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During this phase we prepare the program 
we developed in the preceding “refine and 
design” section.

The pre-launch phase starts after you obtain 
client buy-in for the program. You’ve taken 
the prior steps of discovering an 
organization’s needs, defining clear 
outcomes, and sketching out a rough 
program design to meet those needs. You 
presented the solution and they approved it. 
So your accomplishments so far include 
having the program roughly designed, the 
educational resources, training and 
qualifications; and an organization has 
agreed to your programming ideas. Now you 
are ready to start your pre-launch 
preparations.

Pre-launch
Training

The pre-launch concludes after the actual 
announcement of your initiative to the 
general public or to a target audience. To 
repeat, this pre-launch stage lasts until you 
begin to publicize or promote your 
campaign. If you are hosting an event, the 
pre-launch phase will end prior to the event 
date and at the moment when you actually 
begin marketing the event.

No matter what type of program you are 
hosting, this pre-launch sequence is vitally 
important. Whether you are doing an 
educational series, advocacy announcement, 
general promotion, coaching, or an 
accountability program – the prelaunch 
preparations give your stakeholders an initial 
impression of your capabilities. 

The pre-launch period of a financial education initiative sets 
the stage for a successful launch.
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The pre-launch is
broken down into
five steps:

Design finalization

Marketing materials

Details

Approvals

Personnel training



During the discover, define and design process 
we laid out the program details.
We presented a solution that outlined topics to 
be taught, lessons, testing used, delivery mix, 
pacing options, and a variety of other details. 
Now that they’ve accepted your proposal, it is 
time to refine and tighten up that design.

No matter what type of program you have 
designed – live events, online learning, 
promotional and media campaign, 
accountability programs, coaching – the 
finalization process will help you proactively 
address any issues.

Design Finalization

When conducting live training (webinars, live 
in person, streaming) you want to conduct dry 
runs of your program. Just like actors conduct 
dress rehearsals to ensure a great 
performance, you need to conduct a dress 
rehearsal for your program. 

Go through the program just like you expect to 
on the day of the event. For example, say you 
are hosting a “lunch and learn” event where 
you plan to greet people and sign them in, 
conduct pre-event surveys and testing, 
introduce a program, play some integrated 
multimedia, participate in activities, conduct 
post-testing and surveys, and have 
participants sign exit sheet to earn 
professional development credits. If that’s the 
plan for the event, that’s exactly what you do 
during your dress rehearsal. Rehearse each 
phase of the process. 

Now you can rehearse alone, but it’s preferable 
to have a group of friends or associates 
helping you. But even if you’re doing it by 
yourself, go through each phase completely. 
Hand out the survey and then take the time to 
complete it. Go through each step so you know 
whether you’re going to meet the timeline 
requirements, the learning development 
requirements, and the ability to conduct the 
presentation in the manner you promised.

When you are mixing a variety of different 
delivery options, the design finalization phase 
is extremely important. For example, if your 
program combines one-on-one consulting, 
online learning, and live presentations, you 
must sift through all these components to 
ensure that there’s not a lot of repetition and 
that the order in which it’s presented builds on 
what learners picked up in previous sessions.

Live Training Tips
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If you’re conducting online education, it’s 
also important that you follow the tips for 
live events and go through dry runs of the 
experience. Think about the process you’re 
using to get people to register for their 
accounts, and the steps that process requires. 
Go through the course and the entire process 
just as the participants would experience it. 
Test the program on a variety of computers 
and check the technical factors. Go through 
the program as if you are a participant. Doing 
so will help you create a positive user 
experience and ensure that the program 
meets the stated objectives delivered in the 
design phase.

Once again, if possible have small groups, 
friends, or associates go through the process 
as well and be open to feedback. Many 
people get groups of people together and 
ask for feedback, only to reject or ignore that 
feedback because they are stuck in their 
ways. Be thoughtful about people’s 
suggestions, while also recognizing that you 
probably possess the most expertise among 
the group. Just make sure you remain 
open-minded and unbiased to positive or 
negative feedback. Your goal is to have the 
most successful program possible, and being 
able to recognize good advice is important at 
this stage.

Online Learning Tips
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Accountability &
Coaching Program
Tips
Although you are preparing for a more 
intimate and personalized financial 
education program, it is still critical for you 
to go through the same dry-run process 
described in the live event tips.

Anytime you’re undertaking a new way of 
managing a program or changing any 
details, going through a dress rehearsal 
process will help you work out any bugs.

Any time you promote the concept of 
financial literacy or take part in any advocacy 
campaign, the pre-launch phase is where we 
hone our messaging strategy. You, the 
spokesperson, or anybody else involved 
should develop their core message, practice 
addressing any questions, and be prepared 
when people ask to learn more about the 
initiative.

The systems, webpages, technology needs, 
and any other item that will play a role in 
your announcement should also go through 
this analysis.

Promotion & Advocacy
Announcement Tips
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Marketing
Materials and

Communication
Development

As you developed the accepted financial 
education solution, you learned important 
details about how to communicate with 
your intended audience. In this phase, we 
will begin developing those materials.

The communication mix you use can range 
greatly, and may include: emails to 
end-users, advertisements, letters to 
partners, press releases, brochures, online 
marketing, one-pagers, direct mailers, 
tradeshow booths, and a wide mix of other 
marketing resources. No matter what media 
you choose, it is important to remember 
that this will be the first impression people 
will gain about your program.

The marketing and communication strategy 
with stakeholders and participants makes a 
huge impact. Make sure you use 
high-quality visuals, excellent edited copy, 
and communications with a professional 
touch. Attending to these details will set the 
stage for your overall campaign.

Communication development can occur 
while you’re going through design 
finalization. Some have found it beneficial 
to go through both at the same time. As you 
are finalizing the design, you have 
top-of-mind knowledge about the benefits 
you will deliver to the end-user. These 
benefits are useful to inform the marketing 
materials.
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During this phase we prepare the program 
we developed in the preceding “refine and 
design” section.

The pre-launch phase starts after you obtain 
client buy-in for the program. You’ve taken 
the prior steps of discovering an 
organization’s needs, defining clear 
outcomes, and sketching out a rough 
program design to meet those needs. You 
presented the solution and they approved it. 
So your accomplishments so far include 
having the program roughly designed, the 
educational resources, training and 
qualifications; and an organization has 
agreed to your programming ideas. Now you 
are ready to start your pre-launch 
preparations.

Pre-launch
Training

The pre-launch concludes after the actual 
announcement of your initiative to the 
general public or to a target audience. To 
repeat, this pre-launch stage lasts until you 
begin to publicize or promote your 
campaign. If you are hosting an event, the 
pre-launch phase will end prior to the event 
date and at the moment when you actually 
begin marketing the event.

No matter what type of program you are 
hosting, this pre-launch sequence is vitally 
important. Whether you are doing an 
educational series, advocacy announcement, 
general promotion, coaching, or an 
accountability program – the prelaunch 
preparations give your stakeholders an initial 
impression of your capabilities. 

The pre-launch period of a financial education initiative sets 
the stage for a successful launch.



With any type of financial education 
initiative you’re putting together, there are 
bound to be many details you should 
review and test early on before solidifying 
your marketing materials. 

Some of the most common details include: 
venue details, tech support, webinar 
systems, registration systems, insurance 
needs, third-party suppliers, printing 
details, and many other unique items that 
must be addressed.

During this step in the process, build out 
your checklist; review, test, and qualify all 
key details of your initiative. You don’t 
want to run across a situation where you’re 
doing a multimedia presentation only to 
find out the room they had booked does 
not have those capabilities. This is a good 
example of why you should do a detailed 
check prior to any announcements.

Details
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Your program may require approvals, 
whether from a manager, parents, 
compliance, partners, or other program 
stakeholders. Approvals also may be required 
for things like venue usage, transportation, 
and other items needed to meet your 
initiative goals.

No matter whose approval you need, it is 
important for you to find out the exact steps 
for submission, what elements and 
documentation are required, and the length 
of turnaround time necessary for approval. 
Be sure to allow yourself enough time 
between starting the approval process and 
your anticipated program announcement 
date. Follow the exact steps they provide to 
help build positive relationships with any 
compliance department.

Although many people feel the approval 
process is a nuisance and slows down the 
process, approval does perform an important 
function as it puts another set of eyes on 
your program and many times they catch 
errors or oversights. If you do not have to 
submit your program for approval, you may 
miss out on this potential benefit. So once 
again enlist family members, friends, or close 
associates to review your program.

Approvals
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Besides individuals who will be directly 
involved with your campaign, it is important 
to train anyone who may interact with 
participants.  Once you’ve located the people 
who will connect with the end-users, training 
them is a vitally important and often 
overlooked element. 

Example: An organization that spends six 
figures on financial education contacted us 
to revamp their financial education program. 
During our discovery phase we went through 
and called the bank, and we asked every 
person who answered the phone about their 
financial education program. The 
paraphrased answers ranged from “I’ve never 
heard of it,” to “I don’t know, let me check 
that out for you,” to “Yeah, we had something 
here before; let me ask my manager.” The 
actual reality was that they had an active 
financial education program on which they 
spent a lot of money, yet those who 
answered the phone had absolutely no clue 
about the program.

Now that you have completed the first four 
phases of the pre-launch sequence, it is now 
time to involve those people who will be 
involved in the launch and beyond phases of 
your program. This group may include 
volunteers, coworkers, or anyone else you 
need to accomplish your program goals.

If you need to recruit people, it is important 
to select individuals who are passionate 
about financial education. Asking questions 
like, “Why do you want to be involved?”, 
“Why is financial literacy important to you?”, 
and “What benefits do you think this program 
may have for people?” will help you identify 
a person’s passion for the initiative.

For those of you who have been assigned 
people with whom to work, it is still 
important to ask the same questions, but in a 
less formal tone. Identify people who aren’t 
excited or don’t feel a deep connection to the 
program and assign them roles that are not 
participant-facing. Of course, you know best 
your internal politics and processes; but keep 
the overall goal to create a positive end-user 
experience in mind.

Personnel, Partner
and Stakeholder

Development

11

Pre-launch
TRAINING



Giving people short bits of information over a 
longer time period will help increase 
awareness about your initiative. Consider 
sending out emails and attaching the 
marketing pieces you’re working on for the 
campaign and asking for their feedback. Or 
give them countdown emails to the launch 
that share some quick bits of information. 
Maybe pin notices up on the company board, 
or any other methods of communication that 
work.

Drip emails, newsletter
inclusions & marketing
materials

The next level of personnel and volunteer 
development includes training sessions. 
These sessions can be conducted in person, 
via webinars, or through a learning 
management e-learning system. If you’re 
having people ask you questions or 
producing an initiative with lots of moving 
parts, a more detailed training may be in 
order.

Training sessions help people feel more 
confident; some people just like to know 
you’re there to answer questions. Be sure to 
record any live training sessions in case 
somebody’s out or wants to refer back. Make 
your contact information readily available.

Training
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A data sheet provides a general overview of 
the program, key messages, event details 
(dates, times, locations), and contact 
information. We suggest providing both 
electronic and print versions of these data 
sheets.

Data sheets provide individuals quick access 
to all the information they need. In the 
scenario we covered earlier where the bank 
employees had no idea about their financial 
education program – imagine how providing 
a simple data sheet could have made those 
conversations much more professional.       

Hybrids & extensions
Most programs will use a hybrid of training 
options. If you’re doing a program that involves 
a low number of moving parts, maybe a few 
drip marketing pieces and a data sheet would 
suffice. If your initiative is more complex, 
however, you may need to include all three 
training sessions and maybe add on 
personalized consultations, additional study 
requirements, and other options that will help 
them perform. Do not overlook.  

Data sheets

13

Pre-launch
TRAINING



The pre-launch phase will help establish your 
program and showcase your professionalism. 

Follow the steps outlined in this section to 
create a positive first impression.

Pre-launch
TRAINING


