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[bookmark: _s8udjvg0e6r5]AI-Assisted Launch Companion
[bookmark: _lc20rfwj6cja]Practical AI workflows to help you customise, organise, and deploy the six Launch Kit layers under your own brand.
A companion resource for the Blogger’s Success Ultimate Launch Kit PLR
The Ultimate Launch Kit gives you the structure, assets, and launch layers to build from.
This Companion helps you use AI selectively while you shape the offer for a real audience, organise the work, prepare the launch, and make the final decisions yourself.
Use it to bring the pieces together with more clarity—without losing the judgment, experience, and care that make the finished offer worth presenting.
[bookmark: _q4dmy5noihkt]How to Use This Companion
This Companion works alongside the six launch layers inside the Blogger’s Success Ultimate Launch Kit.
Start with the part of the launch you are working on. If you are clarifying the offer, begin with Setup. If you are preparing the sales page and buyer journey, use Convert. If you need to organise files, delivery, or support, use Operate.
The launch layer gives you the structure. The related workflow in this Companion helps you think through the work, organise what you already have, and develop selected parts with AI support.
[bookmark: _9p8t5vavboth]Prepare Your Launch Brief First
Before using a workflow, gather the information that will help you make good decisions:
· your intended audience
· the offer you are preparing
· your brand angle and preferred voice
· the product files, notes, or assets you already have
· the outcome you want from this stage of the launch
Use real material whenever possible. A draft sales page, a product outline, existing emails, customer questions, or your own notes will give you something useful to work from.
[bookmark: _5ox9w7dsqufy]Use AI as a Working Assistant
AI can help you explore options, organise a task, improve a first draft, or spot areas that need attention. It should not be left to invent your product details, make promises on your behalf, or decide what is right for your buyers.
Read every response carefully. Keep what helps, change what does not fit, and remove anything that is vague, inaccurate, or unlike your brand.
[bookmark: _bdowzft5wvtl]A Simple Way to Work
1. Choose the Launch Kit layer that matches your task.
2. Gather your source material and decide what you need to accomplish.
3. Complete the related workflow in this Companion.
4. Select the useful parts and refine them for your brand and audience.
5. Check the final assets, links, claims, and delivery details before release.
The finished launch should still feel like your work: clear, useful, and ready for the people you want to serve.
[bookmark: _53oarpxn3wyb]Your Launch Brief
Before you begin refining assets, write down the basic decisions behind the offer.
A clear brief gives you something solid to work from. It also helps AI stay focused on the product you are actually creating, rather than giving you broad ideas that do not fit your launch.
[bookmark: _7pe17hgvqi6b]Complete Your Launch Brief
The Offer
What are you launching or adapting?
[Write the product name and a short description.]
What practical result should this product help the buyer achieve?
[Describe the intended outcome in plain language.]
What makes this version useful or different?
[Add your chosen angle, examples, added support, or audience focus.]
The Buyer
Who is this offer for?
[Describe the audience as clearly as you can.]
What are they trying to do, improve, or solve?
[Describe their main goal.]
What may stop them from taking action or buying?
[List the likely questions, concerns, or practical barriers.]
Your Brand and Launch
What tone should the product and promotion use?
[For example: clear and practical, encouraging and beginner-friendly, direct and professional.]
Which assets do you already have?
[List the product files, sales page, emails, bonuses, graphics, worksheets, or other materials.]
How do you plan to present or launch the offer?
[For example: a simple sales page, email promotion, affiliate launch, client package, or branded PLR product.]
[bookmark: _k9d1b5mn27yb]Use This Brief With Every Workflow
Keep this page nearby as you work through the six launch layers.
When you use an AI workflow, provide the relevant parts of your brief together with the actual source material. This gives you more useful suggestions and helps you keep the offer consistent from the first product page to the final promotional message.
[bookmark: _43j2q3xi12rn]The Six-Layer Deployment Workflow
A launch becomes easier to manage when you work through it in a sensible order.
The six layers in the Ultimate Launch Kit are designed to connect. Each one supports the next, so you are not trying to promote an offer before it is clear, complete, and ready for buyers.
[bookmark: _xbdp4cfln4jd]Work Through the Layers in Order
1. Setup
Clarify the offer, audience, positioning, and brand direction. This gives the rest of the launch a clear foundation.
2. Convert
Prepare the message and buyer journey. Help the right person understand what the offer is, why it matters, and what they should do next.
3. Teach
Make the product easy to use. Review the lessons, worksheets, examples, and instructions so buyers can move from understanding to action.
4. Operate
Organise the practical side of the launch: files, delivery, access, support, links, and the steps that happen after someone buys.
5. Delegate
Prepare clear tasks and instructions when you need help from a virtual assistant, designer, freelancer, or other support person.
6. Promote
Use the approved assets to introduce the offer through email, social media, affiliate partners, or the platforms that suit your audience.
[bookmark: _ew1xnn3c4ws]Use AI at the Right Point
AI can help you move each layer forward, but it works best after you have made the important decisions yourself.
Use it to organise material, explore suitable options, improve a draft, or prepare a practical first version. Then review the result against your Launch Brief, the included assets, and the expectations of the people you want to serve.
By the time you reach Promote, you should have an offer that is clear, complete, and ready to be presented with confidence.
[bookmark: _qt0xml81oh3]Setup: Clarify the Branded Offer
Before you worry about the sales page, emails, or launch schedule, make sure the offer itself is clear.
A buyer should be able to understand what the product is, who it is for, and what it will help them do without having to work too hard. This is also the point where you decide how your version will feel under your own brand.
[bookmark: _ozceu0zbaf3u]Start With What You Already Have
Use the included product materials, your Launch Brief, and any notes you have made about the audience.
You are not trying to rebuild the product from scratch. You are looking for the clearest way to present the existing assets so they feel relevant, useful, and easy to understand.
[bookmark: _atcw3kgvbzsg]Prompt 1: Clarify the Offer and Brand Direction
Copy and complete this prompt
“I am preparing the following offer for launch:
[product name and short description]
It is intended for:
[describe the audience]
Their main goal is:
[describe the result they want]
Here are the product assets, included materials, and notes I am working with:
[paste the relevant product outline, module list, bonus list, or notes]
I want to present this offer under my brand in a way that is clear, useful, and appropriate for this audience.
Help me create:
· a one-sentence description of the offer
· a clear explanation of who it is best suited for
· three practical points that explain why it may be useful
· three possible positioning angles that stay faithful to the included materials
· any areas where the offer description may feel unclear, too broad, or unsupported
Use only the information I have provided. Do not invent product features, personal stories, results, testimonials, or claims.”
[bookmark: _7kwco6m9v1ni]Review Before You Move On
Choose the wording that feels accurate and natural for your brand. The aim is not to make the offer sound bigger than it is.
It is to help the right buyer quickly understand what they are receiving and why it may be worth their attention.
[bookmark: _5139ws1p50r9]Convert: Review the Buyer Journey and Sales Assets
Once the offer is clear, look at the path a buyer will take from first interest to completed purchase.
This is not about using clever wording or making bigger promises. It is about helping the right person understand the offer, see how it fits their needs, and take the next step without confusion.
[bookmark: _3seurlib96g1]Review the Journey Before You Write
Gather the sales-page draft, product outline, bonuses, guarantee, checkout link, and any email or promotional copy you plan to use.
Read them as if you are seeing the offer for the first time. Can you quickly understand what the product is, what is included, and what happens after you buy?
[bookmark: _sp438s92loby]Prompt 2: Review the Sales Assets for Clarity
Copy and complete this prompt
“I am preparing sales assets for this offer:
[product name and one-sentence description]
My intended buyer is:
[describe the audience]
Their main goal or problem is:
[describe the goal or problem]
Here is my current sales-page copy, offer outline, or promotional message:
[paste the relevant material]
Review this from the perspective of the intended buyer.
Identify:
· what is already clear and helpful
· where a buyer may feel confused or need more information
· questions or objections that have not been addressed
· places where the wording sounds too broad, repetitive, or unsupported
· the most suitable next step or call to action for this stage of the buyer journey
Then suggest practical improvements that remain faithful to the offer and source material.
Do not invent proof, testimonials, income claims, results, deadlines, bonuses, or product features that I have not provided.”
[bookmark: _ula7aurir0sr]Keep the Buyer’s Next Step Simple
Use the review to improve the parts that matter most.
A clear offer does not need to explain everything at once. It needs to help the buyer understand the value, know what they will receive, and feel confident about the next step.
[bookmark: _pqexbs3jwjuv]Teach: Adapt the Learning Experience
A good product does more than contain useful information. It helps the buyer understand what to do with it.
This layer is about making the learning experience feel clear and manageable. The buyer should be able to see where to begin, what each resource is for, and how the pieces fit together.
[bookmark: _sgugy3wj76xe]Work With the Existing Materials
Start with the lessons, guides, videos, templates, checklists, worksheets, and bonuses already included in the Ultimate Launch Kit.
You may adapt examples, explanations, action steps, and supporting notes for your audience. Keep the core product structure intact unless your PLR licence allows and supports a wider change.
[bookmark: _alu4dfmuopom]Prompt 3: Review and Adapt the Learning Assets
Copy and complete this prompt
“I am preparing the following learning assets for my buyers:
[paste the module outline, lesson summary, worksheet, guide, or selected product material]
My intended audience is:
[describe the audience]
They want to:
[describe the outcome they are working towards]
They may need extra help with:
[describe likely questions, areas of confusion, or practical barriers]
Review these materials and suggest ways to make them easier to understand and use.
Focus on:
· a clearer starting point for a newer buyer
· examples or explanations that could be adapted for this audience
· action steps that may need to be simplified or made more specific
· places where a checklist, worksheet, or short note would improve usability
· areas that may feel repetitive, unclear, or out of sequence
Keep the original purpose and core structure intact. Use only the material I provide. Do not invent expertise, case studies, results, or lessons that are not supported by the product.”
[bookmark: _8147fzql0y37]Make the Product Easier to Use
Choose the improvements that make a real difference for the buyer.
A short explanation at the right moment, a clearer action step, or a better example can make the product feel far more useful than adding pages of unnecessary material.
[bookmark: _k9k86y7sbfsc]Operate: Organise Delivery, Access, and Support
A launch does not end when someone clicks the order button.
Buyers need a smooth path from purchase to access. They should know what happens next, where to find the product, and how to get help if something does not work as expected.
This layer helps you organise those practical details before the launch becomes busy.
[bookmark: _2oac0lo8frw3]Walk Through the Buyer Experience
Imagine that you have just purchased your own product.
Check every step: the payment confirmation, welcome message, download link, member access, product files, support contact, and any follow-up email. Small gaps can create unnecessary support requests and leave buyers unsure about what to do.
[bookmark: _9bq3w9uxpf7m]Prompt 4: Create a Simple Delivery and Support Plan
Copy and complete this prompt
“I am preparing the delivery process for this product:
[product name and short description]
The buyer will receive:
[list the product files, bonuses, member access, emails, or other items included]
My current delivery method is:
[describe how the buyer will receive access after purchase]
My support contact is:
[support email or support process]
Review this information and help me create a simple delivery and support checklist.
Include:
· the steps a buyer should take after purchase
· the information they need in the first welcome or access message
· files, links, or instructions that need testing
· common buyer questions I should answer in advance
· practical support details that should be visible
· anything that may create confusion or unnecessary delay
Use only the information I provide. Do not invent delivery methods, support policies, access systems, guarantees, or product features.”
[bookmark: _919fi3i7baf]Keep It Simple for the Buyer
The best delivery process is easy to follow.
Give buyers one clear first step, use simple file names and instructions, and make it obvious where they can get help. A little care here makes the whole offer feel more reliable.
[bookmark: _u16apglmm5pq]Delegate: Create Clear Handover Briefs
You do not need to do every part of a launch yourself.
A virtual assistant, designer, editor, or freelancer can save time when the task is clear and the materials are ready. The problem is rarely the person helping. More often, the brief is too vague, the files are scattered, or nobody is sure what “finished” should look like.
[bookmark: _7kt1g95jlemw]Prepare the Work Before You Hand It Over
Choose one task at a time.
Gather the relevant files, explain the purpose of the task, and decide what you need back. Be clear about the deadline, file format, preferred style, and the point where you will review the work.
[bookmark: _74b1bugoehha]Prompt 5: Create a Clear Task Brief
Copy and complete this prompt
“I want to delegate this launch task:
[describe the task clearly]
The product or offer is:
[product name and short description]
The intended audience is:
[describe the audience]
The person helping me will receive these files or source materials:
[list the files, links, notes, brand guidelines, or examples]
The completed task should include:
[describe the expected result]
The deadline is:
[insert deadline]
Create a clear handover brief for a virtual assistant or freelancer.
Include:
· the purpose of the task
· the exact work required
· the source materials they should use
· brand, tone, formatting, or technical requirements
· the expected deliverables and file format
· any details they must not change or invent
· simple quality checks before they return the work
· questions they should ask if anything is unclear
Keep the brief practical, respectful, and easy to follow.”
[bookmark: _mrv0rdubj4b]Review Before You Approve
A completed task still needs your review.
Check that it reflects your brand, uses the correct source material, and works properly within the wider launch. Clear delegation saves time, but final approval remains with you.
[bookmark: _1oujqaysk303]Promote: Adapt Approved Launch Assets
Promotion works best when it is connected to a clear offer and a real buyer need.
By this stage, you should already know what you are offering, who it is for, and what the buyer receives. The job now is to introduce the offer consistently across the channels you plan to use.
Start with the emails, captions, graphics, and promotional materials included in the Ultimate Launch Kit. Use AI to adapt selected assets for your audience and platform—not to invent promises or create promotion with no connection to the product.
[bookmark: _77t8fs46ttro]Choose the Channels That Matter
You do not need to promote everywhere.
Choose the channels where your audience is most likely to see and respond to the offer. That may be your email list, a small number of social platforms, affiliate partners, or a combination that fits your launch.
[bookmark: _42uub82xvxva]Prompt 6: Adapt Approved Launch Assets
Copy and complete this prompt
“I am promoting this offer:
[product name and short description]
My intended audience is:
[describe the audience]
The main reason this offer may be useful to them is:
[describe the buyer need or outcome]
My preferred tone is:
[describe your tone or brand voice]
Here are the approved promotional assets or source materials I want to adapt:
[paste the email, caption, ad copy, product summary, or other material]
Adapt this material for the following channels:
[list only the channels you intend to use]
For each version:
· keep the product details and claims accurate
· make the opening relevant to the audience
· use a suitable length and structure for the platform
· retain the intended call to action
· keep the wording clear, respectful, and consistent with my brand
Do not add urgency claims, discounts, bonuses, testimonials, results, or product features that are not included in my source material.”
[bookmark: _1x6lgus5v2yf]Keep Every Version Connected
Read each version alongside the sales page before you publish it.
The wording may change from platform to platform, but the offer should remain recognisable. A buyer who sees your email, social post, and sales page should receive the same clear message at every step.
[bookmark: _uolu54uqt8su]Launch Asset Map
Use this page to see the full launch in one place.
You do not need every item on the list for every offer. Mark what applies to your launch, then identify the few gaps that need attention before you begin promoting.
[bookmark: _7f2dcajxem12]Offer Details
Basic Information
Offer name: ___
Target audience: ___
Planned launch date: ___
Main launch method: ___
[For example: email launch, sales page, affiliate promotion, client offer, or branded PLR product.]
[bookmark: _dw5r73e5d0c6]Six-Layer Asset Check
Setup
· Product name and brand direction confirmed
· Offer promise and audience clearly defined
· Product files organised and named clearly
· Relevant PLR licence reviewed
Convert
· Sales page prepared
· Order button or checkout link tested
· Product summary and included-item list confirmed
· Guarantee, support, and access information visible
Teach
· Core product files complete
· Worksheets, templates, bonuses, or supporting resources included
· Buyer instructions are clear
· Product sequence is easy to follow
Operate
· Purchase confirmation message prepared
· Access or delivery email prepared
· Download links or member access tested
· Support contact details included
Delegate
· Tasks for any VA, designer, or freelancer clearly briefed
· Source files and brand materials shared
· Review points and deadlines agreed
Promote
· Promotional emails prepared
· Social posts or captions prepared
· Graphics, banners, or images ready
· Launch dates and promotional sequence confirmed
[bookmark: _hopsd8czljkf]Priority Gaps Before Launch
The Three Things I Need to Complete First
1. 
2. 
3. 
A launch does not need to be complicated. It needs the right pieces in place, a clear message, and a buyer experience you would feel comfortable delivering yourself.
[bookmark: _g5miadl4krm4]7-Day Launch Preparation Plan
Use this plan when your product is almost ready and you need a simple path to launch day.
Adjust the pace if needed. The point is not to rush. It is to complete the important checks in a sensible order, so you are not trying to fix everything at the last minute.
[bookmark: _dfwar58p5om4]Your Launch Date
Record Your Plan
Planned launch date: ___
Main promotion channel: __
My most important launch goal: __
[bookmark: _e4tpgzm5m0n0]Your Seven-Day Preparation Sequence
Day 1 — Confirm the Offer
Review your Launch Brief, product name, audience, offer promise, included materials, and pricing.
Make sure the product is clear before you spend time improving the promotion.
Day 2 — Complete the Sales Assets
Review the sales page, product summary, calls to action, checkout link, guarantee, and support details.
Read the page as a new buyer. Remove anything that creates confusion.
Day 3 — Check the Product Experience
Open every product file, bonus, worksheet, and download.
Confirm that the buyer can understand where to begin and how to use what they receive.
Day 4 — Prepare Delivery and Support
Test the purchase confirmation, welcome email, access instructions, download links, and support contact details.
Write down the answers to the questions a buyer is most likely to ask.
Day 5 — Finalise Delegated Work
Check any work completed by a VA, designer, editor, or freelancer.
Confirm that the final files follow your brand, use the correct information, and are ready to publish.
Day 6 — Prepare Promotion
Finalise the emails, social posts, graphics, banners, affiliate materials, or other assets you plan to use.
Make sure every promotional message leads to the correct page and reflects the same offer.
Day 7 — Test and Release
Test the full buyer journey one final time.
Check the sales page, payment or order link, delivery process, files, support details, and promotion links. Make final corrections, then release the offer.
[bookmark: _8rboxje6j9o]My Next Action
What I Will Complete First
 
[bookmark: _lcf2i8rc46j3]AI-Assisted PLR Differentiation
PLR gives you the right to adapt the product. It does not automatically make the finished version feel like it belongs to your brand or speaks to a particular buyer.
The strongest changes are usually not the biggest ones. They are the changes that make the offer clearer, more relevant, and easier for a specific audience to use.
[bookmark: _u7e0344r19pp]Begin With the Licence and Existing Assets
Review the included PLR licence before changing, bundling, or reselling any material.
Then work from the assets already inside the Ultimate Launch Kit. Your goal is to improve how the offer is positioned, presented, supported, and delivered—not to claim work, results, or expertise that you cannot stand behind.
[bookmark: _8bapffqb76gv]Prompt 7: Shape a More Relevant Branded Version
Copy and complete this prompt
“I have PLR rights to adapt the following launch product:
[product name and a summary of the included modules, bonuses, and assets]
I want to prepare a branded version for:
[describe the audience or market]
Their main goal is:
[describe what they want to achieve]
Their common challenges include:
[describe their likely concerns or practical barriers]
My brand angle and preferred tone are:
[describe your positioning and voice]
Help me identify practical ways to adapt the offer while keeping the six Launch Kit layers intact.
Focus on:
· examples, terminology, and explanations that should be more relevant to this audience
· useful worksheets, checklists, action notes, or support resources I could add
· ways to present the modules and bonuses more clearly
· suitable promotional angles that remain accurate and honest
· areas where I should add my own commentary, experience, or guidance
· any part of the offer that may still feel too broad or generic
Use only the information I provide. Do not invent credentials, results, case studies, testimonials, product features, or licence rights.”
[bookmark: _b2zjy07il3s]Add What Makes the Offer More Useful
Choose only the additions you can complete well.
A focused checklist, a better example, a clearer sequence, or a short note from your own experience can make a branded version feel far more thoughtful than a product filled with unnecessary extras.
[bookmark: _269kwlcb1jqo]Test the Buyer Journey Before Release
Before you launch, go through the offer as if you were a new buyer.
This is where small problems become visible: a confusing sentence on the sales page, a broken link, an unclear download instruction, or a bonus that is not mentioned until after purchase.
Do not rely on AI to test your pages, files, or checkout process for you. Use it to help you organise the review, then complete the actual checks yourself.
[bookmark: _cctbo7b0eu19]Review the Journey From First Visit to Access
Check These Key Moments
· the buyer sees the promotional message
· the buyer reaches the sales page
· the buyer understands the offer and what is included
· the buyer clicks the correct order or checkout link
· the buyer receives a confirmation message
· the buyer receives access to the product and bonuses
· the buyer knows where to get help
[bookmark: _zc6ak5kujvsm]Prompt 8: Create a Buyer-Journey Test Plan
Copy and complete this prompt
“I am preparing to launch this offer:
[product name and short description]
The buyer journey currently includes:
[describe the promotion, sales page, checkout, confirmation, delivery, and support process]
The buyer receives:
[list the product files, bonuses, access details, or follow-up messages]
Create a practical buyer-journey test plan for me to complete before release.
Include:
· the order in which I should test each step
· questions I should ask at each point
· likely areas of confusion or friction
· links, files, messages, and access details I must verify
· a short list of issues that should be fixed before launch
Base the plan only on the process I have described. Do not assume payment systems, automations, policies, or product features that I have not provided.”
[bookmark: _22nq24kqth8p]Test It Yourself
Complete the checks with a real test purchase or by following the same steps a buyer will take.
Fix the issues that affect clarity, access, trust, or support first. A smooth buyer journey is one of the simplest ways to make a launch feel professional.
[bookmark: _60rfe982e116]Launch Readiness Scorecard
Use this scorecard after you have worked through the Companion and tested the buyer journey.
It is not a test you need to score perfectly. It is a quick way to see whether there are any important gaps to fix before you ask people to buy.
[bookmark: _9jgzp9a9rjwz]Score Each Area
Use This Scale
1 = needs attention
3 = mostly ready
5 = ready to launch
[bookmark: _rcfmgx4dxwgv]Offer and Buyer Clarity
The offer clearly explains what the buyer receives.
Score: _ / 5
The offer is relevant to the audience I want to serve.
Score: _ / 5
The product promise, included assets, and calls to action are accurate.
Score: _ / 5
[bookmark: _xgm1x2vfhotl]Product and Delivery
The product files, bonuses, and instructions are complete.
Score: _ / 5
The checkout, confirmation, access, and download process has been tested.
Score: _ / 5
Support details are clear and easy for buyers to find.
Score: _ / 5
[bookmark: _s21mtamxb2w4]Brand and Promotion
The sales page, product materials, and promotion use a consistent message.
Score: _ / 5
The promotional assets lead to the correct page and reflect the real offer.
Score: _ / 5
The final version reflects my brand, audience, and own judgment.
Score: _ / 5
[bookmark: _yh26cdihhu0s]PLR and Final Review
I have checked the relevant PLR licence before releasing the product.
Score: _ / 5
I have checked links, names, product details, claims, and supporting information.
Score: _ / 5
I would feel comfortable presenting this offer under my own name.
Score: _ / 5
[bookmark: _9j2nesfxluqf]My Result
Total Score
Total: __ / 60
My Decision
· Ready to launch
· Complete a few priority gaps first
· Review the offer structure before continuing
My Top Three Priorities
1. 
2. 
3. 
A launch can improve over time. What matters now is that the offer is clear, the buyer experience is sound, and you are ready to stand behind what you release.
[bookmark: _g9004sk5s1ct]Final Reminder: Launch, Learn, Improve
By now, you have worked through the six launch layers, reviewed the assets, prepared the buyer journey, and identified the areas that need your attention.
That is enough to move forward.
You do not need a flawless product, a perfect launch plan, or every possible promotional asset before you begin. You need an offer that is clear, useful, accurately presented, and ready for the people you want to serve.
[bookmark: _ltd2h3n5qd1x]Keep the System in Charge
The Ultimate Launch Kit gives you the structure.
Use AI when it helps you organise the work, develop an early draft, prepare a checklist, or spot something you may have missed. Then return to the product, your audience, and your own judgment before deciding what to use.
[bookmark: _3s4xa9q5t0uu]Let Real Response Guide the Next Version
Once the offer is live, pay attention to what buyers ask, where they hesitate, and which parts they find most useful.
Use that feedback to improve the next version:
· clarify a confusing instruction
· strengthen a helpful example
· improve the delivery process
· update a promotional message
· add a resource that buyers genuinely need
[bookmark: _18ysfpc7z0in]Release Work You Can Stand Behind
A strong launch is not about making the loudest promise.
It is about presenting a useful offer clearly, delivering it properly, and continuing to improve it with care.
You now have a practical way to turn the six Launch Kit layers into a branded offer that is ready to present, support, and build on.
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