
Week 10 - Launch Event 

Launch Event Day 2 

Welcome back and congratulations on doing your first day of your launch event, absolutely amazing. I know 
that right now you probably feel like you've got some kind of hangover. Sometimes what my coaching days 
are followed by is, like, this day of absolute exhaustion and I know that there's never been a busier time, and 
actually today when you woke up, you can be feeling so wiped out. Today is the day where I will probably 
feel my worst throughout the whole of the launch, and it's because all the excitement and all the build up 
has been leading up to yesterday, and today there's this, like, release of emotion and energy and you can 
feel absolutely exhausted. So the most important thing that I want you to do is to take an hour off this 
morning. I know that there is so much that needs to be done but taking an hour off is not going to kill your 
launch, but it is absolutely going to help you get into an amazing mindset for the rest of the day.  

So on that rest, have a bath, go for a run, take care of yourself, and then come back and maybe do some 
journaling, and, obviously, do your debrief. You need to note down all your numbers from yesterday because 
you will forget them. For example, the number of people that are now in your group, the number of people 
who showed up live, how long did people stay on for? How many comments did you get? Those kind of 
numbers and metrics are the ones that we want to track from launch to launch so we have a benchmark of 
how we're doing. So write those down, but also, like, the less obvious things, like how did you feel you did? 
What was your performance like? 'Cause it is a performance. How do you feel people engaged? What were 
some of the light-bulb moments that people have? What surprised you? Yesterday's debrief will be huge, 
there'll be so many things in there, and you will take those small little things and use those to build upon, 
and there'll be some massive light-bulb moments that you have about how you're going to deliver your 
content, maybe even you realised you got to make a couple of tweaks because of the level that people are 
at. Maybe they're more advanced or maybe they're not as advanced. So paying attention to those questions 
and the things that happen during your launch are what helps you to improve, not just next time but this 
time round as well, is there anything that we need to pivot and change. So do your debrief. Remember, 
today is replay day, so if you've not already done it, you need to get your replay uploaded. Now, if you're 
using the YouTube livestream version like I do, it will already be there, but one of the things that you 
obviously can do is add captions.  

We like doing this because it means that people can watch and absorb the whole of the workshop with the 
captions on it as well. So if you've got budgets, get a professional to do it for you. So it's a great way just to 

Copyright © 2021 - Love To Launch® - All rights reserved



up-level things, it's something that we love to do. You can also get your replay out to people who didn't sign 
up, but you could also let your master list know, let them know that yes, okay you missed yesterday's 
workshop, but the replay there is ready, the instant replay is ready for you, You can watch the replay and 
then we've got another live workshop tomorrow. You can send out a really quick email to your list about that 
one. So one of the things you can also do is, especially if you've got different time zones, you can host a 
Watch Party in your group. Now this is a strategy that we use if we're broadcasting into the group itself. We 
will host a Watch Party the day after which is essentially you hanging out with your group, and you're 
watching a video together and you can be in the comments answering people. This is me answering 
comments. But you can be answering comments and having really nice conversations, and getting them 
excited and making them feel involved and just creating loads of engagement on those. So Facebook loves 
you to use these, so they do get priority in the feed because you're watching video on Facebook, so it's 
native, meaning it's in the platform and Facebook are always going to promote things above other content.  
So just sharing a YouTube replay into the group is not going to be as effective as you uploading the video and 
then hosting a Watch Party. So if you have got a big group, that's a great way to do it, especially if you've 
got different time zones. Of course, number one rule, no comments unanswered. You want to do sweep of 
your engagement contest, your intro post in the group 'cause loads of people have joined yesterday, your 
ads, your social media. Now that can take quite a bit of time but I find that it's a really good thing to do in 
the morning because then you're getting people ready and excited for the next coaching call, which will be 
tonight or this afternoon, whenever you're doing it. And, again, it's just that engagement, it's keeping people 
active and consuming the next piece of content from you. So no comments unanswered, super, super 
important.  

So today is obviously your first coaching call, Q and A call, however you've positioned it, and it's an 
important one because it's about going a little bit deeper and giving people more context in relation to what 
you taught yesterday. So I love doing the Q and A calls mainly because I'm a coach. So me being in coach 
mode and being able to communicate with people, it's such a beautiful way, it's such an honour and a gift for 
me, personally, so I love that I'm able to do that. Also, all the things that I sell involve some form of Q and 
A. So it actually gives people a flavour of what it's like to work with me, so I go all in on my Q and A calls. 
Now, they can be busy, if you've got hundreds and hundreds and hundreds of people turning up for your 
coaching call, your Q and A call, it can get a little out of control, so you may want to collect questions in 
advance. You can use a Typeform, or you can just get people to hit reply to an email, or maybe there's a 
certain post in your group, whatever way works best for you. I personally will get them to post a comment 
on the Facebook live video that's been prescheduled and then I will would just scroll through the comments 
before I go live, and I just pull out the questions that I'm going to answer. Typically, I'll answer around 40 
questions, which is a lot, but one of the problems you can get, actually, is people asking terrible questions.
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So what people will try and do on my Q and A calls is get really small, tactical things from me. Laura, how 
many emails do you send out during cart open? Laura, how much money should I be spending on ads? 
Laura, what do you use for your checkout pages? So they'll ask me very tactical things, and what I find 
about those kind of questions is it's people who are freebie hunters, they want free information, they want 
that knowledge, they actually don't care about the strategy behind it. So I tend to bat those questions away. 
That was a bat and that was a tennis racket. I bat those questions away and so I will say something along the 
lines of “Oh, that's a great question, now this workshop's actually about mindset, so I'm not going to dive 
into any tactical Qs today”. Sometimes on my livestreams I'll answer a few, like, how-to questions, but we're 
not covering that in this workshop, so save that one and I'll answer on a future livestream. I just, I bat them 
away because I know that person is someone who's a freebie hunter, is just trying to extract knowledge, but 
actually those small tactical things don't make a difference to a launch anyway, so I don't want to answer 
them. Now, there might be a couple of questions that I think yeah, I can answer that. Like if someone says 
what checkout do you use? ThriveCart, if you want to buy it, they've got an amazing deal on right now, 
lovetolaunch.com/thrivecart. I get paid, so I make money off those livestreams as well, so it is about being a 
bit strategic about what questions you do and don't answer. But if some of them are, like, super quick, you 
can answer like that, it's not really about launches per se, it's more like, you know, what's your favourite 
book, who inspires you? Things that aren't actually going to impact whether someone buys from you, yes or 
no, and if it's not actually a question that annoys you, I don't mind answering the ThriveCart one, then 
answer them, by all means, or just have a couple.  

But you will notice there'll be a handful of people who are just there for freebie hunting, and so if they're 
asking tonnes of questions, you can also say well, I've noticed you've asked about five questions which is 
amazing, I love how many questions you've asked, but I'm going to keep going round and making sure that 
everyone gets one question answered. So save them, if we've got time at the end, I will answer, and then I 
just bat them away. So you do have to be a little bit mindful of people really starting to push the boundaries 
a little, and you get better at weeding out those people, but also I make sure the boundaries are very clear. 
I'm here to coach, I'm here to talk about mindset or launches overall, what I'm not here to do is give you all 
my knowledge and answer all your questions if your intention's just to be here to grab that. You will get so 
much better over time knowing whether someone is there because they really want to learn the strategy, or 
whether they're just freebie hunting. So you will get better with that over time. And don't be afraid to say 
do you know what, I don't know the answer to that question. So I'm afraid I can't answer that but I know 
someone who might be able to, so let me get the answer for you. Like, you're not expected to know all the 
answers. So if it's something super specialist about ad campaigns that I can't answer, I'll go and find the 
answer, and I'll bring it back on the next coaching call.  
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So you don't have to have all the answers, and I think that's one of the things that people get really fearful 
about with their coaching Q and A calls is that they think they need to answer absolutely every single 
question, and if they don't, they're some kind of failure. I don't, I won't, and it's never affected my launches. 
So the Q and A will be fun. Make sure you've tested your setup before you do that. Again, wired 
connection, mics working, got good lighting, got a good camera because doing your Q and A call, the 
camera's going to be on you all the time, so you just want to make sure everything's set up properly for that. 
You can also announce to your wider social media community I'm doing a Q and A call tonight, because the 
reason why I recommend you do this on a public page, is because you are then able to create social proof 
around those coaching calls, and people who are on your page, people who are on your social media, who 
see all of these people joining this Q and A call, they're going to be super excited to see all these amazing 
questions that you're answering.  

So today is a day to scoop people up, so don't be afraid a few times during the Q and A call to say, if you're 
here watching this and you're wondering what this bootcamp is all about, the link to join is in the 
description, above or below, come and join us because tomorrow we've got another workshop. And I will 
keep saying that throughout the whole of the Q and A to scoop up those people who have randomly found 
it. But I also invite my wider community to come and join our Q and A call because people find it quite easy 
to go and join an open livestream on a Facebook page, rather than signing up for something. So it's all about 
that micro-step, like, I'm going live to answer all your questions about launches, and the first workshop on 
mindset, I'll put something up like that on Facebook or on Instagram, and it just scoops up those people and 
then they'll go and sign up. So those are some of the challenges that you could face. Those are some of the 
ways you can promote your Q and A, but I don't want today to be too heavy because tomorrow it is going 
to be busier. Another thing you can do, send out some social proof. So go through your engagement 
contest, your public engagement contest. You can share those because people have shared it publicly. Share 
it on your story, share it in the group, share it on an email as part of your replay email. You are creating 
massive social proof around what you've been teaching and so you have an opportunity to share that with 
your audience.  

So, again, it's another day for pimping yourself out, but your not pimping you out, you're pimping out the 
thoughts of the people who've gone through your workshops, so screen grabs work great. You can also 
encourage your people to engage with you in the group, do some more kind of fun posts. Whatever you 
want to do that feels good and that you have time to do. And just make sure that you're not keeping 
yourself, like, eight-hours worth of busy today because tomorrow is going to be super busy with the next 
workshop, and it gets busier and busier throughout the week 'cause you're getting more things to do. So 
today is actually a nice little break, just to take that pause, have that rest, and then come back for you Q 
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and A call, and tomorrow for your next workshop. So the order of things. Always to me, focusing on making 
sure that my group, my people going through the launch, have got everything that they need, they've got 
the replay. If there's a new workbook, they've got that. I've updated all the links. That reduces stress because 
all the admin tasks are done. Then I want to focus on bringing in as many people as I can through my replay 
strategy, and through the Q and A coaching call. So it's about sharing that.  

And then, finally, I'll do some more kind of social-proof-based social media pieces. So we have a really small 
team, there's four of us involved in a launch, but I used to start off with just me, just one person on my own, 
doing all those things, and so I know for a fact you will not be able to complete all the things that are on the 
list underneath this video. Pick the ones that are most aligned with you, your launch, and what needs to be 
done. If you're still struggling for leads, then you know you need to focus on social media and emails. If 
you're absolutely swamped because you've got a big launch, you know your focus needs to be answering 
comments, doing extra livestreams in group, answering as many questions as you can, making sure that 
people have got everything that they need and that your replay strategy is solid. So if you still have time, 
one of the things we love, love, love to do is to send out, what we call, the catch-up bundle. And we actually 
send this out as a gift to our main list, and we say if you come and sign up, we've got an amazing gift for you, 
it's a catch-up bundle of what you've missed yesterday. We've got the replay, we've the podcast version, and 
we've got summary sheets. So if you did miss it, don't worry, we've got you covered. So two different emails, 
one's a launch list, one to our master list to let them know about this amazing gift we've got for them. 
Obviously, for people who've already signed up for the launch, we just send them to our helpful links page, 
the podcast version goes on there. If it's to the master list, we invite them to join the launch and say once 
you've signed up, the podcast version is waiting for you. So for us, the catch-up bundle is a great way of 
creating more of an experience, it's about adding in this new layer.  

Now, that's why I've not included this until now because it's one of these things that I don't want you adding 
it in unless you've got the time to do it. But it's one of those things you can add in maybe for your next 
launch. But if you are twiddling your thumbs a little bit today, it's a great one to do, and all you'll need to do 
is to take your video and extract the audio, and that's your podcast version. So it's a great little strategy. We 
actually set up a proper podcast feed now for our launches. You don't need to do that, you can just send out 
the MP3 version. Have it on a separate page. Make sure people sign up for it first though, you don't want to 
send that out to your whole list. But this is a great strategy if you've got the time and if you're at the stage 
where you've done all the basic pieces, that extra layer is a great way to get people consuming content. Our 
folks rave about our podcast version. So that's it for today, make sure that your group is updated, your 
banners are updated, and that you are pimping out the replay everywhere that you can. Just keeping people 
happy and excited and engaged. It's going to be a busy day but please go and take that hour for yourself 
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first. Rest, recuperate, rejuvenate, all the good stuff, and then start ticking those things off the list. I don't 
know what that was, that was a tick. I will see you back here tomorrow. Have an amazing day, go rest!
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