
Your First 30 Days: A Sample
Workforce Activation Launch Plan

The Activation Edge

How to build a structured, multi-channel program launch

A strong first 30 days sets up everything that follows, from participation to
lasting engagement.

Organizations that launch well see higher enrollment, stronger early
engagement, and more staying power. Organizations that don't will spend
months chasing an adoption rate that never caught on. The launch is what
makes the difference.

This sample plan shows what a structured, meQ-supported launch
plan looks like. It runs across 3 activation channels: Digital Engagement,
Manager and Leader Enablement, and Workforce Visibility.

This plan works whether you're launching to 200 people or 200,000. 
While details shift with your org size and setup, the framework holds and
delivers results.
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The Three Activation Channels
Every touchpoint in this plan runs through one or more of these channels.
A strong launch uses all three. Each one reaches a different segment of
your workforce, and together they create the ambient awareness that
converts passive awareness into active enrollment.

PART 1: WHERE THE WORK HAPPENS
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DIGITAL ENGAGEMENT

Enrollment invitation
emails (Day 1, Day 7,
Day 14 follow-up)

Intranet feature or
employee app
banner

Newsletter inclusion
with direct
enrollment link

Digital eCard from
leadership or HR

1
MANAGER & LEADER

ENABLEMENT

Pre-launch briefing
with talking points
and FAQ

Manager email toolkit
with team-facing
messaging

Leadership
endorsement
message to all staff

Team meeting
agenda item to
introduce the
program

WORKFORCE VISIBILITY

Posters or digital
displays in common
areas

QR codes linking
directly to enrollment

Screensaver or TV
monitor campaign

Break room or locker
room awareness
materials

2 3
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The seven steps that happen before Day 1 determines whether your
launch lands or limps. This is where you align stakeholders, equip
managers, and set up the infrastructure so everything fires on schedule.

STAKEHOLDER & LEADERSHIP ALIGNMENT

1. Brief your executive sponsor

Share the program overview, enrollment goals, and a suggested all-staff
message. A single visible endorsement from a senior leader at launch
meaningfully lifts participation. Employees follow the signal from the top.

2. Identify your champions and ambassadors

These are the managers, ERG leads, or internal influencers who will
actively promote the program in their networks. Brief them 1–2 weeks early
so they have time to prepare.

3. Confirm your communication channels and owners

Map out where your messages will go—all-staff email, intranet, Slack or
Teams, manager cascade—and confirm who owns each channel.
Enrollment emails require IT coordination for delivery. Get it lined up now.

Pre-Launch 
2 Weeks Before Go-Live
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MANAGER READINESS

4. Distribute the Manager Briefing Kit

Managers are your highest-leverage activation asset... and your biggest risk
if they're not prepared. The briefing kit should include program overview,
talking points, common employee questions and answers, and a template
message they can send to their team.

5. Schedule a manager Q&A (optional but recommended)

A 30-minute live session to walk managers through the program and
answer questions builds confidence and removes hesitation. Managers
who feel informed are significantly more likely to actively promote the
program.

INFRASTRUCTURE

6. Set up physical visibility assets

Print or display posters in break rooms, lobbies, and common areas.
Configure QR codes that link directly to enrollment; not a landing page, not
a login screen. Every extra click is drop-off.

7. Draft and schedule your enrollment email sequence

Three emails drive early enrollment: the launch announcement (Day 1), a
follow-up reminder (Day 7), and a late-window nudge (Day 14). Draft all
three before launch so you're not writing under pressure.
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Launch
This is your highest-impact window. The novelty is real, attention is
available, and the enrollment curve is steepest. Every day of delay in Week
1 is participation you don't get back.

DAY 1

1. Send the all-staff enrollment invitation

The launch email goes from a credible sender—ideally HR leadership or
the executive sponsor, not a generic comms address. It should be brief:
what meQ is, why the organization is investing in it, and one clear link to
enroll. No attachments, no lengthy explainers.

2. Publish the intranet or app feature

Homepage placement matters. A banner or featured article on Day 1
catches employees who missed the email. Include the same enrollment
link and a one-sentence description of what they'll get.

3. Manager cascade message goes out

Managers send (or forward) their team-facing message the same day. 
This should feel personal, not like forwarded corporate communications. 
The template from the briefing kit gives them a starting point. Encourage
them to add a personal line.

Week 1 (Days 1–7)
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DAYS 2–5

4. Monitor early enrollment data

Track daily enrollment against your target. If a particular team, region, or
location is underperforming by Day 3, you have time to run a targeted push
before the week closes.

5. Activate your champions

Champions send their own personal endorsement through their networks:
ERG channels, team Slack, a quick mention in a standing meeting. 
Peer-to-peer reach converts differently than top-down broadcast.

DAY 7

6. Send the first follow-up email

This goes only to employees who haven't enrolled yet. It's shorter than the
launch email; one paragraph acknowledging that things get busy, one data
point or quote about what participants experience, one link. No guilt, no
urgency theater.
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Reinforce & Reach
 This phase is about reaching the skeptics, the busy, and the employees
who missed the first push entirely.

1. Feature the program in your regular newsletter
A brief inclusion in an existing communication (not a dedicated send)
signals that meQ is part of the organization's rhythm, not a one-time
campaign. One paragraph, one link, one call to action.

2. Run a manager team activation session
Managers who are comfortable with the platform can run a 5-minute team
introduction during a standing meeting, sharing what they personally found
useful and inviting their team to enroll together. meQ provides a simple
agenda and talking points.

3. Update physical visibility assets
Swap or supplement your Week 1 posters with content that's moved past
"what is this" and into "here's what people are experiencing." A quote, a
stat, or a challenge promotion keeps the presence from going stale.

4. Spotlight a specific feature or challenge
A targeted email or intranet post about one specific capability—a
resilience assessment, an active challenge, a manager skill—gives not-
yet-enrolled employees a concrete reason to try it now. Specificity
converts better than general awareness.

Weeks 2–3 (Days 8–21)
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Close & Capture
 Now the engagement window opens. Week 4 is about converting the last
holdouts, reviewing what worked, and setting up the ongoing cadence that
prevents a drop-off at month three.

1. Send final launch-window enrollment nudge (Day 14 email)
Your third enrollment email is for those who haven't acted yet. Keep it
brief! If someone hasn't enrolled after three touchpoints, the next step is a
something like a direct manager conversation, not another broadcast.

2. Review 30-day enrollment data with your meQ team
Look at overall enrollment rate against your goal, participation by team or
region, and early engagement signals from enrolled employees. This review
shapes your Month 2 activation focus.

3. Identify underperforming segments for targeted follow-up
Which departments, locations, or workforce segments are lagging? 
A targeted follow-up through their specific manager or champion 
is more effective at this stage than another all-staff message.

4. Set your Month 2 engagement cadence
The most common failure mode in well-being programs is treating the
launch as the activation strategy. Month 2 needs its own plan: a challenge
promotion, a manager reinforcement touch, updated visibility assets. The
organizations that stay activated plan for it.

Week 4 (Days 22–30)

The Activation Edge: 30-Day Launch Plan

8



This plan is a framework. What makes it work is having the assets,
expertise, and support to execute it without adding meaningful lift to your
team. meQ's Workforce Activation services include:

1. Ready-to-use enrollment email templates
Professionally written, editable, designed for global and local deployment.

2. Manager Briefing Kit
Program overview, talking points, FAQ, and team-facing message templates.
Everything a manager needs to champion the program confidently.

3. Physical and digital awareness assets
Posters, digital displays, eCards, QR code materials, and screensaver/TV
content available through the Enrollment Supportal.

4. Monthly Activation Guides
Ongoing content and campaign materials to keep engagement alive well
past the launch window.

5. Customer Success support
A dedicated meQ Customer Success Director works with you through
launch and beyond, optimizing based on what your data shows.

What meQ Provides
CUSTOM ACTIVATION SUPPORT
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This sample plan shows the framework. Your meQ launch is
built around your organization's size, communication setup,
workforce, and goals.

Your meQ team builds it with you. We bring the templates,
assets, and support to run it without adding to your plate.

Talk to meQ about activation today.

The Activation Edge: 30-Day Launch Plan

meQ is the workforce intelligence and well-being platform that helps your
people in the moment, before need escalates. It measures 18 clinically
validated resilience factors, surfaces early signals of burnout and
disengagement, and delivers the right support in the flow of work. You get
leadership-ready insights, not just data.

A strong launch gets your people in. The platform keeps them well
once they're there.

The meQ Platform
ACTIVATE YOUR WORKFORCE WITH meQ

Ready to Launch?
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