. You can write blog 
posts from many angels such as to educate about the problem, to provide case studies 
as examples and to show that you know the subject matter.  

 

 Graphics & Images – Any type that you need or your affiliates need should be created 
to help promote your products and services. These graphics will help draw attention to 
your other content. 

 
Create content from videos to text for your launch and pre-launch so that you can seed 
excitement and so that it goes smoothly. This content will be mostly evergreen type of content, 
you can add, on the fly as you move through your launch trending information that helps your 
audience too. The more affiliate material that you can create the better too. If you want people 
to promote for you, make it easy for them. 
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Ensure That Your Technology Is Ready for a Large Influx  
 
One thing that people often forget when they plan their launch is their technology. You have 
email autoresponders, websites, landing pages, and probably a lot of automation. It may have 
worked fine for you until your launch and then with a huge influx of traffic it doesn’t perform well. 
Nothing is worse than offering a demo of your product and the demo doesn’t work or load for the 
potential customer.  
 
You can avoid these problems by ensuring that everything is set up correctly and that you’ve 
considered all aspects of your technology. If you're not sure about these factors, it might help to 
hire an IT Consultant or an Online Business Consultant to help you navigate these issues. A few 
issues that you can resolve are listed below.  
 

 Merchant Accounts – If you normally sell a hundred dollars a day, everything probably 
works fine, but if you suddenly ramp up to 100K a day, you can be your bottom dollar 
that you’ll be shut down. The best thing to do is to have more than one account. For 
example, offer PayPal.com, Stripe.com, Authorize.net and more if you can swing it. This 
will ensure that no one has any problems paying. 

 

 Email System – Ensure that you’ve upgraded your email system to accommodate the 
influx of questions, your marketing messages, and more. For example, you may need to 
use Amazon’s Email Service instead of your host's email service for business messages 
to ensure that the volume can be handled. Even then, you need to build up to massive 
amounts of emails and not just start sending 100K emails in one day. Although 
Aweber.com seems to be able to handle high volume messages, you may want to use 
something else, if talking to support on the phone is important. 

 

 Server (Hosting) – Your hosting account needs to be set up properly for a sudden influx 
of traffic. Make sure it’s expandable. The best thing to do is actually talk to your hosting 
company about your server space to ensure you have what will work best. You can also 
sign up for services like CopperEgg, which will send you a text message the moment 
your site goes down. You can also use CloudFlare that helps your website keep working 
even if it goes down by engaging redundant servers. 

 

 Customer Support -- Solid customer support systems are imperative if you really want 
to scale your business and launch in a big way. Ensure that customers and others have 
more than one way to contact you. Make it simple for people to contact you. Offer 
telephone, email, an online helpdesk and more to help support customers in the way that 
they deserve. Remember, CEOs do not do everything themselves. They hire help when 
it’s necessary. Hiring Customer Service Support personally can make a huge difference 
in your business. 

 

 Create FAQs – You can create FAQs for a variety of audiences, and audiences in 
different stages of the buying cycle. For example, consider creating a FAQ just for your 
affiliates consisting of questions they may have. Create a FAQ for pre-sale buyer 
questions, post-sale questions and all stages of the buying cycle. 

 

https://app.copperegg.com/login
https://www.cloudflare.com/
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Making the right calls will do an enormous amount to ensure that you’ve set up everything 
correctly for the influx of traffic and activity on all your accounts. From PayPal to your server and 
hosting, everything needs to be upgraded and professional. 
 

Seed the Market 
 
During launch, planning is the perfect time to start seeding the market. When you seed the 
market, you’re actually conducting studies to ensure that your product really will do well in the 
real launch phase. Plus, it gets people excited about your offering. You may also receive 
valuable feedback before your product is in the final stage that can make or break your success. 
 
However, before you work on seeding the market ensure that you really do know and 
understand your target audience. You want to ensure that all your seeding actions have results 
and that you understand the psychology behind why it gets results. 
 

 Send Preview Copies to Movers & Shakers – If you have preliminary copies of your 
product, consider sending it to the leaders of your industry during this phase of your 
launch. You can get some buzz, and hopefully get them to sign up for your affiliate plan 
too.  

 

 Send Copies to Loyal Customers – You can create preview copies that offer a taste of 
your new offering, and send it to your email list of customers who have bought from you 
in the past. This will get them excited and talking about what’s coming up too. 

 

 Create Viral Videos – While you may believe that you can’t create a viral video on 
purpose, that would not be true. You need to understand your audience, create a good 
video, put it on YouTube, and ask your family, friends, associates, and affiliates to share 
it. 

 
Product seeding is a way to create buzz and word-of-mouth around your product or service 
even before it’s launched. A company that is good at doing this now is Trader Joes. Trader Joes 
have fans all over the world even if they cannot buy at that store yet. People drive an hour or 
two out of their way to get to a Trader Joes due to their market seeding efforts.  
 

Prep Your Affiliates / JVs 
 
To have a big launch you’re going to need to get your affiliates and JV partners ready for the 
launch. It’s important to take the time to do this if you really want to see big results. After all, 
without your affiliates you’d have to do it all alone, therefore, you may as well spend that time 
with them to help them because it helps you. 
 

 Identify Top Sellers -- Spend extra time with your top selling affiliates, those who have 
shown previous heavy sales. It’s important to remember that your top 5% will generate 
95% of your traffic. When you know who they are, send them special messages, give 
them a special commission rate, and make it super easy for them to promote your 
product by lessening their workload. 

 

 Work with Your JVs – If you’re working with any JVs on this launch, it’s important that 
you all work together to promote to your lists. It works even better if you coordinate email 
pushes. (This works with affiliates too) For example, create a limited time up-sell with 
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your launch product that only your top affiliates and JVs can take advantage of. This will 
force them to send out emails due to a deadline approaching. Throw in a contest and 
you’ll do even better. 

 

 Ask Them – Have a meeting separately with JVs and Affiliates to find out what they 
need. Does anyone want to host a webinar with you? Does anyone need different types 
of support materials? The more you can offer them, and the easier you can make it, the 
more likely they are to do the work they need to do to help you.  

 

 Remember, JVs and Affiliates, just like customers – want to know what’s in it for 

them. Why should they do any work for you at all? Let them know why by showing them 
the money, and the potential and they’re going to go all out for you. 

 
Prepping your affiliates and JVs is an important part of the process of launching. Ensure that 
you include it in your launch planning to ensure that your launch is a success. 
 

Post-Launch 
 

The reason you need to consider Post Launch during your launching planning is that you want 
to be able to measure the results of your launch. If you don’t think of metrics in advance you 
may not have the tools set up that are necessary to gain this knowledge. 
 
The things that you want to measure have to do with your goals and objectives. Since these 
should be spelled out clearly, you should be able to look at the numbers to find out if you’re 
meeting those goals and objectives easily. So, for each of your goals and objectives ensure that 
you have a corresponding way to figure out the results. 
 
Then have a plan in place to address falling short of goals, or address different issues and 
successes that present themselves. 
 
For example: 
 
What will you do if your Facebook Ad is getting a lot of click-through action, costing you 
a ton of money, but no one is converting on your sales page? 
 
Typically, in this case, you want to ensure that the audience you’re targeting with your add is the 
same audience you’re targeting with your sales page. If not, you need to create another sales 
page. For one product, you’ll have multiple sales pages, based on the particular audience 
persona you’re targeting. 
 
What will you do if you’re hosting a webinar and the technology doesn’t work right? 
 
This happens all the time. You’ve invested time and money in some sort of technology and it 
simply won’t work when you need it to work. The best thing to do in this case is to reschedule 
another webinar but try a different technology if you cannot identify the issues that went wrong 
and fix them. You can also have a backup technology that you can immediately send everyone 
to instead.  
 
What if the first day of launch you sell 1000 products, but then on day 2 you sell none? 
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You can look into many things. First, are you continually contacting and attracting new audience 
members? Is the technology working? Have someone go through the process to ensure that it’s 
working. 
 
Try to write down any issues that might happen and have a plan in place for how you’ll deal with 
it. Go through your processes and identify where a problem might occur and come up with a fix 
for that problem. You’ll be glad you did, even if everything goes smoothly. 
 
The other things you need to do in post-launch are: 

 

 Monitor Social Media – It’s easy, set up a Google Alert for any mention of your product 
on the web. You can go there to mention it. If necessary, you can also make a comment 
or offer help. 

 

 Check in With Affiliates – You need to be there for the affiliates even after you’ve 
called the launch a success. They may want to keep selling longer if your commissions 
are good and if they’re doing a good job you need to do what you can to support them. 

 

 Customer Service – Double-check on your customer service to ensure that it’s working 
right. You might consider sending a survey to buyers after your launch to determine if 
the customer was helpful.  

 

 Ask for Reviews – After people have had a chance to use your product, always seek 

out reviews from them. That way you can improve your sales pages with this 
information, thus improving post-launch sales. 

 

 Get Interviewed – If you’ve had a very successful launch, to encourage more sales, 
brag about the experience and volunteer to do an interview. People like buying from 
successful people so they’ll buy more. 

 
Many things can assist you during post launch to make future sales and encourage affiliates to 
continue promoting your product. Don’t overlook this valuable aspect of launching. 
 

Get Started Today 
 
Now that you know how to start planning your launch, get started today. Everything starts with 
research. Get to know your audience, create products and services they really want and need, 
then let them know about it in every way that you can. It’s all about what the audience needs. If 
you stick to that idea, you’ll be a success. 
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Planning Your Launch Checklist 
 
Planning your launch is an exciting time. There is a lot to do and there are many moving parts to 
keep track of. But, if you use this handy checklist you’ll find that you’re working smarter, hot 
harder. Feel free to add to this list per your needs. 
 

Do Your Research 
 
Everything starts with research. You need to know your audience, your affiliates, and potential 
JVs. In addition, you want to know how the industry leaders are so that you can hopefully get 
their help. 
 

 Know your audience 
 Who are they? 
 What are the name pain points? 
 Where are they? 
 Why do they need your product? 
 Why are you the one they should trust? 

 Know your affiliates 
 Who are the top five percent of your affiliate army? 
 What do they need to make their job easier? 
 What are affiliates’ pain points? 
 How can you help them market your product? 

 Know the industry leaders 
 Make a list of competition 
 Make a list of popular bloggers 
 List who your audience reads 
 Connect with them 
 Get to know them 
 Offer to help them 

 
Craft Your Messaging 
 
You can attract the right audience by fine-tuning your marketing message.  
 

 Pain Point / Solution – This is an easy way to form your messages. Describe the pain 
point, and then offer the solution.  

 Avoid the jargon – While you don’t want to use a lot of jargon, use simple, familiar 
industry-related words to help readers scan quickly and understand better. 

 Grab their emotions – You want messages to connect with them on an emotional level. 
 Know Your Personal Mission – Figure out what your mission is for your business and 

write it down. Writing a personal mission statement will help. 

 
 
Set Goals 
 
Goal setting is a good place to start for almost any business owner. Define your the goals and 
go into details about them. 
 

 Sales goals – How much do you want to sell and what are the sale limits? 
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 Prospect goals – How many potential new customers do you want to take action and in 
what period? 

 Awareness goals – How many people are liking, following, and engaging with you on 
social media? 

 Customer goals – How many customers do you want to get in a specific period? 
 Affiliate goals – Need new affiliates? How many? How many sales do you expect them 

to make in a specific period? 
 Revenue goals – How much revenue do you want to bring in during a specific time? 

  

Determine Your Marketing Channels 
 
You don’t have to be everywhere; but, you do need to be where a large portion of your audience 
is. It may be best for you to pick a few places and focus on them.  
 

 YouTube 
 Facebook 
 Pinterest 
 LinkedIn 
 Twitter 
 Forums 
 Groups 
 Where is your audience? 

 
Hint: If you and one of your super affiliates are in a group together, let your affiliate promote 
there and you “socialize” in a similar group. You can cover more territory and reach more people 
 

Use the Right Tools 
 
Check all of your technology to be sure that it’s up to par. You don’t want to break down during 
the launch. 
 

 Autoresponders – Aweber.com, Getdrip.com, Convertkit.com – can they handle the 
influx? 

 Websites – Self-Hosted WordPress and other Others – Does your website do what you 
need it to do? 

 Servers / Hosting Services – Ensure that they can handle the influx of traffic and activity. 
 Payment Processors – Consider multiple processors in case you have an issue with 

traffic. Call them before your launch.  
 Affiliate Software – Is it working? Are the right people getting credit? 

 

Double Edit Your Product 
 
During launch planning, finalize your product based on the feedback you received. That way 
you can show them, you’re using their feedback. 
 
Check All of The Following: 
 

 Grammar 
 Graphics 
 Layout 
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 Technology 
 

Create All Accompanying Content  
 
You’ll need to create a lot of content during this time. You may want to add to this list. 
 

 Demos 
 Screenshots 
 Sales Material for Affiliates 
 Sales Material for you 
 Sales Pages 
 Websites 
 Facebook Ads 
 Press Releases 
 Blog Posts 
 Social Media Updates 
 Memes 
 Infographics 
 Product Help (FAQ, Guide, Directions) 
 Etc… 

 

Set up Customer Service 
 
Ensure your customer service is ready for the influx. If you handle it yourself, you need to 
consider getting help if you’re expecting a huge launch. Remember, no CEO does this alone. 
They all hire great help. 
 

 Help Desk – Consider Freshdesk.com 
 Email Service – Hire a Customer Service VA 
 Consider Scenarios – Write down potential issues, along with their answers to help 

customer service be consistent.  
 Make it Easy – Your customers have a right to contact you in the manner they like most. 

Phone, email, help desk, and support ticketing. Make it easy for them so that they trust 
you.  
 

25 Product Launch Tips  
 

1. Quit talking and start doing. – Walt Disney 
 

2. Find your audience, and then create a product to solve an important problem for them. 
 

3. Give your audience what they want. Don’t try to tell them what they want. 
 

4. Focus on your single buyer persona to make the best products. 
 

5. Press releases are still a thing. Create one for your product launch. 
 

6. Change up marketing messages depending on platform. 
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7. Send a survey to anyone who buys your product within three days to help collect 
testimonials. 

 
8. Create a good tagline for your product that describes what it does. 

 
9. Share your message with your audience, often. 

 
10. Always test everything. A/B testing for your sales pages can save you money. 

 
11. Don’t leave money on the table, always include a CTA. 

 
12. Set specific, measurable, attainable, realistic, and timely goals for your launch. 

 
13. Don’t be afraid to set ambitious goals for your product launch. 

 
14. Prime the pump: Get your audience ready for your launch. 

 
15. Build creative marketing materials for yourself and affiliates. 

 

16. Understand how your customers make purchase decisions. 
 

17. Know what your audience needs to know to decide to purchase. 
 

18. If you can offer a free trial to your offering, this is a great way to get more buyers. 
 

19. Use technology to automate a lot of the things that must be done for your launch. 
 

20. Create blog posts about the problem to seed the audience with ideas. 
 

21. Get your market strategy on paper (or in Basecamp) before you start. 
 

22. Planning is an essential element in a successful product launch. 
 

23. Knowing your audience is imperative if you want to have a successful product launch. 
 

24. Understanding your competition is essential to a winning product launch. 
 

25. Price your products according to the value they provide your audience. 
 
 

Internet Marketing Info Products 

Affiliate Marketing With Roy Carter - 12 Month Course 

Affilorama  - Offers Written And Video Lessons, Tools, Tips And Support Allowing 

Complete Beginners To Build Up A Successful Affiliate Marketing Business From 
Scratch. For Resources And Details. 

http://42b6fotiuauveq1gvzfo4mdp8w.hop.clickbank.net/
http://b59d3e1hz-wx8x6vk5s6selgmy.hop.clickbank.net/
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CB Engine - Find Top Affiliate Products That Convert 

The CB Passive Income - Recurring Commissions 

John Thornhill's Digital Mentorship Monthly - Follow A *real Life* Internet Marketer 

On The Road To Success. Step-by-step Videos Show You How. 

 

 

http://7ea27o-ax5x4ks0zozx8shrw9j.hop.clickbank.net/
http://46cd7p3hqav1cyf1jiiq-4w3d2.hop.clickbank.net/
http://98327puny2-u8zcoors9i86wpk.hop.clickbank.net/

