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Thank you for taking a look at the NEW affiliate program managementplaybook!
 I wanted to put together a collection of my most read articles from therecent past on the topics of affiliate program management and affiliaterecruiting.
 Let me know what you think and if you have any questions please don'thesitate to contact me.
 Evan Weber
 IntroductionThe ebook will illuminate the strategies and techniques neededto grow a large and productive affiliate channel.
 by Evan Weber
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Growing a large, productive affiliate marketing channel is a great idea if yougo it about it correctly. The bottom line is that not all affiliates are thesame, in fact there are several different types of individuals and companiesthat can be brought on as affiliate marketers to promote your company.Recently, I gave a talk on how to recruit affiliate marketers and this was thefirst part I discussed, i.e. what are the various types of affiliate marketersthat you can bring on board to promote your company on a performancebasis (paying them when they drive in a sale or lead)? Here are the 15 typesof affiliate marketers that you can look to prospect and sign-up as yourcompany's affiliate:
 1. Webmaster Affiliates - the original type of affiliate marketer. Webmasterare website owners that can promote your company through display ads,newsletter spots, social media posts, and other ways that they are able tomarket your company. Some of the best quality affiliates are those withrelevant websites to the products and services that you sell as a webbusiness. So finding relevant webmasters to promote your company as anaffiliate is a great way to increase the "new eyeballs" that are exposed toyour company.
 2. Search Marketing Affiliates - search engine oriented affiliate marketersare also a very desirable type of affiliate marketer, if they go about itaccording to the rules you layout for your affiliates to follow. For instance, ifyou sell pet supplies, you may want your affiliates to build organic contentand do PPC ads promoting pet food, pet supplies, pet coupons and othertypes of search-related content. However, you may not want them to bid inPPC on your company name, trademarks, or company name + coupon codesince those users have likely already visited your website and are just"Googling" for a coupon code. If you do allow them to participate in this
 The Various Types ofAffiliate Marketersby Evan Weber
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type of advertising, I would recommend paying them a lesser commissionthan a relevant website affiliate, since you are basically giving them moneyfor little effort. Affiliates that optimize content on their websites forvaluable search phrases that can bring you sales are some of the mostdesirable types of affiliate marketers you can work with because they canbe very productive and produce very targeted traffic.
 3. Social Media Affiliates - affiliates that focus on the social networks likeFacebook, Twitter, Youtube, and Instagram are also very desirable in mostinstances. You can work with them to promote your company on theirsocial networks and even sponsor some of their Facebook boosted postsand Twitter sponsored tweets to really leverage the ability to reach theiraudiences. Working with Instagram users with a lot of followers in yourniche is also a great way to drive in new customers. You can assign them adedicated coupon code, dedicated url, or even dedicated 800 number toeffectively track the traffic and sales they are referring. You can also look toprovide free products or samples that they can review, or "unbox" andreview, then sharing a post with their audience. This can be a very effectiveway to increase new customers through your affiliate channel. They have tobe found and prospected and this takes a lot of work, but very effectivewhen you do land these types of affiliate relationships.
 4. Blogger Affiliates - bloggers are some of the most desirable types ofpeople to work with on the Internet as an affiliate marketer because of thereach and audience they can expose your product to. Bloggers as affiliatescan leverage product reviews, sponsored posts, email blasts, and other webplacements they can do for your company. One of the best things bloggerscan do as an affiliate is to become a 2nd tier referrer in your affiliateprogram. This means that they refer their blogger friends to join as youraffiliate through their affiliate referral link, which ensures that they get an"override" on the sales that the bloggers they have referred produce. Somebloggers, mom bloggers for instance, know a lot of other mom bloggers andhave the ability to refer a ton of them to join as your affiliate. This can bean incredibly powerful strategy to grow your affiliate program and increaseproductivity in your affiliate program drastically.
 5. Coupons Site Affiliates - coupon affiliates primarily operate in theecommerce channel, and most times are capitalizing on a merchant's trafficby serving up a coupon code to users that have visited the merchantwebsite, observed that the company accepts coupon code discounts, and
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then go to Google looking for that company's coupon code, which is wherethe coupon affiliates are ranking organically and frequently in thesponsored search results ready to serve up a coupon code to the user. Thiscan be an effective way to show affiliate channel sales, however isn'twithout it's issues. Because of the nature of how they operate, Irecommend not paying them a very high commission amount, otherwiseyour affiliate commissions will go through the roof as soon as you launchyour affiliate program and let them in the door. Rather, you should paythem a lesser commission rate to preserve the overall ROI in of youraffiliate channel.
 6. Review Site Affiliates - reviews sites as affiliates are great for serviceproviders such as in the niches like: dating, diet, hosting, software, andother services. The reason for this is because a lot of times people look forreviews in Google for companies that operate service businesses. So as an aservice-oriented company you want to have a good amount of review sitesas affiliates to capitalize on this phenomenon. Review site affiliates can bevery productive for your affiliate program especially if they do PPCadvertising for search phrases related to your services or your company,such as: dating website reviews, or match.com reviews. These types ofaffiliates can be the main producers in some affiliate programs dependingon how heavy the search volume is for these types of phrases.
 7. Loyalty Portals - there are a whole slew of "loyalty portal" affiliates thatrun sites like cashback virtual malls and membership portals. They can bevery productive affiliates for a company depending on the amount ofmembers or users they have to market your company to. Some of the largersites in this space are eBates, Upromise, and big companies that runmembership portals for their customers. They can be very productivehowever can have issues related, such as having rogue users that sign-up totheir portals to place orders and get their cashback with fraudulent creditcards. You have to keep an eagle eye on any orders referred from loyaltyportals based on this fact. With a good "order reconciliation process" at theend of the month you can effectively screen their orders and make surenothing unwanted is happening. But don't blame the portal, just make surethey are doing everything in their power to remove these bad apples fromtheir systems.
 8. Incentivized Traffic Affiliates - these types of affiliates will motivate usersto make a purchase by giving them something in return like points or
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credits towards a prize. They can be good affiliates but you have to watchtheir orders closely to make sure they are referring only valid orders thataren't experiencing buyers remorse when they realize they aren't gettingtheir prize. It can work for some types of companies but I don't recommendit for all companies or for lead generation.
 9. Email Marketing Affiliates - email "publishers" are affiliates or companiesthat own email databases they can market offers or ads to. Email-orientedaffiliates can be some of the most productive types of affiliates if they havea quality email list and operate in an extremely ethical manner. However,it's really a case by case basis because you never know how they generatedtheir email list or if they adhere to ethical email marketing practices. Youhave to have a very rigid policy for your email affiliates to make sure noissues arise from their type of marketing such as requiring that use ansuppression file management platform like Optimzo.
 10. Large Web Properties - big websites are some of the most desirabletypes of affiliates because they have have a lot of traffic that they canexpose to your affiliate banner ads or links. They can have large, qualityemail lists as well. There are a lot of large web properties that utilizeaffiliate ads on their sites and you would never know they participate inaffiliate programs. Most of the time you can access these types of affiliatemarketers through the big affiliate networks, where they have joined topartner with big brands with affiliate programs. So if you want large webproperties as your affiliate you may have to join a big affiliate network likeCJ or Linkshare to access them.
 11. Company Partnership Affiliates - one of the best types of affiliaterelationships are when you can partner with another company with asimilar audience, that's non-competitive. You bring up the idea of doing a"reciprocal rev share partnership" which means you promote their offersand they promote yours, and you pay each other on a revenue share (whichis just a more corporate term for an affiliate partnership). These types ofreciprocal partnerships are extremely desirable because they can be reallystrong, consistent producers. A lot of times they can place your adsthroughout their website and include you in their customer newsletter,which can bring you a whole slew of new customers.
 12. Traditional Media Affiliates - a lot of people don't know that you canrun traditional media on an affiliate basis. TV, radio, and even print ad buys
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can be done on an affiliate basis. Usually you have to access their "remnantinventory" which is unsold advertising space that would normally be goingto waste. Often times, companies are willing to partner on a revenuesharing basis and run ads to their remnant inventory on this basis. Becausethere isn't necessarily a click through, you have use tools like dedicatedcoupon codes, dedicated 800 numbers, and dedicated urls to track thecampaigns effectively. If you can show them a decent amount of revenuethrough working on this basis, it can be a great way to run traditionaladvertising on a performance/affiliate basis.
 13. Pay-Per-Call - pay-per-call marketing is all the rage in the affiliatemarketing industry. It typically works great for service companies and leadgeneration companies that are looking to drive phone calls into their callcenters. Typically, you would assign a dedicated phone number to theaffiliate source and then pay them for every call that they drive in throughthat phone number. Because quality can be an issue, you have use areliable pay-per-call tracking platform to make sure you are getting qualitycalls from each affiliate source you are working with. This can be a powerfulway to grow your inbound call volume on a performance/affiliate basis.
 14. Mobile Affiliates - mobile affiliates are growing dramatically as themobile industry grows. There are various types of mobile affiliates that canpromote your company through app ads, per call ads, and rewardingactions in mobile games with offers. There are many ways mobilecompanies can utilize affiliate ads to monetize their apps and mobileexperiences. This is a burgeoning vertical so it's really still taking shape, butin general mobile affiliates will at some point become one of the mostformidable types of affiliate marketers in the channel.
 15. Conversion and Technology Affiliates - these are typically technologiesor widgets that plug into your ecommerce website to help convert trafficand sales on your website. Conversion affiliates like Yielify or VE Interactive,help companies better convert their overall traffic into more sales withwidgets like: pop-up boxes, on-site offers, and shopping cart abandonmentfollow-up emails. Because they capitalize on your website's traffic you haveto be careful how well you compensate them or the commissions can gothrough the roof, and there goes all the profit. Another type of affiliatetechnology are companies like Viglink and Skimlinks, which help bloggersand other web publishers to monetize the content in their posts or pages byautomatically hyperlink certain phrases in the content through affiliate
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links. This has emerged over the past few years as a great way to generatemore affiliate traffic from the content already on the web.
 Whew! That's a lot of different types of affiliate marketers you can workwith to promote your company and drive in sales. Of course you have to goout and bring them on board so they can participate. Then treat them reallywell and compensate them well so they make money promoting yourcompany. In my next post I will review numerous ways to recruit the varioustypes of affiliate marketers, so stay tuned for that. You should seriouslyconsider bringing on an affiliate agency like Experience Advertising to helpyou grow your affiliate program quicker.
 Let me know if you have any questions, and be sure to contact me if youwould like to discuss growing your affiliate program or managing your otherdigital marketing and social media channels. I run one of the most effectiveagencies on the planet at growing traffic and sales through the variousonline marketing channels. I look forward to hearing from you!
 http://www.experienceadvertising.com/
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Recruiting affiliates for your business can be one of the most difficult tasksto undertake. However, if you have a really great strategy to accomplishthis goal you can build up your affiliate program with tons of great affiliatemarketers and web publishers that can make all the difference in yourwebsite's traffic and revenue. Over the years, I have worked on growingmore than 100 affiliate programs for companies, implementing many of thetechniques listed below. I hope you benefit from these affiliate recruitmentstrategies and let me know if you have any questions about how to carryout these strategies.
 1. Proactive Site Contacting - reaching our to websites, blogs, and otherweb publishers with a well-written "outreach email" or affiliaterecruitment email is a great way to prospect and bring on new affiliatesfor your company. There are some great tools out there like 5IQ andGroupHigh can identify affiliates and bloggers in specific niches, so youcan reach out to them and ask them very nicely if they would like tobecome your company's affiliate. This is a task your affiliate managershould be doing on a monthly basis to grow your affiliate program. Oryou can hire an agency like Experience Advertising, to methodicallyconduct the email outreach process. If you want it to be done effectivelywith a great response rate you have to send them one by one andpersonalize them. Yes it takes a lot of effort and you do have to do it involume to get what you want out of it. You can also run basic Googlesearches for keyword phrases in your niche, see what sites or blogs comeup in the search results and then send them a nice invite email to joinyour program. It's a very tedious process, but a very effective process togrow your affiliate channel.
 2. PPC Search Ads - every day there are people search for various types ofaffiliate programs in the search engines, such as: dating affiliate
 Proven Ways to RecruitAffiliatesEvan Weber
 http://www.5iq.com/
 http://www.grouphigh.com/
 http://www.experienceadvertising.com/
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programs, health affiliate programs, insurance affiliate programs, etc. Ifyou run an affiliate program in a niche it only makes sense to run PPCads in Google Adwords and Bing Ads targeting people searching thesetypes of phrases. You can gauge the effectiveness by assigning atracking link to the campaign, send the traffic to your affiliate sign-uppage, see who signs up, and then see how productive those affiliatereferrals then become. This is how you can see the ROI of your PPCadvertising for affiliate program and affiliate network related keywordphrases. It's a tried and true strategy to recruit targeted webmasters,companies, and bloggers looking for companies to affiliate with in theirniche.
 3. SEO Optimized Content - piggy-backing on the same concept, whenpeople are searching for specific niche affiliate programs, you need tohave an SEO optimized page on your website that ranks well in Google,Bing and Yahoo, so those individuals will find that page rankingorganically and sign-up for your program. You can also do online pressreleases promoting your affiliate program and LinkedIn posts about youraffiliate program. All of which can gain organic rankings for searchphrases related to your company and affiliate niche. This is a great wayto get more affiliate sign-ups and build your affiliate base with targetedaffiliates. Over time, if you do enough posting on various sites you canbuild up a great amount of organic saturation for you affiliate programniche keywords.
 4. Facebook Ads - one of the best ways to bring on new affiliates andpartners is to run Facebook ads targeting people into affiliate marketing,blogging, and trade shows like Affiliate Summit. You can also target thepeople that have shown interest in affiliate networks on Facebook. Youcan target blogger communities like the Blogher network, and drive themto your affiliate information page to learn more. Make sure your affiliateinfo page is a good one. I would recommend including a video on thispage to explain the affiliate program so people that aren't as familiarwith affiliate programs can better grasp the benefits of participating inyour affiliate program, i.e. how much money they can make. This is agreat way to inexpensive run advertising to increase the traffic to youraffiliate information page. You can also do the same type of thing withTwitter advertising to gain new affiliates.
 5. Big Affiliate Networks - one of the best ways to recruit a bunch ofaffiliates quickly is by launching on the big affiliate networks like CJ,Linkshare, and Shareasale. Using their recruiting tools to send pending
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offers then email follow-ups is a great way to build the program up withaffiliates in your niche and also some of the other types of affiliates,which I referenced in my last post. I do believe in screening the affiliatesthat apply to your program on any network, simply because there will beall types of individuals applying and you may want to pick and choosewho is appropriate for your company. In my opinion, CJ's recruiting toolsare the best at sending "offers" to prospective affiliates by country,category, and even a word contained in their url, for instance anyonewith the work dating in their url is a likely good dating niche affiliate. Ifyou are interested in growing your program as quickly as possible, thereis nothing out there that rivals CJ's recruiting tools. Once the pendingoffer is made, you have to send them a follow-up email to accept theoffer because they aren't notified by email automatically. It takes a lot ofwork, but this is exactly what your affiliate manager or OPM agencyshould be doing to leverage the network. If they aren't utilizing thisprocess they are squandering the opportunity in my opinion.
 6. CPA Affiliate Networks - there are many other affiliate networks thathave great affiliates and publishers. It can be a hit or miss type ofsituation though because you never know if these networks haveaffiliates that can be productive for you. You have to give them a chanceand see what they can do. Cost-per-acquisition affiliate networks usuallyprefer cost-per-lead or cost-per-sale offers with flat rate payouts, soecommerce websites on a % of sales isn't usually appropriate. So if youhave a CPA or CPL offer, look to launch your "offer" on a few CPAnetworks and then when it's working well, find some more launch on. Iwould recommend keeping an eye on the sales or leads coming throughfrom these types of networks because you never know who theiraffiliates are and there are issues with fraud in the affiliate channel. Somake sure you have a good "order reconciliation" process in place soyou don't payout on any bad orders or leads.
 7. Hiring an Agency/OPM - working with an affiliate agency or "OPM" canbe a great idea if you use the right one since OPM's have existingrelationships with affiliates and know how to work the networks well.Since my own agency has an OPM division I'm biased towards thinkingthat the way we recruit and manage is the best way. But do your duediligence before working with any agency. I will tell you that no otherOPM recruits affiliates in volume like my agency or manages as well asmy agency (again I'm biased. but I know how they all operate). Just takea look at our affiliate newsletters versus the other agencies. But like I
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said, do you due diligence and hire whomever you feel is best going tohandle the job. When you outsource your affiliate program managementyou need an agency that really delivers on recruiting aspect and themanagement aspect as well. Anything less than excellent isunacceptable in my opinion. As I often say, "you have to always berecruiting and managing at the same time."
 8. Trade shows - trade shows and conferences like Affiliate Summit, CJU,Adtech, amd PubCon are great places to meet affiliates and companiesthat can be partnered with as affiliates. Every time I attend a trade showwith the intention of meeting some affiliates and partners it works outwell. Exhibiting can be a great idea as well because then the affiliateswill come to you instead of you having to hunt them down, so getting abooth or meet market table at Affiliate Summit can be a great idea.
 9. Affiliate Forums - affiliate forums and niche forums in general can begreat places to meet and network with affiliate marketers of varioustypes. Forums like ABestWeb definitely have affiliates that hang out onthem and have discussions. It can a good place for affiliate managers tomeet affiliates and interact with them in a fairly informal way. In fact,forums of all types, in various niches, can be great places to findwebmasters and bloggers and ask them if they would like to become anaffiliate of your company. For instance, if you have a gardening websiteand are looking for people with gardening blogs to be your affiliate, youwould join some gardening forums and become active. Most forumsallow you to have a link in your forum signature which gets posted at thebottom of every comment you make, so it's another place to havepeople see and click to view info about your affiliate program. The moreyou post the more exposure your signature links will get, so it's definitelysomething that builds up over time.
 10. LinkedIn - LinkedIn is a great place to meet people and network ingeneral. There are plenty of LinkedIn groups in the affiliate industry andeven blogger groups. You can post discussions, participate indiscussions, and connect with people that may be interested in becomingyour affiliate. You have to do it in a fairly subtle way in my opinion to beeffective at it though. It's also something that's an indirect benefit ofnetworking on LinkedIn, although plenty of people will just use it for thatpurpose. In my opinion you have to interact with people and then theywill see where you work and that you're an affiliate manager, andpossibly become interested. So more of a soft approach is a bestpractice in my opinion, although sometimes you just have come out and
 http://www.abestweb.com/
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say, "would you be interested in joining our affiliate program and makinga great commission?"
 11. Twitter - on Twitter, you can find influencers and convert them intoaffiliates for your company. By searching on Twitter for various keywordsyou can see who is talking about phrases related to your niche andfollow them. Then you can start commenting, re-tweeting, andinteracting with their tweets. They may follow you back if you postvaluable content of you own. They may then see you are an affiliatemanager and get interested. After you know them decently well you cansend them a direct message and ask them if they participate in affiliateprograms.
 12. Customer Base - a lot of people don't realize that their customer basecan be converted into affiliate marketers for the company. You have tomake it really simple for them to participate and share the links thoughor you will run into a lot of support issues. You may want to considerlaunching a "customer referral program" with tools like FriendBuy orReferralCandy, which basically function the same way as an affiliateprogram without the banner ads. So you can look to leverage yourcustomers and turn them into referrers with either your affiliate programor a customer referral program. Some companies get as much as 25% oftheir revenue from these types of referral programs. It's all in how wellyou expose people to it, basically everywhere possible and keepreinforcing it over time.
 13. Link on the Website - when you place a link in your footer to you affiliateprogram page you are allowing your customers and website visitors theopportunity to sign-up for your affiliate program. This is a great way tocapitalize on your traffic and turn some of them into affiliate partners.Same goes for your customer referral program, you should have abutton in the header to refer a friend, so people see it and act on it.Some companies will incentivize users to refer on their social networksfor a discount on their own purchase or future purchases which I think isa great idea to boost social sharing and referring.
 14. Reciprocal Partnerships - one of my favorite ways to get your affiliatereferrals increased is to partner with other companies with a similaraudience (non-competitive of course). You can promote their offer andthey can promote yours, and you pay each other on a revenue share. It'sbasically an affiliate program for companies. A lot of times companiesdon't like to consider themselves as participating in affiliate programs,but if you refer to it as a "rev share partnership" they will be more
 https://friendbuy.com/
 https://referralcandy.com/
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receptive to it. Some of the best affiliates are other companies that canpromote your offer to their email list, website traffic, on their thank youpage, and on their social networks. This can be a really powerful type ofaffiliate partnership. I have put together many of these types ofpartnerships over the years and they always drive in a ton of sales.

Page 16
						
						

The main reason I started my affiliate agency 8 years ago was to addressthe vast need for quality, competent, proactive affiliate management forcompanies running affiliate programs. While I was at my previous company,we grew an affiliate program of more than 10,000 affiliates in our in-houseaffiliate program as well as on a few affiliate networks and CPA networks.From day 1 of launching our program I was the person that provided thesupport to our affiliates, which consistent of 1000's of phone callsexplaining how to be an affiliate of our company. I always looked forwardto the opportunity to get on a call with people all over the world that wereinterested in making money promoting our company's banner ads and links.It was a huge help that we had a decently converting website and a goodpayout to affiliates that produced sales for us. Because I already had adecent background with HTML and website building, I was able to walk ouraffiliates through the process of signing up, accessing the HTML code forour banner ads, showing them how to place the code on their website, andthen uploading it to their server (or publish the page). I guess you could sayI was "in the trenches" with our affiliates helping them get up and runningas an affiliate of our company. Over the years, I developed many greatfriendships with people of varying backgrounds and experience levels, someof which I still maintain to this day. I truly believe that in order to be aneffective "affiliate manager" you have to have a few skills such as: being apeople person, having some web marketing skills, having passion for onlinemarketing, and probably most importantly wanting people to succeed asyour affiliate, i.e. they make money promoting your company throughonline marketing strategies. You don't just become a good affiliatemanager, it's something you have to really have to work at, love, and havepassion for, otherwise you won't be able to truly help people to become asuccessful affiliate of your company. And, if people aren't succeeding at
 Affiliate Management BestPracticesEvan Weber
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being your affiliate, your affiliate program won't "gain traction" and it won'treally grow the way it can. After running my digital marketing agency formore than 8 years, I still look forward to getting on the phone with affiliatesand companies every day that want to discuss how to be a successfulaffiliate partner of the affiliate programs we manage. I pride myself on myability to make them a more effective affiliate marketer regardless of howmuch experience they have as an affiliate. Below, I have put together someof the main tenants of being an effective affiliate manager and how to workwith affiliates to really facilitate the process. I hope you like my suggestions.
 1. Building the Relationship - this is probably the single most importantaspect of being a good affiliate manager. If you take the time to get toknow your affiliates one by one, you are essentially building valuablerelationships for your company that will last years. You should look atyour affiliates as valuable partners and not a means to an end. Youshould give them suggestions on how to get more traffic to their websiteor blog, or capitalize on their traffic more effectively, and not just "howmany sales can this person produce this month." In my opinion, this isbest done through phone calls, but a lot of good relationship buildingcan be done through email as well. The truth of the situation though is:most affiliate managers don't really want to get on the phone with theiraffiliates because they don't have much to say to them. Which is whyyou need experienced, friendly people running your affiliate program andinteracting with your affiliates to have a really productive affiliateprogram with a lot of of uptake.
 2. Spoon-feeding - when a new affiliate (or publisher) signs-up as youraffiliate you should do what you can to facilitate the process. This meanslogging into their affiliate account, grabbing the html code for their linksand banners, and sending it to them. It can also mean writing someoriginal content for their website about your company so they don'thave to. It can also mean walking through the process of logging intothe affiliate dashboard and finding the tracking codes, then helpingthem to place it on their website or blog and publishing the changes totheir site. It can mean editing their email HTML to make sure their havethe affiliate tracking code inserted properly in the code. It basicallymeans doing more than what you would normally do. It means beingthere for them to really help them with whatever they need to get upand running as your affiliate. If you leave it up to them, they may neveractually do anything as your affiliate, either because they don't knowhow to or they haven't gotten around to it yet. So when you spoon-feed
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them you are ensure they start at least participating actively as youraffiliate.
 3. Personalized Interactions - this means not treating all of your affiliateslike the same person. It means personally interacting and becoming theirfriend, their best friend even. I can't tell you how many long, protractedphone calls I've had with people that just wanted to vent to me becauseI was willing to listen, or needed my help to get into the game as it wereas an affiliate promoting the company. One thing is for sure, all affiliatesWANT to be productive, they just may need help to do so. And that'swhere the affiliate manager role comes into play. If your affiliatemanager is treating all of your affiliates the same way, they don't get itand won't be anywhere near as effective as they could be.
 4. Education and Strategies - the reality of it is, most affiliates don't knowmuch about digital marketing or how to really drive a lot of traffic totheir websites or blogs. That why affiliate managers should be constantfeeding helpful content and valuable articles (and there are plenty ofthem out there) to their affiliates to educate them about various aspectsof driving traffic to websites and how to better capitalize on web traffic.Essentially, you are curing content and articles for your affiliates so theycan stay informed about all types of online marketing and social mediamarketing strategies. This is one of the main ways I have differentiatedmy agency from the rest. People tell me all the time that they really likethe articles I have written and that they have learned a lot from me overthe years, which is great to hear and really motivates me to do more ofit.
 5. Facebook Private Group - having a private Facebook group for youraffiliates can be a great way to increase interaction and engagementwith your affiliates. It's also an opportunity for you to bond with themfurther, share content with them, and answer questions they may haveabout being an affiliate of your company or another issue in general thatthey need clarification on. Groups are also nice because affiliates canhelp each other.
 6. Micro-managing payouts - a lot of companies will have one commissionpercentage for all of their affiliates to make per sale or lead. They do thisbecause it's just easier to handle it this way, but it can actually bedetrimental to your affiliate program to do so. What ends up happeningis that companies will lower their commission amount because they thinkcertain types of affiliates are making too much, like coupon affiliates.When the company realizes how coupon affiliates make their sales, they
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penalize the entire program by lowing the commission amount. The factof the matter is that there are several different types of affiliates, andthey should be compensated at different rates depending on the type ofaffiliate they are and how much value they are bringing your company.After you've run your affiliate program for a while you can start to tracewhich affiliates are responsible for which sales, and then look to see howvaluable those customers are to your company. For instance, if anaffiliate with a niche blog brings you a lot of customers that order againand again, that affiliate should probably be compensated better than anaffiliate that brings in customers that order once and never again. This isjust one example of how you can analyze your affiliate-referred sales andstart to adjust payouts accordingly.
 7. Regulate Coupon Affiliates - like any online marketing channel, you haveto "optimize" it to get the best ROI from your affiliate channel. Forecommerce sites, what happens is that coupon affiliates will get creditedfor a lot of sales if the company's website gets a good amount of trafficand people are Googling for that company's coupon code prior topurchase. In this instance, you should reduce their commission amountsso your overall ROI in the affiliate channel will be better and moreprofitable. You can also look to boost the commissions of affiliates withrelevant blogs or websites because they are often times bringing you allnew customers to your website. You can do this with "toolbar" publishersas well, because like coupon affiliates they are capitalizing on the trafficyour website is already getting. Once you have made these adjustments,your affiliate program will have better profitability.
 8. Regulate Toolbar Publishers - similar to coupon affiliates, toolbarpublishers make sales based on the amount of traffic your website isalready getting. People with certain deal toolbars installed in theirbrowser will see deals flashing when they visit ecommerce websites withthese types of affiliates. So you can look to reduce those commissionamounts to reduce the amount of commissions you are paying out whichimproves the ROI in your affiliate channel.
 9. Great Affiliate Messaging - unfortunately, most affiliate managers sendout "affiliate newsletters" that don't look very good or read very well.They do things like saying "Hello Affiliates. Please promote our offers."The best approach with regards to your affiliate messaging is to keep itvery personalized and treat them like a friend and less like a means to anend. Why companies still handle it poorly is beyond me, but they do. Youraffiliate messaging should not only be personalized but look amazing!
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Rarely will affiliate newsletters look as good as the company's customernewsletters. This is primarily because the affiliate manager putting ittogether don't know how to work with HTML and don't use well-designedaffiliate newsletter layouts. So if you want your weekly or monthlyaffiliate offers to be well-received, make sure your messaging looksgreat, reads well, and is extremely friendly. Make sure to include yourphone number in the affiliate newsletter so they can call you withquestions. The sad reality is that most affiliate managers don't wanttheir affiliates to call them, which is simply a reflection of the fact thatthey don't really want to speak to them. They just don't have enough tosay. But all you really have to do is be friendly, helpful, and willing tobuild the relationship. Affiliate messaging should also be fairly frequent,to stay in their consciousness, otherwise someone else will. If you handleyour affiliate messaging well it will always be well-received and you don'thave to worry about sending too frequently.
 10. Promotions/Deals - Affiliates by in large LOVE promoting deals andpromotions from the company they affiliate with. Make sure to send outdeals frequently so they have something fresh to promote on their site,blog or socially. You can even set up special "vanity" coupon codes foraffiliates that request this. They love it when you set them up a specialdeal, it makes them feel special and they will try harder to promote it foryou.
 11. Run Affiliate Contests - in order to focus attention on your affiliateprogram, you can look to run sales contests, giving away prizes andbonuses. I like to run sales contests that give anyone a chance to win, i.e.any affiliate that produces at least 1 sale in the month will be enteredinto a sweepstakes to win a special prize. This gives more affiliates theperception that they could win in the contest and that it's not just for thebig producers. These types of contests have worked well for me over theyears. A lot of times you don't see a huge lift during the contest monthsales-wise, but you do see a big uptick in participation which usuallytranslates into more sales in subsequent months.
 12. Motivating Affiliates - Implementing a monthly strategy to motivate youraffiliates to produce is a great idea. You can offer performance bonuses,run contests, or flat-out boost their commissions for a period of time toinspire them to get more active in your program. These types ofstrategies can be a little gimmicky but they work. With so many affiliateprograms to choose from, you have to do things to stand out from thecrowd, and doing things to bonus, reward, or incentivize affiliates to
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produce more sales are great ways to increasing participation andproduction.
 13. Convert Your Affiliate Traffic - a lot of companies have the attitude thatthey don't need to do anything to make their affiliates money. They say,"We have a great payout, affiliate should be all over it." It couldn't beany further from the truth! As a company, you have to constantly beworking on your website to improve your conversion rate so youraffiliates make more sales. When they make more sales on the trafficthey are sending, they get inspired to work harder or put more resourcesinto promoting your company, which leads to more traffic and sales. As acompany you should be implementing conversion optimization strategiesto convert more of your traffic so your affiliates prosper. (I work withcompanies specifically to boost their website conversion rates, ask meabout it)
 14. Rewarding Producers - If you take care of your producers you will likelykeep them around producing for years. If you don't you could lose themto another company that will take care of them or someone else that willpay them out more money. You should be doing special things for youraffiliates like giving them gift cards, throwing parties for them atconferences, and taking them out to dinner whenever you can. Youraffiliates are your salespeople on the Internet so you have to do thesame types of things to reward and bonus them that you would do foryour internal sales people.
 15. ALWAYS BE RECRUITING AND MANAGING! This is a little saying I havebecause in affiliate marketing you have turn over. You always have to berecruiting new affiliates because you want to grow the program and youwill have attrition. If you slack off on managing and working with youraffiliates you could lose their interest or lose them to a competitor, whichis really bad because once you have them you don't want to lose them.So you have to always have a strategy to proactively recruit newaffiliates, as well and personally manage them and build the relationshipso the program will grow larger and larger over time.
 Those are some tips for you about how to effectively manage your affiliateprogram and get the most out of it. Don't be like those companies thattreat their affiliate program like a blob or let an intern manage youraffiliates and send crappy messaging. Don't be cheap with your affiliate
 program! Do yourself a favor and invest in the channel by hiring acompetent person that really cares about their success, or bring in anaffiliate marketing agency like Experience Advertising to recruit and
 http://www.experienceadvertising.com/
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manage your affiliates, treating them like gold! Then, if you do that andkeep it up over a year or 2 you will have a large, productive affiliatechannel, something that will be a constant source of new customers andincremental revenue. If you don't handle your affiliate program in this wayyou will be doomed to having an affiliate program with 99% couponaffiliates as producers, and guess what you would have had those salesanyways. But there IS a better way! If you handle the channel well it can bea reliable source of truly incremental revenue you wouldn't have hadwithout it. Don't let anyone tell you any different! :)
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Launching an affiliate program can be a great idea for ecommercewebsites to increase traffic and sales through a large diversity of trafficsources. Affiliate marketing has been around for more than 10 years andreally just started as a way to compensate traffic referrers who weresending business through to various types of websites. It has steadilyevolved with various affiliate networks and tracking platforms into a hugechannel in the commerce industry. So what should you do as a merchant oradvertiser looking to launch into affiliate marketing? First, you shouldlaunch on a major network so you can access a database of existingaffiliate marketers and web publishers. If you are a merchant or a websiteowner and you are selling products or generating leads, you should firstlaunch on one of the major networks like CJ, Linkshare, or Shareasale,depending on your budget and wherewithal. You may also considerlaunching an "inhouse" affiliate program as well to cultivate direct affiliatepartnerships for your company. Here are some important concepts andstrategies to maximize and run a successful affiliate program:
 1. Recruiting Affiliates – this is one of the biggest question marks as tomethodology and effectiveness. Recruiting affiliates is really easy if youknow how. You have to do a lot of pro-active reaching out, contactingwebsites, and contacting known affiliates, doing it very tastefully andoffering them some benefit of working with your company, otherwiseyou just become one of the thousands of companies vying for their time,which is why it's important to differentiate yourself by standing out fromyour competitors with perks for affiliate marketers. Another way torecruit affiliates is to advertise in Search. You can advertise in Googleand Bing/Yahoo under “affiliate program” keywords. You can also
 9 Ways to EffectivelyManage and Grow YourAffiliate ProgramEvan Weber
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advertise on forums and in places where affiliates frequent in order torecruit affiliates to either your affiliate signup page or directly to one ofyour affiliate network signup pages. You can advertise on Facebooktargeting people interested in affiliate marketing. Exposing yourwebsite's customers to your affiliate program can also be an effectivestrategy to grow referral partners, but I usually recommend a propercustomer referral program for that purpose.
 2. Managing Affiliates – This is one of my favorite phrases: “Managementis everything.” If you launch an affiliate program or a performancemarketing channel and you don't have intensive, competent affiliatemanagement behind it, it's likely not going to gain traction unless youare a huge Fortune 500 retailer that's never done affiliate marketingbefore, then it might grow on its own with coupon affiliates. Butotherwise, it needs a lot of doting upon and lots of TLC to grow properly.You need very proactive affiliate management in place to both grow itand manage the affiliates we well as possible. Whomever handles youraffiliate management, or is working with your affiliate partners, needs tofollow a very detailed strategy and take it extremely seriously. It really isa 24/7 type of process. You need to encourage your affiliates to contactyou to discuss the program or they won't. Most affiliate programs aren'tmanaged intensively enough in my opinion, mainly because the affiliatemanagers in place don't have the background or experience toeffectively work with affiliates of all experience levels. Simply gettingthem their tracking link isn't enough! You need great affiliatemanagement strategy and processes in place to really grow the programeffectively.
 3. Affiliate Payout Levels – affiliate payout levels have got to be looked atfrequently, and you should look to payout as much as you can to theright types of affiliates to make lucrative for your affiliate/publishers.You should also look to throw in some kind of incentives and say, “if youmake 50 sales this month or even 10 sales this month, we are going togive you a $100 bonus,” or we are going to give you an iPad or an iPod orpay more now. Pay as much as you can initially and then you can reservea couple of percentage points for people who can produce seriousamounts of volume. There are many different types of affiliates, so makesure to pay them based on the value they are delivering for yourcompany. For instance, many companies value affiliates that producenew customers over those that produce repeat customers. Somecompanies highly value affiliates that have relevant websites and blogs,
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as opposed to coupon sites. But you can't ever lump all affiliates into acertain type, they all have to be evaluated and measured individually.
 4. Don't be Cheap with your Affiliates and Partners – this is one of thebiggest mistakes companies make. They just don't compensate affiliateswell enough and they kind of look at it as just another marketingchannel and say, “I really don't need to payout much because it's just myaffiliate program…I don't know what it's going to do.” Wrong attitude!You really should look at it as a real sales force for your company, youronline “feet on the street” so to speak and you need to make it's reallylucrative for people to work with you and send you traffic.
 5. Affiliate and Partner Management – personalization works best whenmanaging affiliate marketers. Typically, personalized affiliatemanagement always works better than a mass approach, but you haveto have experienced people in order leverage personalized affiliatemanagement properly. Most companies and agencies use a massapproach and aren't helpful or friendly enough to their affiliates, whichdoesn't build the relationship properly. Make sure to have proactive,friendly affiliate managers in place to work with your affiliates, or itwon't come close to reaching your expectations. Affiliate newsletters arealso really important, as they are the primary method of communicatingwith your affiliates, however most companies fail miserably at this task.A really good agency (like mine) sends gorgeous looking affiliatenewsletters that are highly engaging and friendly, with a great subjectline (another aspect that affiliate managers do poorly in general).
 6. Affiliate Network Choice – one network versus many networks can bethe questions. This is a common issue in performance marketing becausethe more you spread out your offer or your advertiser account ontoseveral networks, the more management has to be put forth. You alsohave to make sure the same order isn't being credited to more than onenetwork source. So it can actually have problems when you branch it outa little bit wider with additional networks. I usually recommendmaximizing one network and then possibly trying a couple others whenyou want to add more volume if there are additional partners you canpick up there. Or launching an inhouse program and recruiting directly toyour inhouse program via website contacting and advertising in searchand on Facebook to build affiliates there.
 7. Want your Affiliates to Succeed – Make it worth your affiliate's time andeffort. If you just look at as just another marketing campaign, then don'teven bother because you really have to nurture your affiliate program to
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get the most out of the channel. Facilitating your affiliates and partnerswith good management, tools, helpful resources, content, info aboutyour company, keywords, and guidance will ensure you have a well-supported affiliate program. I always say you have to spoon feed youraffiliates to have the greatest amount of participation. Affiliatemanagement is a 24/7 endeavor. If you aren't willing to put that mucheffort into it, don't expect much as far as a diversity of producers.Anyone can have a bunch of coupon sites collecting sales, but thebeauty in affiliate marketing is having a plethora of sale producers fromall different directions.
 8. Strategize on Growing your Affiliate Channel – Don't just sit there andkind of let it happen. Every month you should be putting a new strategytogether, asking certain questions like: "what are we going to do thismonth to maximize this channel", "what are we doing for Q1 tomaximize our affiliate channel?" "Are we going to pay out a little more orare we going to do a recruiting campaign?" "Are we going to run newpromotions?" So you really have to strategize pretty heavily and leverageexperts like myself to tell you what works in the channel, and thencommit to doing them.
 9. Spend Money on Your Affiliate Channel - most companies are reallycheap when it comes to investing in their affiliate channel. Primarilybecause they don't know how to effectively spend money to grow thechannel or have tried it in the past and failed miserably. But there areseveral ways you can spend money to grow your affiliate channel,including: hiring a competent agency, paid recruitment emails throughthe affiliate networks, advertising in Google and Bing/Yahoo, advertisingon Facebook, advertising on affiliate forums, and conducting websiteprospecting. These are all ways to spend money to grow your affiliatechannel and can absolutely be measured for effectively, you just have toknow how to do so. Another very effective way to meet affiliatemarketers is to attend Affiliate Summit, which is the leading affiliatemarketing conference in the world. They do shows in NYC and Las Vegasevery year, make sure to check it out, it's a great networking andlearning experience. I'm lucky enough to be a frequent featured speakerat Affiliate Summit at last once a year.
 These are some basic concepts in affiliate marketing and growing yourperformance marketing channel. Only through a tremendous amount ofhard work, competent affiliate management, and dedication to growing thechannel, will your affiliate program even come close to reaching its full
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potential. Affiliate programs should grow larger on an annual basis and youhave to keep your expectations in check. The better your website “convertsthe traffic” or performs, the quicker your affiliate program will grow andprosper. So make sure you have done a great job on your website and workto improve your conversion rate over time if you want to have a trulyproductive affiliate program. Let me know if you would like to speak to meabout what my agency can do to grow your affiliate marketing channel. Weare the best in the business and have the best processes, managers, andstrategies for growing affiliate programs in any niche. Let me know if youhave any questions or would like to discuss!
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AffiliateManagement
 Now that you know how it's done,you can do it yourself or enlist helpto grow your affiliate program. To
 learn more about how to growyour affiliate program with the
 best affiliate agency in thebusiness, click the button below!
 CLICK HERE
 made with
 http://www.experienceadvertising.com
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