
3 CORE 
ELEMENTS OF A 

SUCCESSFUL 
LAUNCH 

W H A T  N O  O N E  E L S E  W I L L  T E L L  Y O U  

A B O U T  W H Y  Y O U R  L A U N C H  W I L L  F A I L



Summary

I’ve launched products that literally generated millions. I’ve also worked with clients 
who said they wanted to launch...and then stalled out when they saw the amount of 
work that was required. 

So many business owners want to just follow a plan. That’s probably why you are 
here, too. 

But I’ve got news for you: 

There is no one-size-fits-all launch. 

If anyone tells you that there is, you need to RUN in the other direction. 

Hear me out - your business is unique. You have your own style, your own clients, 
your own way of doing things. 

And launching is no different. Sure, there are some common themes (I call them 
core elements) that run through every launch (I’ll get to those in just a bit), but overall,
every launch is totally unique to the business and the business owner. 

Now, understanding this is a sure-fire way to have a failed launch. This is why 
business owners are worried that launches don’t work anymore. 



Summary

Because using someone else’s launch process is a recipe for disaster. 

Which is why I’ve combed through every launch I’ve ever worked on (which is quite
a few if I go back to my very first launch) and boiled down the lessons from each to 
three core elements that have to be in line for any launch to be successful. 

Yes, I said ANY launch.  



Summary
Y O U R  A U D I E N C E

Nowadays, it’s very common for business owners to shift gears after building a 
successful business. 

They have a brilliant new idea, and they just know that it will work. 

They have an audience already...so it should be as simple as just sending a few 
emails or posting on Facebook....right? 

Wrong. 

I’m always slightly surprised when someone doesn’t understand why their amazing 
new idea ends in a painful belly flop. 

Just like Smalls (if you don’t get the 90’s reference, I’m sad for you). 

Why? 

Because they made the assumption that their old audience would want their new 
product.  

Now, this is not alway the case, but most of the time when someone shifts their 
offerings, they are also shifting their intended audience, their customers.  



Summary

But, so often we completely fail to take this into account. 

Before you launch, ask yourself this question: Is my CURRENT audience who this 
product is intended for?  

If the answer is yes, you’re good to go. Launch away. But if it’s no...then you have 
some work to do. 

Which brings us to…. 

Y O U R  A U D I E N C E

Use this space to record your thoughts...
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Y O U R  T I M E

Rome wasn’t built in a day, and your launch won’t be either. 

Even if you are using your current, highly engaged audience you probably don’t 
have all of your launch copy finished, or you need to create ads, or… 

You get the idea. Launching, even if it’s just a 48-hour flash sale (that made 100K) 
takes time. 

That particular launch took 6 weeks to build, and there was previous sales emails to 
work with and a sales page that could be modified. 

So many business owners want to launch their products TOMORROW, and then 
they end up on the side of the pool with Wendy Peffercorn (me) giving them 
proverbial mouth to mouth resuscitation because it flopped. 

What they fail to realize is that you can’t force an audience to become more engaged
in 24 hours. That takes time and effort. 

Making the decision to create a product is the first step...but you need the time to 
properly assess interest, share lots and lots of great (free) information, and set up 
your funnels.  
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Y O U R  T I M E

Most launches take a minimum of 12 weeks, though some of my clients prefer 16-20
weeks to fully prepare. 

Ask yourself this question: Why am I launching NOW?   

If the answer isn’t because you have everything ready, tested, and then you may 
want to push it. Trust me on this. 

Which brings us to... 

Use this space to record your thoughts...
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Y O U R  T E A M

The biggest push back I get from business owners is around time. Because time is 
money, right? 

And logically (following the hours for dollars logic), the sooner you can get your 
product off the ground, the sooner you’ll have that money you need to pay that bill or
grow your team. 

But. What if launching now is actually costing you money? 

Forcing a launch before you have a solid and engaged audience, before you have 
everything ready, or because you’re desperate is not a formula for success. 

This is why my most successful clients outsource pieces of their launch. They 
recognize the areas that they struggle with and are willing to spend money to make 
money. 

It works! When you free up the mental space to actually work ON your business 
instead of IN your business, magic happens.  

The biggest push back I get from business owners is around time. Because time is 
money, right? 
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Y O U R  T E A M

And logically (following the hours for dollars logic), the sooner you can get your 
product off the ground, the sooner you’ll have that money you need to pay that bill or
grow your team. 

But. What if launching now is actually costing you money? 

Forcing a launch before you have a solid and engaged audience, before you have 
everything ready, or because you’re desperate is not a formula for success. 

This is why my most successful clients outsource pieces of their launch. They 
recognize the areas that they struggle with and are willing to spend money to make 
money. 

It works! When you free up the mental space to actually work ON your business 
instead of IN your business, magic happens.  

Before you dive into another design task that you loathe (or email, or funnel build, or 
launch plan), ask yourself this question: 

 Why am I unable to let go of [insert a task that you loathe doing-maybe it’s copy, 
or technical things, or something else entirely]? 
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Y O U R  T E A M

 If you find that you are a control freak, I get it. Being a control freak makes me really 
good at my job, but the day I hired my first team member, something totally shifted. 

I suddenly had time to work on creating new content (like this opt in), and I found that
I was able to work on growth instead of just getting by.  

Use this space to record your thoughts...
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N E X T  S T E P S

Answering these three questions completely honestly will help you assess where 
you really are in relation to your desired outcome. 

Over the next few days, I’ll be sending you even more tips on launching right to your
inbox. 

In the meantime, be sure to join the Professional Polish Facebook Group 
here: https://www.facebook.com/groups/professionalpolish/  

Once I"ve approved you, be sure to introduce yourself so we can cheer you on! 

https://www.facebook.com/groups/professionalpolish/

