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Business Launch & Digital Launch Guide 

How to plan your own business launch event and maximize your 

Chamber member digital launch. 

Launching a business is a big moment. 

Opening a new location. 

Introducing a new brand. 

Expanding into Mansfield. 

Celebrating a milestone. 

Announcing your membership. 

Letting the community know you are here. 

That moment deserves more than a quick post and a few photos. 

It deserves a plan. 

Because a launch is not just about being seen once. 

It is about creating momentum. 

The goal is to help people understand who you are, what you offer, who you serve, why it 

matters, and what they should do next. 

That can happen in two ways: 

Your business may host its own launch event. 

And, as a Chamber member, your business may receive a Chamber Digital Launch. 

Those are two different things. 

Both can be valuable. 

But they serve different purposes. 

 

Two Types of Launch Support 

1. Your Business Launch Event 

A business launch event is planned, hosted, promoted, funded, and managed by your business. 

This may include: 



Grand opening. 

Open house. 

Ribbon-cutting-style celebration. 

Customer preview. 

VIP reception. 

Partner event. 

Community launch. 

New location celebration. 

Anniversary or milestone event. 

The Chamber does not coordinate, host, staff, manage, promote, or participate in private 

business launch events, grand openings, open houses, or ribbon cuttings. 

These are personal business events. 

This guide gives you practical ideas to help you plan your own event with purpose. 

 

2. Your Chamber Digital Launch 

The Chamber does provide a Digital Launch for members. 

This is a digital visibility opportunity designed to introduce your business to the Chamber 

audience and help you begin building awareness in the Mansfield business community. 

A Chamber Digital Launch may include Chamber-managed digital exposure such as a member 

announcement, online visibility, social media recognition, email or website placement, or other 

digital tools based on the membership package and current Chamber offerings. 

The Digital Launch is not an event. 

It is not a ribbon cutting. 

It is not a grand opening. 

It is a member visibility benefit. 

Your job is to make the most of it. 

 



Why Launch Strategy Matters 

A launch is a first impression. 

And first impressions are expensive to waste. 

Too many businesses open their doors, post once, invite a few people, take a photo, and then 

wonder why nothing happens afterward. 

That is not a launch strategy. 

That is a moment. 

A strong launch should help you: 

Get noticed. 

Explain what you do. 

Build trust. 

Create local visibility. 

Collect contacts. 

Start conversations. 

Generate content. 

Drive people to your website. 

Build your email list. 

Encourage reviews. 

Create referral opportunities. 

Invite customers to take the next step. 

The launch is not the finish line. 

It is the starting line. 

 

 

Part One: Planning Your Own Business Launch Event 

A business launch event can be useful, but only if it is planned with a business purpose. 



A room full of people means very little if nobody remembers what you do, nobody knows how 

to buy, nobody follows up, and the photos never get used. 

The event is only the beginning. 

The follow-up is where the business happens. 

 

Start With the Goal 

Before choosing food, decorations, giveaways, or entertainment, answer this: 

What do we want this launch event to do for the business? 

Not emotionally. 

Practically. 

Common Launch Event Goals 

Introduce the business to the local community. 

Celebrate a new location. 

Generate first-time customers. 

Build relationships with referral partners. 

Collect email or text contacts. 

Create social media content. 

Create local awareness. 

Promote a launch offer. 

Book appointments or consultations. 

Encourage people to visit again. 

Start a review-generation process. 

Strengthen relationships with nearby businesses. 

If your only goal is “have a good turnout,” the event may feel successful but produce very little 

afterward. 

A crowd is not the same as momentum. 

 



Choose the Right Event Format 

Not every business needs the same kind of launch event. 

A restaurant, medical office, boutique, law firm, gym, childcare center, salon, contractor, 

nonprofit, or professional service firm should not all plan the same event. 

Choose the format that fits your business model. 

Grand Opening 

Best for businesses opening a new physical location and wanting broad community awareness. 

Works well for: 

Retail. 

Restaurants. 

Fitness studios. 

Salons. 

Wellness businesses. 

Entertainment venues. 

Family-focused businesses. 

Open House 

Best for tours, conversations, demos, meet-the-team moments, and service-based businesses. 

Works well for: 

Medical offices. 

Professional services. 

Contractors. 

Real estate offices. 

Financial firms. 

Education or training providers. 

Nonprofits. 

Customer Preview Event 



Best for creating early excitement with invited guests before a full public launch. 

Works well for: 

Restaurants. 

Retail. 

Hospitality. 

Fitness. 

Beauty. 

Event venues. 

Experience-based businesses. 

Partner or VIP Reception 

Best for B2B companies, professional services, healthcare providers, real estate, finance, and 

businesses that grow through referrals. 

Works well for: 

Law firms. 

Accounting firms. 

Consultants. 

Insurance agencies. 

Financial advisors. 

Commercial services. 

Healthcare practices. 

Community Event 

Best when the business wants to build goodwill and connect with families, neighborhoods, 

nonprofits, schools, or local causes. 

Works well for: 

Family services. 

Restaurants. 

Retail. 



Healthcare. 

Nonprofits. 

Community-facing brands. 

 

Build the Right Guest List 

Do not just invite everyone you know and hope something useful happens. 

Think strategically. 

You want people in the room who can become customers, referral partners, advocates, 

collaborators, or community connections. 

A List: Personal Invitations 

These are people who should hear directly from the owner or business leader. 

Invite them personally by call, text, video message, email, or handwritten note. 

Include: 

Best customers. 

Prospective customers. 

Referral partners. 

Vendors. 

Landlord or property partners. 

Nearby business owners. 

Mentors. 

Friends and family who will actively promote you. 

Local connectors. 

Community leaders. 

High-value prospects. 

People who influence your ideal customer. 

A personal invitation tells people they matter. 



A public post does not do that. 

B List: Broad Promotion 

These are people you invite through public and digital channels. 

Include: 

Social media followers. 

Email subscribers. 

Local residents. 

Past customers. 

Nearby offices. 

Neighborhood groups. 

Local business contacts. 

Community groups. 

Partner audiences. 

Website visitors. 

C List: Post-Event Audience 

This is the group most businesses forget. 

Not everyone can attend. 

That does not mean they should miss the launch. 

Your C list includes: 

People who registered but did not attend. 

People who said they could not come. 

People who commented on social posts. 

People who opened the email. 

People who asked for information. 

People who should receive photos, recap, offer, or next step. 

The event may last one hour. 



The marketing should last weeks. 

 

Build the Communication Plan 

Every launch event needs three communication phases: 

Before the event. 

During the event. 

After the event. 

Most businesses only think about the first one. 

That is a mistake. 

The real value comes from the full cycle. 

 

Phase 1: Before the Event 

Start promoting at least three to four weeks before the event. 

Longer if the event is large, ticketed, partnered, or requires RSVPs. 

What to Create 

Website event page or announcement. 

Google Business Profile update. 

Facebook event. 

Instagram posts or Reels. 

LinkedIn post if your audience is professional or B2B. 

Email invitation. 

Personal invitation message. 

Short founder video. 

Flyer or graphic. 

Partner promotion kit. 

RSVP form if needed. 

The goal is simple: 



Make it easy for people to understand what is happening, why it matters, and what they should 

do next. 

Invitation Message Formula 

Your invitation should answer: 

What is happening? 

Who is invited? 

Why should they come? 

When is it? 

Where is it? 

What will happen there? 

Is RSVP required? 

What should they do next? 

Do not make people hunt for details. 

Confused people do not attend. 

 

Sample Invitation Copy 

You are invited to the launch celebration for [Business Name]. 

We are excited to welcome the Mansfield community to our new location at [address] on [date] 

from [time]. 

Stop by to meet the team, tour the space, enjoy refreshments, and learn more about how we 

help [ideal customer] with [problem/result]. 

We would love to see you there. 

RSVP here: [link] 

 

Phase 2: During the Event 

A launch event should feel welcoming, organized, and intentional. 

People should know where to go, what to do, who to meet, and what happens next. 



Do not let the event feel like a room full of people standing around waiting for someone to 

explain why they are there. 

Assign roles ahead of time. 

Event Day Roles 

Host 

Welcomes guests, keeps the energy moving, and makes sure the event feels intentional. 

Greeters 

Welcome people, collect names, direct traffic, and answer basic questions. 

VIP Lead 

Takes care of key guests, referral partners, vendors, and important relationships. 

Photo and Video Lead 

Captures owner remarks, guests, team, space, products, services, behind-the-scenes moments, 

and candid interactions. 

Social Media Lead 

Posts live updates, tags partners, shares stories, and responds to comments. 

Tour Lead 

Shows people the space or explains the service. 

Lead Capture Lead 

Makes sure guests can join your email list, enter a giveaway, scan a QR code, request 

information, book an appointment, or take the next step. 

Cleanup Lead 

Handles the unglamorous but necessary work after guests leave. 

The owner should not carry everything. 

The owner should be meeting people, telling the story, thanking supporters, and building 

relationships. 

 

 

Phase 3: After the Event 

This is where most businesses drop the ball. 

They post a few photos and move on. 



Do not do that. 

A launch event should create follow-up, content, reviews, referrals, and future appointments. 

Within 24 Hours 

Post photos. 

Thank attendees. 

Tag partners and supporters. 

Send thank-you messages to key guests. 

Send an email recap. 

Follow up with hot prospects. 

Respond to social comments. 

Add contacts to your CRM or email list with permission. 

Within 72 Hours 

Publish a short recap on your website or blog. 

Share a founder message. 

Send a special offer or next-step invitation. 

Ask happy early customers for reviews when appropriate. 

Create a photo album. 

Follow up with referral partners. 

Book follow-up meetings. 

Within 7 Days 

Review attendance and leads. 

Track social reach and engagement. 

Send a second post-event reminder. 

Create 3 to 5 social posts from event content. 

Add one testimonial or quote if available. 

Thank your team and vendors. 



Review what worked and what should improve. 

The event is not over when the last guest leaves. 

It is over when the follow-up is complete. 

 

Ways to Promote Your Own Launch Event 

You do not need to rely on one channel. 

Use several. 

The goal is to create repeated touchpoints so the right people see the event more than once. 

Promotion Ideas 

Personal invitations. 

Word of mouth. 

Your website. 

Google Business Profile. 

Email invitation. 

Email signature. 

Facebook event. 

Local Facebook groups where allowed. 

Instagram Reels and Stories. 

LinkedIn posts. 

Short founder video. 

Partner promotion kit. 

Neighboring business invitations. 

Flyers where appropriate. 

Direct mail for neighborhood-based businesses. 

Local newsletters. 

Local creators. 



Giveaway or door prize. 

Preview offer. 

Customer referral invite. 

Paid local ads if you have a clear landing page and follow-up plan. 

Post-event recap. 

Promotion does not end when the event ends. 

A strong recap can reach people who missed it. 

 

The Business Launch Event Timeline 

6 Weeks Before 

Set the event goal. 

Choose event type. 

Pick date and time. 

Confirm location readiness. 

Check Certificate of Occupancy, permits, lease requirements, insurance, or property rules if 

applicable. 

Build your guest list. 

Identify partners. 

Choose photographer or content person. 

Create RSVP process. 

Prepare your promotion plan. 

4 Weeks Before 

Create event page or RSVP link. 

Post event announcement on your website. 

Create Facebook event if appropriate. 

Post to Google Business Profile. 



Send first email invitation. 

Begin personal outreach to A-list guests. 

Prepare flyer or graphics. 

Ask partners to share. 

Record short invitation video. 

2 Weeks Before 

Confirm agenda. 

Confirm food, signage, parking, tours, music, and photography. 

Send second invitation. 

Post behind-the-scenes content. 

Share partner promotion kit. 

Prepare talking points. 

Prepare lead capture method. 

Confirm team roles. 

1 Week Before 

Send reminder email. 

Confirm RSVPs. 

Assign event-day roles. 

Print signs. 

Test microphone or PA system. 

Prepare ribbon, scissors, or photo props if you are using them. 

Prepare giveaway or offer. 

Prepare QR codes. 

Create shot list for photos and video. 

Confirm food, parking, staffing, and setup. 

Event Day 



Arrive early. 

Set up registration or welcome table. 

Brief your team. 

Welcome guests. 

Capture photos and video. 

Keep remarks short. 

Create the main photo moment. 

Invite people to tour, shop, book, join, schedule, or request information. 

Collect contacts. 

Thank people as they leave. 

24 to 72 Hours After 

Post photos. 

Send thank-you emails. 

Tag partners. 

Follow up with leads. 

Send recap to attendees. 

Ask for reviews where appropriate. 

Book next conversations. 

Review results. 

 

 

Event Agenda 

Keep the formal program short. 

People do not come to a launch event for a 45-minute speech. 

They come to connect, celebrate, learn, and experience the business. 

Simple 20-Minute Program 



Welcome. 

Brief owner remarks. 

Recognition of key people. 

Business story or mission. 

Main photo moment. 

Invitation to tour, shop, sample, ask questions, book, or connect. 

Then move quickly into conversation. 

Short is strong. 

 

Owner Remarks Template 

Use this as a starting point. 

Launch Event Speech 

Welcome, everyone. 

Thank you for being here today as we celebrate the opening of [Business Name] here in 

Mansfield. 

My name is [Name], and I am the [owner/founder/manager]. 

We started this business because [brief reason or problem you solve]. Our goal is simple: to 

help [customer type] with [specific result]. 

Opening a business takes more than one person, and today would not be possible without the 

support of 

[family/team/customers/partners/contractors/landlord/bankers/vendors/community]. We 

are grateful for each of you. 

We are proud to be part of the Mansfield business community, and we look forward to serving, 

contributing, and building relationships here. 

In just a moment, we will take a photo and celebrate this milestone. After that, we invite you to 

[tour the space / meet the team / try samples / ask questions / schedule a consultation / 

shop / stay and connect]. 

Thank you again for being here. 



Let’s celebrate. 

 

Photo and Video Tips 

You are not just documenting the event. 

You are creating marketing assets. 

Take more photos and videos than you think you need. 

Photo Checklist 

Owner or founder photo. 

Team photo. 

Family or supporter photo. 

Guest photos. 

Candid conversations. 

Space or storefront. 

Product or service details. 

Food or refreshments. 

Signage. 

Behind-the-scenes moments. 

Main celebration photo. 

Partner or vendor photos. 

Customer interaction photos. 

Vertical short videos for social media. 

Video Ideas 

Owner welcome message. 

Quick tour of the space. 

Behind-the-scenes setup. 

Guest reactions. 



Product or service demo. 

Team introduction. 

Short recap video. 

Thank-you message after the event. 

One good launch event can create a month of content. 

Do not waste it. 

 

Lead Capture: Do Not Miss This 

A launch event without lead capture is like hosting a dinner and forgetting everyone’s name. 

You need a simple way to stay connected. 

Lead Capture Ideas 

QR code to join email list. 

Giveaway entry form. 

RSVP check-in. 

Consultation request card. 

New customer offer. 

Text signup. 

Loyalty program signup. 

Event follow-up form. 

Business card drawing. 

Make sure you have permission to contact people. 

Do not collect names and then do nothing. 

That is wasted opportunity. 

 

Launch Offers 

Give guests a reason to come back. 



The offer does not have to be a discount. 

It should create a next step. 

Offer Ideas 

First visit special. 

Free consultation. 

Bonus service. 

VIP preview. 

Launch bundle. 

Referral reward. 

Book today incentive. 

Limited-time membership rate. 

Event-only product. 

Bring-a-friend offer. 

Follow-up appointment. 

A good offer answers: 

Why should I act now? 

 

How to Measure Your Event 

Do not measure the event only by attendance. 

Measure what happened because of the event. 

Track These Numbers 

RSVPs. 

Actual attendance. 

Email signups. 

Leads captured. 

Appointments booked. 



Sales made. 

Social engagement. 

Website visits. 

Google profile actions. 

Reviews requested. 

Reviews received. 

Partner connections. 

Follow-up meetings scheduled. 

Referral conversations started. 

Photos and videos created. 

A packed room with no follow-up is weaker than a smaller room that produces real 

conversations. 

Measure momentum, not just crowd size. 

 

Part Two: Making the Most of Your Chamber Digital Launch 

Your Chamber Digital Launch is different from your private business launch event. 

It is a digital member visibility benefit designed to introduce your business to the Chamber 

audience. 

That means you should treat it like an opportunity, not a checkbox. 

The Chamber may provide the platform. 

You provide the clarity. 

The stronger your information, message, photos, and next step, the stronger your Digital Launch 

can be. 

 

What Is a Chamber Digital Launch? 

A Chamber Digital Launch is a digital introduction of your business to the Chamber community. 



It may include online visibility through Chamber-managed channels, depending on your 

membership package and current Chamber benefits. 

Its purpose is to help create awareness and credibility. 

It is not meant to replace your own marketing. 

It is meant to support it. 

Think of it like a spotlight. 

The Chamber can help shine the light. 

Your job is to make sure the message is clear when people look. 

 

What Your Digital Launch Should Communicate 

A strong Digital Launch should answer five questions quickly: 

Who are you? 

What do you do? 

Who do you help? 

Why does it matter? 

What should someone do next? 

If people cannot answer those questions after seeing your launch, the opportunity is weaker. 

Do not send a generic paragraph that sounds like every other business. 

Be clear. 

Be specific. 

Be useful. 

 

Digital Launch Information Checklist 

Before your Chamber Digital Launch, prepare the following: 

Business name. 

Business category. 



Website. 

Phone number. 

Email. 

Physical address or service area. 

Social media links. 

Logo. 

High-quality photo. 

Owner or team photo if available. 

Short business description. 

One-sentence message. 

Clear call to action. 

Special offer if applicable. 

Preferred keywords or services. 

Launch date or timing. 

Contact person for questions. 

Do not make the Chamber guess. 

The better the information you provide, the better your Digital Launch can represent your 

business. 

 

 

Write Your One-Sentence Message 

Use this formula: 

We help [specific customer] solve [specific problem] so they can [specific result]. 

Examples: 

We help Mansfield homeowners repair storm damage with clear communication, honest 

estimates, and dependable service. 

We help local families find convenient, compassionate dental care close to home. 



We help small businesses clean up their bookkeeping so owners can make better decisions 

and stop stressing over the numbers. 

We help Mansfield-area employers protect their teams and reduce risk with practical 

insurance solutions. 

This sentence is the backbone of your Digital Launch. 

 

Write a Better Business Description 

Avoid this: 

We are a full-service company committed to excellence and customer satisfaction. 

That sounds fine. 

It also sounds like everyone else. 

Try this instead: 

[Business Name] helps [specific customer] with [specific service/problem]. Located in/serving 

the Mansfield area, we focus on [specific benefit], [specific benefit], and [specific benefit]. 

Whether you need [example service] or [example service], our team makes the process clear, 

professional, and easy to understand. To learn more, visit [website] or call [phone]. 

Example 

ClearPath Bookkeeping helps Mansfield-area small business owners stay organized, 

understand their numbers, and prepare for tax season with less stress. We provide monthly 

bookkeeping, cleanup projects, and financial reports that help owners make better decisions. 

To learn more, visit our website or schedule a consultation. 

Specific beats polished. 

Every time. 

 

Choose the Right Photo 

Your Digital Launch needs a strong visual. 

A logo is useful, but a real photo often builds more trust. 

Best Photo Options 



Owner photo. 

Team photo. 

Storefront photo. 

Product photo. 

Service-in-action photo. 

Workspace photo. 

Customer experience photo. 

Professional headshot. 

Event or location photo. 

Avoid blurry images, cluttered backgrounds, outdated photos, screenshots, or graphics with too 

much tiny text. 

People connect with people. 

Use a real photo when possible. 

 

Create a Clear Call to Action 

Do not leave people wondering what to do next. 

Your Digital Launch should include a clear next step. 

Call-to-Action Options 

Visit our website. 

Schedule a consultation. 

Book an appointment. 

Stop by our location. 

Follow us on social media. 

Call for a quote. 

Download our guide. 

Join our email list. 



Try our launch offer. 

Register for an event. 

Choose one primary action. 

Too many options create confusion. 

 

How to Amplify Your Chamber Digital Launch 

Do not let the Chamber post once and then move on. 

You should amplify it. 

Before the Digital Launch 

Make sure your website is ready. 

Update your Google Business Profile. 

Complete your Chamber member profile. 

Prepare your social media pages. 

Have a clear offer or next step. 

Tell your team the launch is coming. 

Invite customers and partners to watch for it. 

During the Digital Launch 

Share the Chamber post. 

Comment on it from your business page. 

Comment from your personal profile if appropriate. 

Thank the Chamber. 

Tag your team, partners, or customers where appropriate. 

Share it to your stories. 

Add it to LinkedIn if relevant. 

Send it to your email list. 

Use it as a credibility piece. 



After the Digital Launch 

Save the post link. 

Add it to your media or press page if you have one. 

Use the copy in future marketing. 

Send it to referral partners. 

Mention it in your next email. 

Repurpose it into a social post. 

Use it as part of your credibility-building content. 

A Digital Launch is not just exposure. 

It is an asset. 

Use it more than once. 

 

Digital Launch Follow-Up Plan 

The real value comes after people see the announcement. 

You need to be ready. 

Within 24 Hours 

Respond to comments. 

Reply to messages. 

Thank people who shared it. 

Check website and social traffic. 

Follow up with anyone who asked questions. 

Within 72 Hours 

Post your own follow-up. 

Send an email to your list. 

Invite people to take the next step. 

Ask partners to share. 



Add new contacts to your CRM or follow-up list. 

Within 7 Days 

Review engagement. 

Track leads or inquiries. 

Create a customer-facing offer. 

Post a behind-the-scenes story. 

Share a testimonial or review. 

Schedule follow-up conversations. 

The Digital Launch opens the door. 

Your follow-up invites people through it. 

 

Pairing Your Private Event With Your Chamber Digital Launch 

If you are hosting your own business launch event and also receiving a Chamber Digital Launch, 

connect the two. 

Do not treat them as separate random activities. 

Use them together. 

Before Your Event 

Use the Digital Launch to introduce your business. 

Link people to your event or website. 

Invite your audience to follow your business. 

Build awareness before the event date. 

During Your Event 

Capture photos and videos. 

Mention that you are a Chamber member if that is part of your credibility story. 

Collect contacts. 

Direct people to your website and social media. 



After Your Event 

Use event photos to extend the Digital Launch. 

Share a recap. 

Thank attendees. 

Post customer or partner comments. 

Send follow-up emails. 

Ask for reviews. 

Promote the next step. 

The event creates experience. 

The Digital Launch creates visibility. 

Together, they create momentum. 

 

Digital Launch Scorecard 

Rate your business from 1 to 5. 

1 means weak. 

5 means strong. 

Message clarity 

Can people quickly understand what we do? 

Customer focus 

Does our launch explain who we help and why it matters? 

Photo quality 

Do we have a strong visual that builds trust? 

Call to action 

Is the next step clear? 

Website readiness 

Will visitors know what to do when they land on our site? 

Google profile 

Is our business easy to find and verify? 



Chamber profile 

Is our member listing complete and current? 

Social readiness 

Are our social profiles updated? 

Follow-up plan 

Are we ready to respond to comments, messages, and leads? 

Amplification 

Do we have a plan to share and reuse the Digital Launch? 

Score 

40–50: Strong launch foundation. 

30–39: Good, but tighten the weak spots before launch. 

20–29: Your launch may create attention, but conversion will be weak. 

Under 20: Pause and fix the basics first. 

 

Combined Launch Checklist 

For Your Business-Owned Event 

Goal is clear. 

Event type is chosen. 

Guest list is built. 

Invitations are sent. 

Promotion plan is active. 

Event-day roles are assigned. 

Lead capture is ready. 

Offer or next step is clear. 

Photo and video plan is ready. 

Follow-up messages are drafted. 

For Your Chamber Digital Launch 

Member profile is complete. 



Business description is clear. 

One-sentence message is ready. 

Logo and photo are provided. 

Website is updated. 

Google profile is current. 

Social links are correct. 

Call to action is clear. 

Team is ready to respond. 

Amplification plan is ready. 

 

30-Day Launch Action Plan 

Week 1: Clarify 

Write your one-sentence message. 

Choose your launch goal. 

Update your website. 

Update your Google Business Profile. 

Complete your Chamber member profile. 

Gather photos and logo files. 

Week 2: Prepare 

Write your business description. 

Create your call to action. 

Build your guest list if hosting an event. 

Prepare your Digital Launch information. 

Draft email and social copy. 

Create a launch offer if appropriate. 

Week 3: Promote 



Send personal invitations if hosting an event. 

Post your own launch announcement. 

Prepare to share the Chamber Digital Launch. 

Ask partners to help spread the word. 

Create short video or behind-the-scenes content. 

Week 4: Follow Up 

Respond to comments and messages. 

Thank people who engaged. 

Follow up with leads. 

Post event or launch recap. 

Ask for reviews where appropriate. 

Track results. 

Plan your next 30 days of visibility. 

 

What to Stop Doing 

Stop treating launch as a one-day announcement. 

Stop assuming people understand what you do. 

Stop relying only on a photo or post. 

Stop hosting events without lead capture. 

Stop letting your Digital Launch disappear after one share. 

Stop using vague business descriptions. 

Stop sending people to an outdated website. 

Stop forgetting to follow up. 

Attention without follow-up is wasted attention. 

 

What to Start Doing 



Start with a clear goal. 

Start with a clear message. 

Start preparing your digital front door. 

Start collecting strong photos. 

Start giving people a clear next step. 

Start sharing your Chamber Digital Launch. 

Start treating your launch as a 30-day visibility campaign. 

Start tracking what happens afterward. 

Start building relationships from the attention you receive. 

Launch is not just about being introduced. 

It is about being remembered. 

 

Final Word 

A strong launch does not happen because people showed up once or saw one post. 

A strong launch happens when attention turns into trust, trust turns into action, and action 

turns into momentum. 

Your private business launch event is yours to plan, host, promote, and follow up. 

Your Chamber Digital Launch is a member visibility benefit designed to help introduce your 

business to the Chamber community. 

Use both wisely. 

Be clear. 

Be prepared. 

Be visible. 

Be responsive. 

Be ready with the next step. 

Because the goal is not just to announce that you are open. 

The goal is to help people understand why they should care, how they can connect, and what 

they should do next. 
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